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How They Fared ... 
New-Car Registrations by Makes 


Total for Year, "56-"55 


Percent 
Share of 
1956 
Regis. 
1.93 

51 
1.42 
15.48 
1.79 
18 
1.69 
3.70 
8.12 
28.45 
23.09 
72 
4.61 
-03 
50.78 
8.89 


Percent Pct. Pt. 

Total 

Regis., 

1955 

136,753 
43,212 
93,541 
1,206,195 
144,618 
11,840 
118,062 
284,323 
647,352 
1,980,736 
1,573,276 
35,017 
371,837 
606 
3,639,120 
737,879 
141,038 
1,640,681 
589,515 


Regis., 
1956 
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Car Stocks Hit 620,000, 
250,000 Under ’56 Total 


- By Maynard M. Gordon 
News Editor 
the spring sélling season 
around the corner, dealership 
stocks of new cars are an esti- 
mated 250,000 units lower than they 
were a year ago. 

As of Feb. 1, according to Avro- 
motive News’ monthly tabulations, 
franchised dealers had an inven- 
tory of 620,278 new models. The 
year-ago total was 870,399, nearly 
29 percent greater than the current 
stockpile. 

The Feb. 1 inventory approxi- 
mates an overall five-week 


current selling tempo. 

With scattered exceptions, 
dealers approaching the 
March-April period with confi- 


division executives have to date 
shown no signs of disturbing the 
status quo jacking prodtac- 
on sclemane: 7 


last year’s record total and this 
year’s accumulation would be about 
200,000—or a 12-day supply at the 


General Motors retailers in par- 


reportedly are leaving dealers in 
those makes with top-level com- 
mitments against undue inventory 
strains in the months 


* * * 


| pir ere to Chrysler Corp. 
and Ford Motor Co. dealers 
are filling, although models like the 
hardtops stil] are in short supply 
at certain points. 

While the overall stockpile of 
new cars rose in January, there 
was a goodly number of dealers 
who considered that their individ- 
ual inventories were steady with 


ticular, whose ‘57-model buildups 
outpaced competition, are reflect- 
ing more reassurance on this score 
than was the case in November 
and December. 


530,007 
147,364 
52,103 
95,761 


a 


supply, on the basis .of the cur- 
rent selling rate, Dealers and 
factories both have reported a 
fairly steady turnover Se 
month 


A Dodge-Plymouth 
New York State showed 


+1 LLL Iiteit+ti 


URES 


*59,240 


7,168,908 100.00 


i *Includes Kaiser and Willys. 
L —Automotive News compilations from R. L. Polk & Co, data. 


16 Sales Hit 5,955,248, 
hird Best in History 


By Robert M. Lienert 
Associate- Editor | 
-CAR registrations last year 
d 16.94 percent below rec- 
with fourth-quarter titlings 


that 1957 may see a 
shakeup in traditional mar- 
ndings. 


spotlight must fall on the perennial 
race between Chevrolet and Ford. 
Outstanding in 1956 was Chevro- 
let’s impressive gains for the 12- 
month period and Ford’s spectacu- 
lar spurt in the fourth quarter. 
> = + 


both boosted their mar- 

ket shares during the year— 
Ford by 1.15 percentage points and 
Chevrolet by 3.41 percentage points 


—Chevrolet’s margin was wider 
(Continued on Page 4, Col, 1) 


1956 tabulations from R. 
& Co, revealed a total of 
248 registrations, compared 
the alltime high of 7,169,908 


ie 12-month total, however, was 
ough ‘to make 1956 the third- 
es year in history. No. 2) 


U.C. Stocks Cut 
new cary wee tepatercs| LO 3¢-Day Supply 
R the ful year, ight domestic By Selling Push 


het na ee eet ith 1906, | RENEWED dealer efforts to move 

10 makes had to be content a logjam of used cars met with 

‘smaller slices of the sales pie. | mild success during January, field 
fourth im- | Teports indicated last Week. 


| onan ‘ in- The average inventory of used 


1957 models, only four 
continued to increase their 


Usual, in the review of new- 


stock 
rations for any year, the was good for 41.1 days of selling. 


Of unusual significance, however, 

| was the fact that far fewer dealers 

reported stocks within the 30-day 

limit on Feb. 1. Only 30 percent of 

dealers reporting said stocks were 

good for 30 days or less of selling. 
7 a 


JAN, 1, although the overall 


Tep Cars 


ar registrations. Final 
gs for 12 months: 


Make 1955 Pos. 


$29,371 
- 483,756 
437,396 \. 
month prior to that, 87.9 percent of 
dealers reported stocks good for 30 


GstHEREEEEETE 


up to a 41.9-days’ supply on March 
1. Dealers this year are hopeful of 
holding the line on used-car inven- 
tery growth during February. 
The reduction from Jan, 1 to Feb. 
(Continued on Page 4, Col. 2) 


ON vverase 5 stock was larger, some 
ll within | 


of 500,000 units a 
November. 


This contrasts sharply with the 
435,000-a-month pace to which 
sales receded in January and Feb- 
ruary of last year, on the heels of 
the 1955 boom. The early 1956 lag 
allowed inventories to soar to an 
alltime peak of = by March 1. 


* > 


pss January ke in stocks 
amounted to 108,260 from the 
first-of-the-year sum of 512,018 (re- 
vised). This increase compared with 
one of 61,922 in January, 1956. 

As is normal during the winter 
period, January brought the in- 
ventory load upward for the fourth 
straight month. The climb began 
Nov. 1 at 277,975, reaching 398,243 
on Dec. 1 before crossing the 500,000 
level just prior to New Year’s. 

The buildup of 1955-56 pyramided 
from a larger base and had a 
month’s headstart. The Oct. 1 total 
a@ year ago was 538,375. Subsequent 
rungs in the ascent were: 575,266, 
Nov. 1; 723,107, Dec>1; 808,477, Jan. 
1; 870,399, Feb. 1, and 903,789, 
March 1. 

am = > 
- THE February production goal 
of 570,000 is realized and the 
sales rate stays at 500,000-plus for 
the shortened month, no more than 
70,000 cars will be added to dealer 
backlogs by March 1 of this year. 

Thus, it appeared at mid-month 

that the March 1 “spread” between 


managers of Buick 


Nationwide tours by the general 


and Chevrolet (Continued on Page 4, Col. 4) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


620,278 Cars 
ram con 
512,018 Cars 

tna con 


MOSES EIALOOLOILTI, 20 com 


PREVIOUS RECORDS 


HIGH Low 
903,789 Cars—March 1, 1956 157,607 Cars—WNov. 1, 1954 


- 


—Automotive News Compilation 








Car Output Near Million, Tops °56 


By stent: 1. eer 


/ Automotive News... 


es can be cured. Service Manage- 

ure, Page 25. 

3. re-appraising foreign cars, Page 2. 

states are considering vehicle inspections. 
e Roundup, Page 36. 

brake fluid still flows in 40 states, Page 25. 


| 


reached tomorrow (Tuesday, Feb. 
19) morning, will precede its 1956 
counterpart by three work days. It 
arrives just one day later than the 
corresponding milestone day of 1955. 


the manufacturers 4,748 units up on 
the same period a year ago, when 
the makers had produced 961,302 
d¢ars. The same period of 1955 pro- 
duced an estimated 1,031,000 units. 
Among other production high- 
lights last week, Ford 
continued to hold a 1,181-unit 


more than a day’s production ~ 
the one millionth car of 1957. 
That milestone, which should be 


* * * 


E assembly of the 966,170th 
ear of the year on Saturday put 


Chevrolet’s output was up from 
33,763 units the previous week to 
an estimated 34,300 last week, while 
Ford climbed from 33,303 to 33,875 
units. Plymouth recorded its 
est output since December, | 
with an estimated 17,000 units last 


L.YMOUTH’S boost was one fac- 


147,163. Last week’s output was 16.2 
percent above the same week a year 
(Continued on Page 62, Col, 3) 
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N. Y. Dealers More Favorable... 


Acceptance Growing 
For Imported Cars 


By Ed Brown 
Staff Correspondent 

NEW YORK.—In the search for 
more revenue, many dealers in this 
area are turning to foreign cars, 

There was a time when any 
foreign maker who approached a 
domestic dealer with a dualling 
scheme was laughed out of the 
dealership. ; 

The only way the foreign opera- 

tion could be supported was through 
dualling with scores of other foreign 
makes, resulting in a good deal of 
confusion. 

But with the advent of Volks- 
wagen, which most observers admit 
has blazed a trail in this country, 
many domestic dealers are begin- 
ning to welcome a single foreign 
franchise. 

One dealer, who recently added a 
foreign line to his dealership, after 
many anxious hours wondering 
what his factory would say, said, “I 
honestly had very little choice. I 
can only hope to break even in 1957 
with this (U. S.) line. 

“I need this foreign car busi- 
ness. Each deal we get is at, or 
near full gross profit, Sure, my 
volume will be low, but the profit 
I stand to make will probably be 
my entire profit picture for 1957.” 

Conversations with dealers indi- 
cate that it is not generally recog- 
nized that foreign cars offer a gross 
profit opportunity to the dealer not 
available in many domestic makes. 

When a dealer adds a foreign 
car, he must make minor shifts in 
selling technique. He and his sales- 
men must learn more about their 
foreign car than they will probably 
ever know about their domestic 
make. 

There are two reasons for this. 
Foreign cars are not nearly as well 
presold as the American automo- 
bile. Furthermore, most people 


GM and Reynolds 
To Build Adjacent 


Aluminum Plants 


DETROIT. — An indication of 
the growing importance of alumi- 
num in future cars was contained 
in the announcement last week that 
General Motors and Reynolds 
Metals Co. will build two huge alu- 
minum plants side-by-side near 
Massena, N. Y. 


GM will establish a new foundry | 


for the production of aluminum 
castings for automotive parts and 
Reynolds will build an aluminum 
reduction plant in the same area. 
Magnitude of the program was 
indicated by Reynolds’ announce- 
ment that its plant, slated to begin 
this spring, would cost $88 million. 
The GM plant will be ready for 
operation by June, 1959. 


Major advantage in having a| 


fqundry near an aluminum reduc- 
tion plant is that the aluminum can 
be transported directly in a molten 
state from the electro-lytic cells or 
“pots” to the foundry and poured 
immediately. 

The new plants will be adjacent 
to the St. Lawrence Seaway, pro- 
viding access to all Great Lakes 
and ocean ports. Chevrolet will 
operate the new GM plant. 





buying a foreign car today are 
well versed on metric measure- 
ments, gear ratios, compression 
statistics and a whole bagfull of 
venacular. It becomes imperative 
to know in order to talk and sell 
intelligently. 

It’s not that competition doesn’t 
exist in this particular market, The 
truth is that supply does not equal 
demand. The VW story of short 
supply does not require repetition. 

Renault of France has recently 
introduced its new Dauphine into 
this market and already the dis- 
tributors are bemoaning the fact 
that they will only be able to cajole 
20,000 units from the French factory 
this year. 

Even sports cars such as the 
Jaguar, Austin Healey, MG and 
Triumph are all in short supply 
and enjoy big demand. 

Austin of England is, according 
to reliable sources, ready to enter 
this market with a new low-priced 
automobile, comparable to the VW 


in performance and pegged well | 


below it in price, 

Domestic dealers who have been 
asked to dual this car with their 
present line, are reacting favorably. 
One dealer said he hopes to get a 
heavy quota of the new car. He 
plans to merchandise them aggres- 
sively, offering low downpayments 
and low monthly installments. He 
feels that a vast untapped market 
is available to such an operation. 

A foreign car distributor, with 
well over a hundred dealers in his 
small territory, half of whom are 
dualled with domestic makes, said 
that in the early stages of dualling, 
he ran into a good deal of under- 
cover opposition from the U.S. man- 
ufacturers. He said his hardest sell- 
ing job was to convince both deal- 


ers and manufacturers that he was/| 
not in this country to compete on| 


an equal basis with the Michigan 
manufacturers. 


He said he was merely offering | 


these dealers an opportunity to 
pick up a little extra profit. 

The myth of the foreign car as 
the second family car has been all 
but exploded. by most surveys. It 
is conservatively estimated by most 
foreign car experts that single-car 
ownership accounts for nearly two- 
thirds of al] foreign-car purchases 
today. 


“It is well,” says a foreign-car| 


(Continued on Page 6, Col. 4) 


Ford, Chrysler Dealers 
Still Awaiting Contracts 


DETROIT. — Despite the fact | 


that Ford Motor Co, dealers and 
Chrysler Corp. dealers were sit- 
ting on the edges of their chairs 
last week in anticipation of their 
new contracts, there were no in- 
dications at press time Thursday 
that any dealers had received im- 
proved contracts, 

The new Ford agreement had 
been promised for early February 
and the Chrysler Corp. contract 
was scheduled for announcement 
by at least March 1. The revised 
GM contract became effective 
last March and the new 
Studebaker-Packard and Ameri- 
can Motors agreements were in- 
troduced last fall. 


Business Barometer 


Auto Production — 170,105 cars, 
trucks in week vs. 151,397 year earlier. 

Business Failures — 287 in week 
vs. 236 year before. 

Department Store Sales — Up 4 
percent from year before. 

Freight Loadings — 647,972 cars 
in week, down 33,017 cars from year 
before. 

Gasoline Stocks — 196,351,000 
barrels, an increase of 3,103,000 bar- 
rels in week. 

Jobless Claims—289,100 in week 
ys. 276,500 year before. 

New-Car Registrations—5,955,- 
248 in 1956 (final) vs. 7,169,908 in 
1955. 

4 New-Truck Registrations—894,- 
| 366 in 1956 (final). vs. 957,001 in 1955. 


Oil Stocks — 253,991,000 barrels, 
a decline of 199,000 barrels in week. 
Steel Output — 96.5 percent of 
capacity estimated vs. 97.1 percent 
week earlier. 
Used-Car Prices — $980 average 
in February vs. $981 in January. 
Wholesale Prices — 116.8 per- 
cent of 1947-49 index vs. 116.9 week 
earlier. 
7” * * 
Common Stocks 
Feb. Feb. 1956-57 
13 6 h Low 
Am. Motors 5% 5% 5% 
Chrysler 67Y%, 66% 60 
54% 56% 
39%, 40% 
6% 7% 


34.78 35.23 


Junked for Safety— 





| DETROIT. Turbine-powered 
| vehicles have moved a step nearer 
| realization, according to separate 


| rolet, Ford and Chrysler Corp, 


nounced development of a tur- 
bine-powered truck. Both empha- 
sized, however, that the vehicles 
were experimental and that pro- 
duction and sales plans still were 
not imminent. 





|put a turbine into a stock Plym- 
|outh, announced it was doubling 
laboratory space devoted to turbine 
| research and increasing the total 
| research staff by 20 percent. 

Chevrolet's turbine truck is called 
the Turbo-Titan and has been 
|} undergoing proving ground tests 
| for the past six months. 

E. N. Cole, general manager of 
Chevrolet, said the Turbo-Titan 

combines a Chevrolet tandem- 
| axle tractor chassis with an im- 
proved version of the GM research 
staff’s Whirlfire engine similar to 
the one developed in 1955 for the 
Firebird II. 


unit with a fuel saving regenerator, 
is an experimental unit rather than 
a production prototype. 

Chevrolet Chief Engineer Harry 
F. Barr described the project as “a 
look down the road to determine 
the gas turbine’s- potential in the 
heavy duty commercial field.” 

He added, “our work definitely is 
experimental, with no present pro- 
duction plans, although production 
possibilities are being investigated.” 

William A, Turunen, head of 

GM research staff’s gas turbines 
department, explained that “our 
experience with automotive gas 
turbines as far back as 1949 has 
| always indicated promising heavy 
, duty potential, perhaps more im- 
mediate than in the passenger- 
car field.” 

Turunen and Barr pointed out 
that present comparisons between 
the gas turbine and piston types of 
engines verify that the turbine 
has superior torque characteristics 
—or the ability to pull loads better 
under adverse conditions. 

R. S. McNamara, Ford division 
general manager, said the turbine 
engine had been installed on an 
experimental basis, in a ’57 tilt cab 
truck and is operating at the Ford 
truck testing center at Romulus, 
(Mich. 

McNamara predicted last month 
at Ford’s national truck conference 
that the gas turbine engine would 
be introduced in trucks before auto- 
mobiles. He said Ford engineers 
are working at top speed to in- 
crease the engine’s fuel economy. 

Describing the gas turbine as the 





announcements last week by Chev- | 


|  COhevrolet and Ford each an- | 
| Corp. has leased a building at 12843 


Chrysler Corp., which already has | 





The engine, a 200-horsepower | 





Sah ME 


Stacked up in a heaping pile in a junkyard in New York, these ancient cars 
patiently await their fate. They were junked by motorists who were unwilling to repair 
the vehicles so they could pass an auto inspection. By junking the cars, their owners 
also avoided having to pay premiums on newly required compulsory avto insurance. 
The cars bring an average of $15 to $25 in the graveyards. (United Press Photo.) 


Big Three Stepping Up 
‘Turbine-Engine Testing 


truck engine of the future, McNa- 
mara emphasized that substantial 
additional developmental work must 
be completed before the engine will 
supply reliable transportation. 


For gas turbine work, Chrysler 


Greenfield Rd. Detroit, according 
to Paul C. Ackerman, engineering 
director. 

This will make available an ad- 
ditional 67,000 square feet of 
space for research laboratories 
and test facilities, Ackerman said. 
Some equipment and laboratory 

personnel have already been moved 
to the Greenfield building. George 
J. Huebner jr., Chrysler’s executive 
engineer for research, said the 
physics and instrumentation labora- 
tories would be moved to the new 
location by the latter part of Feb- 
ruary. 


"56 Total Dips 7 ee aces $ 


0 


$33.4 Billion 


Dealer Sales 


WASHINGTON, — Sales by auto 
dealers during 1956 declined 7 per- 
cent from the previous year, the 
Government reported last week. 

Estimates by the Census 
Bureau put the 1956 business 
volume of car sellers, both new 


and used, at $38.42 billion, off | 


$2.37 billion from 1955, 

The downward trend was also 7 
percent for franchised dealers only. 
Their 1956 sales total was pegged 


Gas Turbine Truck— 


Harry F. Barr (left), Chevrolet chief en- 
gineer, and William A. Turunen, of GM's 
gas turbine department, examine the 
engine in Chevrolet's new experimental 
gas turbine truck. 


Rising Car Sales 
Are Reported by 


Auto Factories 


DETROIT, — Reports from 
auto makers continue to indi¢ 
a rising demand for cars. Here 
individual reports: 


* * * 

Imperial 
For the second consecutive mog 
retail deliveries of Imperial auf 


mobiles have broken all sales 
ords in the auto’s history, repe 


Cc. E. Briggs, vice-president § 


charge of sales, Chrysler divisi¢ 

An all-time record of 2,769 
perials were sold at retail du 
January, an increase of nearly 
percent over January a year 

January sales topped by 25.7 p 
cent the previous all-time record 
2,203 Imperials sold in Decemh 
1956, Briggs said. 

For the 10-day period ended J 
uary 30, Imperial sales totalled 
390, up 38.3 percent over the p 


ous 10-day period, and up 197 p rt 


cent over January deliveries a 
ago. 


* * * 


Oldsmobile 


Oldsmobile retail sales 
shown steady increases in each 
days of this year, Jack F, Wolfrag 
general manager, said last week) 

In the last three 10-day pe 
Wolfram said, Oldsmobile’s 
retail sales have registered g 
over the previous period. 
reached a high for 1957 in the ] 
10 days of January, Wolfram sq 

“Dealer stocks in many areas 
below normal,” Wolfram said. “G 
rent production schedules are 
line with retail sales. Dealer 
stocks are less than 19 days’ sup 
indicating a healthy inventory ¢ 
dition.” 


* * * 


Chrysler 
Retail deliveries of Chrysler at 
mobiles also showed an increaj 
in the last 10 days of January w 
3,917 were delivered, up 27 pere 


|the full month of January, 
|dealers delivered 9,907 Ch 
compared with 9,463 in Jan 


* . * 


Ford 
Ford dealers broke all sales 
ords for the October-to-Jan 
period by selling more than a k 
million 1957 Fords in the first 





Ford general sales manager. 


| at $29.89 billion, as against 

| billion the year before. , 

| Sales by dealers who don’t h 

| franchises, however, showed a 

| of $35 million, rising from $% 
billion in 1955.to $3.528 billion 

| year. 

Tire, battery and access@ 
dealers enjoyed a 6 percent inc 
in business volume. Their to 
1956 sales of $2.07 billion 
sented a jump of $112 million 
the previous year. 

All told, the 1956 business of 
tomotive merchants — who incl 
all car dealers and TBA retaile 
comprised 19 percent of the nati 
total annual retail sales. In 1% 
according to Government statist 
it was nearly 21 percent. 

Last year’s total of U. S. ret 
sales was a record $191.5 billis 
with automotive mercha 
accounting for $36.1 billion of 
sum. In 1955 the total ve 
done by retailers was 3 pe 


less at $185.4 billion, but auton 
tive merchants accounted @# 


$38.2 billion of the sales. 


The Census Bureau also repot 
that sales by motor vehicle wh 
Sale distributors dropped 3 per 
in 1956. The decrease came in! 
face of an 8 percent increa 
merchant wholesalers as a 
and 9 percent for whole 
engaged in trading durable 
including autos, 

Automotive equipment and 
tube wholesalers fared much bet 
last year, increasing their s 
7 percent. 


over the previous 10-day perigg@ 
when 3,078 cars were sold. During 


1956 — an increase of five percent 


of the model year, C. R. Beachalt 
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M. STEWART (Chrysler), St. 
Louis, was born in Scotland but 
his first business venture was as a 
retail salesman in New York City. 
His performance was so outstand- 


a 
S 
‘edo 

ont 
isiong) 









9 ing that he soon was picked by a 
dutiml factory to serve as its representa- 
‘ly 2% tive. 
r He wound up many years ago 
ve: as a Chrysler distributor in St. 
ord Louis. He was treasurer of 
emb NADA for several terms and ap- 
as a featured speaker in 
d J many conventions. 
led He, significantly, 
p dealers as the first chairman of the 
‘7 pe Dealers Business Management 
& yas Committee and tells you more 
“H about it in the following column, 
a + * 
Mr. Stewart Speaks 
: he WAS seven years ago, at the 
ach NADA convention in Atlantic 


if City, that a committee of three, 
reek, @ consisting of Ernie Burwell (Chev- 
prio rolet), Spartanburg, S. C.; George 
's Jones (Ford), Corpus Christi, Tex., 

ral and the writer, was appointed by 
R. D. McKay, then NADA presi- 
dent, and commissioned to organize 
si the Dealers Business Management 
Department in the national organi- 
zation. 

The responsibility of this com- 
mittee was to collect data that 
would reflect the economic ex- 
perience of the automobile 
dealers of America, 

This department, for the last} 
geven years, has rendered dealers 
and industry a genuine service. 

It has made it possible for dealer 
representatives, when appearing 
before government committees and 
manufacturers, to deal with facts 
rather than opinions. 

j I thoroughly am convinced 
that this department of NADA 
ean, with the cooperation of the 


Bill W ould Cut | 
Auto Sales Tax 


PROVIDENCE. — Senator C.| 
um George DeStefano, Barrington (R. | 

I) Ford dealer, has introduced a| 
bill in the State Senate that would | 
'@ limit the sales tax to the cash dif- 
ference on a car or other merchan- 
dise traded in on a later model. 
However, the bill would require | 
that any Rhode Islander who pur- 
chased a car outside the state 
would have to pay the full sales 
tax before it could be registered in 

“@ Rhode Island. The full sales tax 

+ § would also be charged on vehicles 
sold by persons other than auto 
dealers. 


rd 





an 


a h 
t 









DeStefano commented that when 
acar is traded in Rhode Island the 
State eventually picks up the tax | 
om a tradein when the car is sold. 


Mancuso Heads C of C 


BATAVIA, N. Y.—Joseph A. Man- 
president of Batavia Motors, 
(Buick-Pontiac-GMC), has been 
president of the Batavia 
Chamber of Commerce. 
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Dealers tell me 


By John O. Munn 





dealers, do much to bring about 
a business climate in which the 
independent capital now em- 
ployed by the dealers in merchan- 
dising the industry’s products, 
will experience a reasonable re- 
turn, 

Two years ago, it was my privi- 
lege to address the NADA con- 
vention at Chicago, on behalf of 
the Business Management Depart- 
ment. The topic was “Where Are 
We Headed?”. This seemed to be 
the question in the minds of prac- 


served all| tically all automobile dealers in the 


beginning of 1955. 
* * a 


Blueprint for Profit 


HE theme of that convention 
was “Blueprint for Profit,” a 
popular and very appropriate 
theme. The operating profit, before 
taxes, experienced by dealers, had 
declined from 6.3 percent of sales 
in 1950, to almost the vanishing 
point of 6 percent in 1954, It was, 
therefore, a glaring fact that if 
this industry hoped to avoid a 
calamitous depression, it was time 
someone gave some thought to pre- 
paring a “Blueprint for Profit.” 
Then came the year 1955, and 
the “blueprint” that governed 
dealer operations improved dealer 
profits only a meager 1 percent. 
The “blueprint” that governed 
manufacturers was much more ef-| 
fective, as 1955 was the all time| 
record in production and profits, 
but such records failed to help the 
situation in 1956, 
The operating profit of dealers, | 
in the first nine months of 1956, 





rolet Co., Arcadia, Calif. 
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Win 104 of 139 Dealership Elections... 





How Unions Scored in ’56 


By Joseph M, Callahan 
Staff Writer 


‘<a unions’ drive to organize 


dealership employes reached a 
postwar peak last year when the 
unions participated in 139 dealer- 
ship elections, winning 104, 

This was more 
than triple the nums. 
ber of dealership 
elections in either 
of the previous two 
years. In 1955 there 
were 44 elections and in 1954 there 
were 39 polls. 


Furthermore, the unions are win- 





ning a larger percentage of the elec- 
tions each year, The unions won 31 
percent of the polls in 1954, 68 per- 
cent in 1955 and 74 percent in 1956. 

This survey more than supports 
the concern about the union ac- 
tivity expressed by Frederick J. 
Bell, executive vice-president of 
NADA, at the NADA convention in 
San Francisco, 


emplo 
This observation was also sup- 
ported by last year’s labor activity 


Dealer's 7-Woman Sales Team— 
Shown ore the seven women who have been added to the sales staff of Bates Chev- 


All have been trained in new and used-car soles techniques. 


before taxes, dropped to 1.1 per- According to Granville Bates, vice-president, results of the experiment have been 


cent of sales volume and most 
competent business analysts would | 
readily agree that such a low 
margin is not conducive to keep- 
ing capital contented very long, 
particularly as dealer profits have | 
decreased 82 percent since 1950 
There are many good authorities, 


|in and out of the automobile busi-| 
| ness, who consider this alarming 


| trend of dealer profits as being one 
of the most serious problems con- 


profitable. 


From left are Jean Tinsley, Bryan Wilhelm, Isabelle Anderson, Judy Bell, 


Nellie Styranka, Dorothy Coutts and Josephine Hart. 





STON-SALEM, N. C. — Rep- 
resentatives of Ford Motor Co. 


fronting this great industry, which testified in U. 8, District Court here 


|has contributed so much to the 
economy of the country, the wel- 
fare of the people, and even to our 

| national security, for it would seem | 
that the business of merchandising | 
the industry’s products is not as) 
attractive to new capital as it was| 
in the past. 

Furthermore, we seem to have | 
lost, to a degree at least. the pub-| 
lie’s good will, and simultaneously, 
we seem to have lost our capacity 


|to sell the quality of our product. 


Instead, we devote our talents to) 
selling a “deal. vd 


Siiiomeniiin Signs 


MY judgment, it is imperative 
that the trend of dealer profits 
in the last few years must change 
for the better in 1957. This is of 
such importance that it warrants 
the joint efforts of manufacturers 
and dealers to bring this about. 

It is encouraging to note the 
heroic efforts of the manufacturers 
to do their part. The 1957 models 
are magnificent, and are exciting 
— interest. 

Then there are changes in 
policies, such as extension of 
dealer agreements over a 
of years; liberal reimbursement 
terms under manufacturer’s war- 
ranty; discontinuance of coopera- 
tive advertising, and the em- 
phatic condemnation of 
malpractices, such as 
and fraudulent, deceptive and 
misleading advertising. 

These, and other constructive 
things, should stimulate and en- 
courage dealers to resolve, with all 
their -determination, to conduct 
their business in such a way that 
they will earn the respect and good 
will of the buying public, and end 
the year of 1957 with a profit com- 
mensurate with capital invested 
and risk involved. 

If so, it will make this business 
of selling and servicing motor vehi- 
cles again attractive to new capital 
and the younger generation. 


that the Lincoln-Mercury franchise 
of Miller Motors, Inc., was cancelled 
because of “failure to cooperate in 
company sales programs” and be- 
cause attempts to gain such co- 
| operation were met with an “an- 
| tagonistic and belligerent attitude 
which made negotiations impos- 


fer with J. H. Miller, president of 
the firm. 

Miller is suing Ford for $1,419,462 
damages for alleged monopolistic 
practices, coercion in its dealer re- 
lationships and cancellation of his 
franchise. 

He earlier contended that his 
franchise was in Septem- 
ber, 1954, because of “failure to 
submit to domination by Ford” and 
because he refused to go along with 


in quick-volume 
new cars. He also contends that at- 
tempts were made to force him to 
buy parts he did not need. 
* * *~ 
MOTION for dismissal of the 
suit was denied following com- 
pletion of the plaintiff’s evidence. 
Presentation of evidence for Mil- 
ler required more than a week, and 
upon its completion attorneys for 
ismissal. The 


Ford Says Miller Balked 
At Joining Sales Program 


coercive and monopolistic prac- 
tices. 


As the plaintiff concluded its evi- 
dence in the case, there were in- 
dications that the defense also 
would wind up its testimony within 
the week. 

In such an event, Judge Thom- 
sen, who by agreement of both 
sides, is hearing the case without a 
jury and will rule on the issues, 
said he would recess court until 
Feb. 28, to give court reporters time 
to prepare transcripts of testimony. 
He expects to reconvene court at 
that time to begin hearing argu- 
ments by attorneys. 

>= - s 


FENSE attorneys presented 

as a witness John E. Davis, 
president of Davis-Miller Motors, 
the predecessor to Miller Motors, 

(Continued on Page 58, Col, 3) 


in which either the Teamsters or 
the Machinists participated in 98 of 
the 139 elections. There were 70 

polis, 22 combined Team- 
ster - Machinist elections and six 
Machinist elections. 


* * 


+ 
Teamsters Win 68 


Teamsters were outstand- 

ingly successful in the elections 
they cipated in, winning 68 of 
70. The unions were successful in 
16 of 22 Teamster-Machinist votes 
aoe the Machinists won five of six 


year, 957 were for union repre- 
sentation and 798 were against 
the unions. 

Of the 139 elections held, 89 were 
among salesmen and 50 were among 
shop employes. The salesmen voted 
for the unions in 64 elections and 
the mechanics voted for the unions 
in 35 polls. 

Except for the Teamster and Ma- 
chinist drives, the next greatest 
activity was shown by the Inde- 
pendent Chicago Truck Drivers 
Union which took part in 29 polls, 
winning nine. 

Also officially showing an interest 
in dealership workers last year 
were the United Auto Workers (two 
elections), the Retail Clerks Union 
(two elections), the Beer and Bev- 
erage Drivers Union (two elections) 
and the Office Workers Union (one 
election). 

> > * 


NLRB Holds Most Polls 


carr for a handful of Michi- 
gan polls, all of the elections 
among dealership elections in 1956 
were conducted by the National 
Labor Relations Board. The Michi- 
gan elections were held by the 
Michigan State Labor Mediation 
Board. 


Strong union drives were also 
conducted last year in New York, 
Cleveland, St. Paul, Los Angeles, 
Rochester and Jamestown, N. Y., 
Fort Scott, Kans. El Paso, Tex. 
and Okmulgee, Okla. 

Last year two dealerships in 
Salt Lake City held decertification 
votes in which established Machin- 
ist unions lost their representation 
authority. 

Of course, a mere tabulation of 
elections held does not tell the en- 
tire story of labor’s drive to organ- 
ize the nation’s 40,000 IDs. 

e * 


Many Polls Cancelled 


IRDED are the numerous 
dealerships in which the unions 
requested elections and then can- 
celled their requests. Notable among 
these were a number of Baltimore 
dealers who decided to do a little 


organization work of their own and 


(Continued on Page 58, Col, 1) 


On the House .. . 


“Auto company presidents should 


“Much progress 
relations . . 


dealer 
has been made in factory-dealer 


however, only actual contact in the 


field will show these top executives the necessity for 
fulfillment of quality dealer programs and profitable 


operations.” 


What a nifty way to start off your first month 
»ision: General 


as head of a car div 


Manager Jim 


Roche told newsmen the other day that Cadillac 
sold 15,223 cars in January, a new high, Se 
130 more units than the division hat month ... Larry 


Illinois Stolen Auto Detail is 


starting 
who fail to pass along title when used car is sold or junked . . 


the Tennessee dealer association: 
SS aeee. and discourtesy . 


“Bad reputations are created by 


. by poor and inefficient services or 


by sharp and questionable practices . 
stoma ‘social and moral obligations.” 


~-Pete Wemuorr, Editor, 
Automotive News 





4 
Year Trails Onl 
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°55 and ’50... 


56 Registrations Mit 5,955,248 


(Continued from Page 1) 


than it had been in the two preced- 
ing years. 

Chevrolet’s full-year market 
share was 26.29 percent and 
Ford’s was 23.09 percent. 

The advent of 1957 models, how- 
ever, changed the picture abruptly. 
Ford in the fourth quarter shot up 
to 27.16 percent market penetration 
while Chevrolet edged forward to 
26.54 percent. 

Thus, Ford’s fourth-quarter per- 
formance put it in front for that 
period with a 5.25 percentage-point 
gain over the first nine months, 
compared with an increase of only 
0.33 percentage points for Chevro- 
let. 

+ * * 
HEVROLET and Ford, respec- 
tively, were the largest gainers 

during 1956, Others to impreve their 
market shares for the full 12 months 


Sales Score 


For December 


New-car registrations, all states 
for December: 

1956 Pos. 
1—138,357 
2—129,111 
3— 43,649 
4— 40,105 
5— 34,720 
6— 27,960 
— 


1955 Pos. 
144,526— 2 
162,989— 1 
50,329— 5 
59,331— 3 
51,566— 4 
43,293— 6 
29,802— 7 
20,707— 8 

15,354— 9 
10,175—11 
11,838—10 
5,971—13 
7,085—12 
4,068—14 
1,134—17 
2,658—16 
3,971—15 
277—18 
5,413 


Make 
Ford 
Chev. 
Plym, 
Buick 
Olds. 
Pontiac 
Mercury 


were Cadillac, up 0.25 percentage 
points; Lincoln, 0.23; Nash, 0.11; 
DeSoto, 0.05; Imperial, 0.02, and 
Continental, 0.02. (Continental reg- 
istered a gain in 1956 because it 
was marketed during only a por- 
tion of the year in 1955.) 

Of these, the only makes to con- 
tinue their upward climb in the 
fourth quarter were Nash, with 
an increase of 0.18 percentage 
points, and Imperial, which added 
another 0.07 percentage points. 

Among foreign makers, Volks- 
wagen’s penetration increased by 
0.44 percentage points. 

At the corporate level, Ford Mo- 
tor, General Motors and American 
Motors (and miscellaneous makes, 
consisting almost entirely of foreign 
cars) increased their share of the 
market in 1956 at the expense of 


How T. Fared... 


New-Car 
Penetration 


By Makes 


Fourth Quarter vs. First 
9 Months, ‘56. 
Pet. Pet. Pet. Pt. 


Share 
of ist 

. & Mos, 
. Regis. 
1.95 
57 
1.38 
15.63 
1.87 
16 
L71 
3.70 
8.19 
27.41 
21.91 
-72 
4.75 


ff 


g 
F 
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Foreign-Car Sales 
1956-1955 
1956 
Pos, 
1—50,011 


2— 6,044 
3— 4,230 
* 


Volkswagen 
MG 


English Ford 
J 3,573—2 


aguar 
30,757 All Others 16,177 


Total All Foreign Makes 
91,042 51,658 


* Breakdown not available. 


Chrysler Corp, and Studebaker- 
Packard. 

Ford Motor was up 0.83 percent- 
age points and AMC and GM each 
gained 0.02 percentage points. Mis- 
cellaneous makes rose 0.77 percent- 
age points. 

Chrysler Corp.’s market share 
dropped 1.34 percentage points and 
S-P lost 0.30 percentage points. 

* * + 


- THE transitional fourth quar- 

ter, Ford Motor was the only 
corporation to show a gain over the 
preceding nine months of the year 
(although miscellaneous makes 
were up 0.68 percentage points). 


U. C. Stocks Cut 
To 37-Day Supply 
By Selling Push 


(Continued from Page 1) 
1 this year was not nearly so exten- 
sive as it was in 1956. Last year, the 
month-to-month decline amounted 
to 35.8 percent. This year, in the 
same period, the stock cutback 
amounted to only 8.5 percent. 

. = 


> 

@TOCcKs of used cars at present 

are heavily sprinkled with 
tradeins. Only a handful of fran- 
chised dealers said stocks were 
lower than they would like, al- 
though some mentioned a shortage 
of used units equipped with auto- 
matic trgnsmissions. 

Nearly two-thirds of the deal- 
ers contacted said the sales trend 
in used cars was downward dur- 
ing January. The other said sales 
were “about the same” or “bet- 
ter,” a one dealer reporting a 
gain o percent over the 
vious month, = 

Dealers are still waiting for the 
recent stirrings in the wholesale 
market to reach the retail level. No 
premature spring boom has yet 
been noted by retailers, and dismal 
weather so far this month over 
—_ —. of the nation indi- 
ca e dela m 
stretched out. - oe 

At wholesale auctions last week, 
the market remained fairly steady, 
according to Automotive News’ in- 


dex. 
> 
Ts overall average price was 
$980, shaved slightly from the 
previous week’s average of $981. 
Within the index, two models re- 
mained unchanged in price, two 
advanced and four declined. 
Priced identically to the previous 
—_ were '56s at $1,720 and ’50s at 


Price hikes lifted the average 
of '55s by $15 to $1,295. and of 
58s by $7 to $608. : : 

: Downward adjustments included: 
51s, off $2 to $272; '54s, off $6 to 
$914; ’57s, off $8 to $2,455, and ’52s, 
off $14 to $383. 


Ford Motor Tops GM 


In Wayne County Sales 
DETROIT, — Ford Motor Co. 
pushed General Motors into sec- 
ond place in new-car sales in 
Wayne County a in Jan- 
uary, according figures E. 
piled by the Detroit Auto Dealers 


By makes, Ford (3,806) was far 
in front of Chevrolet (2,174). 
Plymouth (1,463) was third and 
Mercury (885), fourth. Other top 
sellers included Oldsmobile (780), 
Buick (723), Dodge (664), Cad- 
illac (622) and Pontiac (433). 





| 


Ford Motor’s market penetration 
jumped to a flat 32 percent in the 
final three months, for a whopping 
gain of 4.59 percentage points. 

Heaviest fourth-quarter loss 
was incurred by GM, which gave 
up 3.91 percentage points to settle 
to 47.76 percent of the market. 

Chrysler Corp. dropped 0.66 per- 
centage points in the fourth quar- 
ter; S-P was down 0.63 percentage 
points, and AMC lost 0.07 percent- 
age points. 

Production difficulties were 
blamed in most industry quarters 
for Chrysler's unimpressive 14.97 
percent showing in fourth-quarter 
registrations. Chrysler-line dealers 
have clamored since the debut of 
57s for more cars from the factory. 

* * + | 

= Big Three in 1956 sold a 

smaller share of the market 

than it did in 1955. Their combined 

share last year was 94.71 percent, 

compared with 95.20 percent in the 
previous year. 

The Big Three’s modest decline, 
however, did not help the smaller 
U. S. corporations to any great 
extent because of the 0.77 per- 
centage-point increase on the part 
of miscellaneous makes. 

The year’s registrations did not 
affect any standings in the first 
eight positions. Cadillac and Chrys- | 
ler swapped spots, with Cadillac | 
moving to ninth and Chrysler drop- | 
ping to 10th. 

Nash advanced from 13th to 12th 
and Lincoln from 16th to 14th. 

Studebaker dropped from 12th to 
13th and Packard fell from 14th to 
16th. 

On a numerical basis, no corpora- 
tion sold more cars in 1956 than in 
1955, although miscellaneous makes 
were up from 59,240 to 94,908. 

By make, Lincoln and Continen- 
tal both managed to turn the trick. 
Lincoln registrations rose from 35,- 
017 in 1955 to 42,598 in 1956, while 
Continental was up from 606 in its 
fragmentary 1955 period to 1,564 in 
1956. 

Volkswagen zoomed from 28,907 
in 1955 to 50,011 in 1956. 


Top Trucks 


New-truck registrations. Final 
standings for 12 months: 
1956 Pos. Make 1955 Pos. 
1—302,145 Chevrolet 329,791— 1 
2—263,753 295,900— 2 
3—108,014 100,441— 3 
4— 82,266 $4,877— 4 
5— 57,651 66,208— 5 
6— 23,488 27,252— 6 
7— 15,137 14,372— 7 
8— 13,190 10,932— 8 
9— 8,708 10,817— 9 
10— 4,037 3,697—10 
1li— 2,974 3,121—11 
884 Brockway’ 1,144—12 
12,119 Misc. 8,449 
Total All Makes 
894,366 957,001 
Further details on Page 54. 





Pontiac Shoots 
For 8 Pct. of 
Market in 1957 


WASHINGTON. — Pontiac ex- 
pects to sell cars to 8 percent of 
the 1957 auto market, according to 
S. E. Knudsen, general manager. 
Pontiac’s penetration in 1956 was 
about 6 percent. 

Addressing Pontiac dealers in the 
Washington zone and Philadelphia, 
Knudsen said his prediction was 
based on the record number of 
people employed in the U. S., the 
rising average wage and the wide 
public approval of the ’57 Pontiac. 

He said, “Under present condi- 
tions, it appears that the new-car 
market in this country will absorb 
10 percent more passenger cars in 
1957. Our share of that market 
should amount to 8 percent, the 
highest percentage of the industry 
ever attained by Pontiac. 

“We have a five-year advanced 
engineering and development pro- 
gram under way which we feel will 
accelerate Pontiac’s climb to a 
much greater share of the market 
and move us up several positions 
in the industry.” 

Knudsen was accompanied by 
Frank V. Bridge, general sales 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by 


Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Feb, 13 
(Sold 102 cars out of 169 entered.) 

BUICK — ’56 Super Riviera, $2,250* 
(ps); Special Riviera, $2,080*, $1,- 
905"; 2-dr., $2,050*. ‘55 Special 
Riviera, $1,635*, $1,340*; conv., $1,- 
350*; Century Riviera, $1,590*; 
Super Riviera, $1,500* (ps). 'S4 
Super Riviera, $1,310*; RM Riviera, 
$1,250* (ps), $1,110* (ps); 
4-dr., $1,025*. '53 Super 4-dr., 
$700* (ps); Riviera, $740", 

"50 Super 4-dr., $220*. 

CADILLAC—'56 (62) Hardtop, $3,510* 
(ps). "562 (60) 4-dr., $900*. °48 (62) 
4-dr., $240*, 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $2,245*, $2,210* (ps). ‘56 Two- 
ten (8) station wagon, $1,760*; 2-dr., 
$1,380*; Bel Air (8) 4-dr., $1,630*; 
One-fifty (6) 2-dr., $1,205, $1,100. 
’55 Bel Air (8) Hardtop, $1,405* (ps), 
$1,350*. ‘54 Two-ten 2-dr.. $650*, 
$645. 53 Bel Air 2-dr., $575, $550. 
‘51 SL Deluxe 4-dr., $250. 

CHRYSLER—'55 Windsor 4-dr., 
430° (ps). °53 NY Hardtop, $620* 
(ps). '51 NY 4-dr., $260*, '49 Wind- 
sor 4-dr., $160, 

SOTO—'56 Firedome Hardtop, $2,- 


$1,- 


. °55 Sportsman Hardtop, $1,- 
(ps); Firedome Hardtop, $1,- 
; 4-dr., $1,375* $1,310°*; 
Fireflite 4-dr., $1,375*. 
DODGE — ‘55 Royal Lancer Hardtop, 
$1,330*; Coronet (8) station wagon, 
$1,320*; Hardtop, $1,250*. "54 Royal 
(8) Hardtop, $850* (ps); Coronet 
Hardtop, $600. 
FORD—’57 Fairlane (8) 500 Hardtop, 





(ps), 


$2,310*. °56 Ranch Wagon, $1,400, 
’65 Fairlane (8) Victoria, $1,315"; 2. 
dr., $1,050; Custom (8) 4-dr., $890; 
2-dr., $885. ‘54 Crest (8) Victoria, 
$855*; Custom (6) 4-dr., $655; Main 
(8) 2-dr., $580; Main (6) 2-dr., $515, 
$490. '53 Crest (8) Victoria, $710, 
$575*; Custom (8) 2-dr., $550. 
MERCURY—’54 Monterey 2-dr., $700*, 
$670*. '562 Monterey Hardtop, $475*. 
NASH—’56 Rambler 4-dr., $1,015. '5¢ 
Statesman 4-dr., $505. 
OLDSMOBILE—’56 (98) 4-dr., $1,925*] 
(ps); (88) Holiday, $1,920*. '55 (98)] 
Hardtop, $1,800* (ps); (88) 4-dr,f 
$1,500* (ps); 2-dr., $1,470°. ‘Say 
(98) Holiday, $1,405* + (88) 
Holiday, $1,340* (ps). '53 (88) Holi] 
day, $805*. 52 (98) Holiday, $580*;}) 


(88) 2-dr., $390*. i 
PACKARD—’55 Clipper 2-dr., $1,625°.9) 
’53 Clipper 2-dr., $240. : 
PLYMOUTH—'55 Belvedere (8) Hard 
top, $1,255*; conv., ’ 
(8) 2-dr., $1,000; 4-dr., . 
Savoy '2-dr., $470; Plaza 2-dr., $425, 
PONTIAC—'55 Star Chief (8) Cata- 
lina, $1,375*; Chieftain 
lina, $1,335*. ’ 
lina, $1,000*, 
4-dr., $700*. °53 Chieftain (8) 2-dr, 7 
$525*. "52 Chieftain (8) 4-dr., $375*; 
Catalina, $225*. 
STUDEBAKER—’53 Commander 2-dr., 


$485. 

MISCELLANEOUS — '55 Stude, %-ton 
pickup, $585. '54 Ford %-ton pickup, 
$615. ‘53 Dodge i-ton pickup, $276, 
"52 Chevrolet. %-ton pickup, $350, 
"51 Chevrolet %-ton pickup, $180. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on pages 42, 43, 44, 45, 46 and 47 


Car Stocks Up to 620,000, 


250,000 Under 


57 Total 


(Continued from Page 1) 


50 percent rise in March turn- 
over over February, 

“The outlook for Chrysler Corp. | 
dealers is excellent,” he believes. 

The same succession of 30-day- 
supply totals is reported by a 
Lincoln-Mercury dealer in Tennes- 
see. However, he finds February 
sales “slow.” 

+ 7 > 

NOTHER L-M dealer, located in 

central Indiana, is maintaining 
a 15-day inventory this month, 
compared to four days as of Dec. 
31. He views the 1957 outlook fa- 
vorably, “according to how dealers 
hold the line.” 

A volume Buick dealer in the 
East is cutting his stock from 50 to 
40 days this month, after a 10-day 
reduction last month. He is con- 
tending with “passive public price 
resistance,” he reports. 

A Ford dealer in Virginia has 
kept his inventory constant at a 

10-day supply. Present and indi- 
cated sales are “better,” he adds. 
A Nash outlet in-Ohio chopped 
his stockpile from 60 to 40 in 
January and is shooting for 30 days 
for Feb, 28. 
. 


NVENTORIES held at 60 days 


last month for a Pontiac dealer 
in Montana, but he expects a 


| 
Apr 
pr 
Sept. 
Jan, 
Dee 


the standpoint of steady volum 
without any “seasonal” slump 
characterized January and Febre 
ary to date. 

The stage now is set for March 
and what has been in every yea 
but 1956 the dealers’ busiest season, 
—— ee 


New-Car Stocks 


In Field, In Transit ~ 


(Compiled by Automotive News) 


further 10-day rise during Febru- |} 


ary. 
The February picture stood out 
as extremely more favorable than 
a year ago, when the average dealer 
was beset with 60—and 75-day sup- 
plies. Not a few dealers had 90— 
and 100-day inventories. 
Accounting for the disparity 
between early 1956 and early 1957 
reduced 


inventory climb was mainly evi- 
dent in November and December. 


Improved selling by dealers, from 


Jaguar Plant 
Struck by Fire 


COVENTRY, England.—Half the | Pee 
Jaguar plant arid several hundred | Feb. 1 


cars ready for shipment were 


destroyed last week by a fire which | May 1 
started in the tire department. | J 


Damage was estimated in millions 
of dollars. 

Fifty clerical workers in the 
plant when the fire was discovered 
got away safely after driving or 
pushing 400 cars out of a garage 
adjoining the plant. Firemen from 
a dozen communities fought the 
blaze. s h 


78,656 
oe. 50,168 
. 1, *S7.. 68,100 
+t Field stocks include cars act 
dealerships, those warehoused d 
and factories, and demonstrators. 
* Revised. 
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SREP OPS we 


...gives dealer top customer service 


| ° ° 99 , 
i fact 

: and satisfaction 

me 

5 

5%, 

rd- 

roy 

Sa 

= says MR. K.W. CARR, Partner, K.W. Carr Motor Co., Indiano's 
_ first exclusive Plymouth dealer, Indianapolis, Ind. 

a 

5°, 

ir., e ~ 

a ““CoMMERCIAL Crepit and our firm have been 

up, : 

8, teamed up for 23 years of continuous profitable 


operation. In that time ComMerciaL Crepit PLAN 
has proved to be a dependable selling tool. It gives 
the dealer top customer service and satisfaction 
while its national advertising gives the dealer 
prestige in time selling. And CoMMERCIAL CRepDtT’s 
all-round program not only speeds up sales but is he 


a great help to the dealer in an emergency.” 


C ommercial Credit dealers 
are successful dealers. 


333 
a 






Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Creprr Pian. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


a Daan A service offered through subsidiaries of the 
CREDITIPLAN Commercial Credit Company, Baltimore . . . Capital 
m a 5 and Surplus over $200,000,000 . . . offices in principal 


cities of the United States and Canada. 


BS 
Dealer Involved 


In Chain Sales 
Drops Franchise 


CINCINNATI. — Mid-City Plym- 
outh, Inc., a one-line dealership, 
has been formed here, It will 
occupy the quarters of Sycamore 
Motors, Inc., (Dodge-Plymouth). 
Sycamore discontinued its new-car 
business after a chain-sales plan 
led to civil suits and its license 
was revoked for failure to give 
customers written statements, 

E. J, Preston will head the new 
firm. He formerly was general 
manager of Downtown Mercury, 
Inc., here and also has been sales 
manager of a Mercury dealership 
in Cincinnati, 

Sycamore appealed a revocation 
of its license by the Ohio Dealer’s 
and Salesmen’s Licensing Board. 
The board found Sycamore guilty 
on eight counts of failing to give 
buyers a written statement of the 
prices, allowances, payments, terms 
and agreements concerning sales. 

The dealership was granted a 
stay of execution in Common Pleas 
Court. It later decided to go out of 
the new-car business, but will con- 
tinue to operate a used-car lot. 
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N. Y. Dealers More Favorable... 


Acceptance Growing 
For Imported Cars — 


(Continued from Page 2) 


Eee an SE ere a an eel 


Chevrolet Dealers Launch Ad Campaign— 


Using outdoor advertising for the first time, the Oakland (Calif.) Zone Chevrolet 
Dealers Assn. has launched an intensive poster campaign in California and Western 
Nevada. A total of 472 poster panels will display Chevrolet copy during the cam- 
paign. From left are Carl Schnetz, account executive, Foster and Kleiser Co., San 
Francisco; T. Milburn Johnston, vice-president,. Campbell-Ewald Co., the agency 
handling the ad program; Ernest Ingold, San Francisco, chairman of the association's 
advertising committee; and J. James Kaufman, account executive, Campbell-Ewald Co. 


Pete Penn is using... 


96,500,000 MESSAGES 


in these leading magazines to help you 
sell more PENNSYLVANIA MOTOR OIL 


distributor, “for a dealer to know 
his own territory expertly, and to 
know the kind of people who pur- 
chase our car, before he attempts 
to take on our franchise, If he 
miscalculates, both of us can suffer 
immeasurable damage. 

“He can lose money, and we can 
suffer a serious setback in pres- 


Va. County Levies 


$5 Tax on Vehicles 


CULPEPER, Va. — The Culpeper 
County Board of Supervisors has 
imposed a $5 license levy on motor 
vehicles for 1957, 1958 and 1959. 

The resolution requires purchase 
of the tags by Apr. 15; stipulates 
that the money received from the 
sale be deposited in the general 
county fund, and provides that vio- 
lations be treated as misdemeanors. 











Your customers will see Pete Penn pro- 
moting Pennsylvania Motor Oil in these 
national magazines in 1957: the Post, 
TIME, FaRM JOURNAL, OuTpoor LIFE, 
and Sports ILLUSTRATED. 

~ Carry a brand of Pennsylvania Motor 
Oil and remind your customers that you 


MOTOR OIL 


can give them the world’s finest motor 
oil for today’s modern, precision- built, 
high-speed engines... your brand of 
Pennsylvania. 

Learn how you can make more profit 
with a brand of Pennsylvania Motor Oil. 
Write us at the address listed below. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 


[MMSYi va. 
Rtg wine 4 om 
" 


& 
-100%PURE 


tige, because his area may not 

to accept us, as yet. 
study all of these factors c: 
fully before selecting a new 
dealer.” 


This distributor said that abou 
50 percent of his cars were solf 


to engineers and mechanics of 
kinds—from plumbers to a.tomij 
scientists. These specialists, he s 
find great “do-it-yourself” fasci 
tion in the vehicle’s engine. 

He said another 45 percent 
sales is accounted for by people ij 
terested in purchasing a distinctiy 
car. The other 5 percent is made 
of racing enthusiasts. 


The used foreign-car mark 


can also be a money maker. ff 
the dealer understands the field, 
he will know that depreciation 
in the foreign car market usually 
is slower than in the domestig 
field and he will hold out unt 
his price is met. Many observers 
say most dealers fail 
realize the profit potential here 

For this reason, several deale 
here enjoy specializing in the 
foreign-car market, They alme 
“steal” the used piece from a de 
and turn that “steal” into a 
neat profit. 


Vannhall te Offer 
Smaller Sedan 
For Home, Export 


LONDON, England.—The Vict 
a four-passenger, four-door seé 
with a four-cylinder engine, ( 
been announced by Vauxhall 
tors, Ltd., General Motors” Briti 
subsidiary. 

It will have a 1%-liter engine 
a@ wraparound vindshield and is 
tended for export as well as he 
use, Details of the car will be 
vealed later this month, accord 
to Philip W. Copelin, Vauxhall nr 
aging director. 

The Victor is the first new m 
produced under the $100 mill 
Vauxhall expansion program . 
nounced two years ago by GM P 
ident Harlow H. Curtice. The p 
gram has been completed and 
doubled Vauxhalls production 
pacity for cars and trucks. i 

“Despite the fact that the Victa 
is smaller than recent Vauxhall 
models, it is carefully engineered 
provide ample room for four 
sengers,” Copelin said. 


Friends to Honor 


Fentons—Dealers 
For 47 Years | 


WEST SPRINGFIELD, Mass. 
Friends and business associates 
Mr. and Mrs. William H. Fen 
(Chevrolet - Oldsmobile), Westf 
are planning a testimonial bang 
in Sprinfield the night of Feb. 

They have been in the autome 
business 47 years, She has be 
dealer since 1910 and held a Che 
rolet franchise here for 19 
She sold out in 1941. 3 

Fenton had always assisted 
even though holding down a f 
time job as general foreman of 
railway locomotive repair shop her 

In 1931, after retirement from 
railroad, Fenton obtained a C 


rolet-Oldsmobile dealership in Wet 


field. The company is known @ 
William H. Fenton Co. and Willi#l 
J. Fenton, son of the couple, is 
eral manager. 


New Edsel HQ 
Chosen in K. C. 


KANSAS CITY.—Edsel will 
a district sales office here in a bk 
ing now under construction at 
Broadway. 

The office will be under the < 
tion of E, S. Gross, district 
manager. 


' 





USE 
CAR 


with an 9.40 Franchise! 


FULL 1 YEAR 


WHAT THE RTC 
PLAN DOES FOR YOU... 


@ Increases your used car sales volume . . . insures quicker, 


easier, more profitable sales. 


@ Increases your service volume. In instances where repairs 
may be required, you get the service business and RTC 
pays the bills. 


* @ Builds customer confidence and good will . . . eliminates 
after-sale complaints and ill-will. 


®@ Creates new business. Satisfied customers mean recom- 
mendations and repeat business. 


@ Pre-determines your profit by eliminating “after-the-sale” 
major repair losses. 


® Supercharges your sales force and advertising with irre- 
sistible selling features. 


@ Stimulates your used car sales by dynamic local newspaper 
advertisements placed by RTC. 


® Furnishes you with colorful, RTC point-of-sale aids, 
newspaper mats, and other sales promotion material. 


MAIL COUPON TODAY! 


Registered-Tested Cars, Inc. 
122 Brighton Avenue 
East Orange, New Jersey 


mi 0s Gentlemen: 


We are interested in the RTC Plan. Without obligation, 
kindly forward full details about the RTC Auto Dealer 


Franchise Plan. 


Dealer 
Title 
Address 


E City & State 


GUARANTEE 


FULL ONE YEAR WARRANTY - 
100% PARTS AND LABOR 


Is your used car volume moving at a tired turtle’s pace? Then it's high 
time you contacted REGISTERED-TESTED CARS. 


What a difference the RTC warranty seal can make to you and 
your customer. As a franchised RTC dealer, you'll sell more used 
cars — easier, faster, more profitably . . . build customer confidence 

. and add to your prestige. 


Put yourself in your prospective customer's shoes — which of two 
identical used cars would you buy if you were given positive written 
assurance that you would not pay a single cent for major repairs on one 
of them for an entire year? Naturally, you'd buy the used car with the 
iron-clad RTC guarantee! 


By eliminating your customer's chief concern — costly repair bills, 
the RTC Plan smooths the way for increased used car sales. Backed by 
a nationally known insurance company, the RTC warranty is valid through- 
out the U.S.A. . . . without mileage or lubrication restrictions . . . and fully 
covers parts and repair for the following: 


MOTOR ¢ CLUTCH ¢ STEERING 
REAR AXLE °* BRAKES 
STANDARD TRANSMISSION 
AUTOMATIC TRANSMISSION 


REGISTERED-TESTED CARS, INC. 


The Nationwide Auto Warranty Service 


122 Brighton Avenue, East Orange, N.J. @ ORange 2-4000 
Limited number of District Managerships still available. Inquiries invited. 
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Sales for Every 10 Demonstrations... 





He Takes Customers for a Ride 


ELDON, Mo. — “Demonstration 
is the most important factor in 
selling cars in this area,” according 
ing to J, W. Alford, Alford Pontiac. 

“The customer who won’t ride 

is not much interested in a new 
car and in 10 demonstrations I 
will make eight sales,” he adds. 

Alford strives for demonstrations | 
and then, during the demonstration, 
he sells the car instead of terms. He 
doesn’t discuss the tradein on the} 
demonstration ride but makes sure | 
he states the base price of the new 
car. 

The science of making sales by| 
demonstration, according to Alford, | 
is that the owner of a six or 
a straight-eight three years or more 
old, simply does not fully realize | 
the improvements and the power in 
new cars. 

While he does not sell horsepower 
per se, he shows the prospect dur-/ 
ing the demonstration how the 
quick pickup and bursts of speed 
could save his life on the highway; 
and why the power is needed. This | 


points of the new car, base price, 
power, accessories, upholstery, de- 
livery, colors and similar items. 
Alford feels that by this time the 
prospect and his wife have probably 
made several mental decisions and 
the prospect is anxious to know 


| what he will be allowed for the old 





Rambler, V olkswagen 
Tie for Third in Boise 


BOISE, Id. — Tied for third 
place in January new-car regis- 
trations in Ada County (Boise) 
were Rambler and Volkswagen. 

Each scored 14 registrations 
out of the total of 175, for a com- 
bined 16 percent of the market. 
Chevrolet had 4 registrations; 


Ford, 32; Buick, 10; Dodge, 9; | 
Cadillac, 7; Chrysler, 6; Plym- 


outh, 6; Pontiac, 6; Studebaker, 
6; Oldsmobile, 5; DeSoto, 4; Mer- 
cury, 2; Willys, 2, and Hudson, 
Imperial, Lincoln and Nash, one 
each. 





drives home the message that the|—_ 


newer cars are not only faster, | 
more powerful and more conveni- 
ent but a lot safer. 


Alford remembers when the 
demonstration ride was used to 
make the prospect dissatisfied with | 
his older car and to instill in him) 
new-car desire. According to Al-| 
ford, this is also true today. When- | 
ever a prospect with a car three) 
years or more old takes a ride in a} 
1957 model, he can quickly see the! 
progress that has been made. i 

After the return from the 
demonstration ride — which may | 
include letting the prospect and | 
his wife drive the new car—Al- | 
ford is ready to talk about the | 





tradein. 


Up to this point he has carefully | 


held the conversation to talk about | 





Reynolds Expands 
Auto Sales Setup | 


DETROIT.—Reynolds Metals Co. 
last week announced an expansion | 
of automotive sales activities to | 
providea more} 
integrated and| 
specialized sales) 
and technical! 
service for the 
automotive indus- | 
try exclusively. | 

Fred H. Edgar, 
veteran alumi- 
num sales execu- | 
tive, was named 
industrial sales 
manager, automo- 

F. H. Edgar tive, to head the 
new grouping of automotive tech-| 
nical and sales personnel, accord- | 


ing to DuPont Yager, regional gen- | 


eral manager, Great Lakes region. | 


Yager said the new alignment | 
reflects the increase in the use of | 
aluminum parts and products in 
1957 auto production. 

From 1946 to 1950, Edgar was 
general manager of the Diamond 
Metal Products Co.. manufacturer 
of aluminum products in Blairsville, 
Pennsylvania. He joined Reynolds 
in 1951, serving as regional parts 
manager in both the Southeastern 
and Great Lakes regions. 








Norris Ford Burns 


DUNDALK, Md.—George R. Nor- 
ris, Inc. (Ford), here has burned 
with severe damage to the building 
as well as several new and used 
cars. A small explosion occurred 
early in the morning followed by 
rapidly spreading flames. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 
basis ut the cou to supply 


cars our leased . (Since 
cars will be used locally your serv- 


new 
these 
ice shop can benefit also.) 
Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 











car and what the difference and the 
payments will be. 

Although Alford may be able to 
go above, depending on the condi- 
tion of the trade, he quotes the 
prospect the NADA valuation from 
the book. 

Alford sets a minimum gross 
profit of $300 for each deal and 
if he can’t see that much in the 
deal, he lets it pass. 

The demonstration method of 
selling can be extended to most 
used cars, he says. 

Alford says that several times his 
stock of new cars was sold out last 
year and he sold his demonstrator. 
Sales records showed that without 





constant use of demonstrators, sales|Contest Recruifers— 


dropped sharply. 
| 


Aurora Nash Opens 
Aurora Nash, 1416 Kingston, 
| Aurora, Colo, has been organized 
by Jimmy Fennell and Don Knit- 
tel. Fennel formerly operated Fen- 
nel Motors (Nash), Denver, and 
Knittel formerly headed Aurora 
Packard Co. 


i 

















Regional supervisors of the Fisher Body 
Craftsman’s Guild prepare to leave the 
General Motors Technical Center, Warren, 
Mich., on a four of the United States. They 
will travel 31,000 miles and visit 988 
schools in 288 cities making arrangements 
for next fall's enrollment program for the 
Fisher model car competition. This year 
the guild enrolled over 400,000 boys in 
the competition which ends June 3. 































— 
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Quality of Service 
To Be Theme of 
API Lube Parley 
DETROIT.—The quality of se 
ice provided for the car owner ¥ 
be the theme of the annual meetij 
here Feb, 26 of the lubrication ce 
mittee of the American Petrole 
Institute’s division of marketing, 
Topics and speakers will incl 
“A Bird’s-Eye View of the P i 
lem of Engine Deposits,” John d 
Moxey jr., Sun Oil Co. ; busin 
“Improved Engine Lubricatic a 
Carl T. Doman, Ford Motor Co,“ ¥° 
“What Happens to Motor Oil gg ¢¢*! 
the Crankcase,” V. A. Gates, Sham Stanl 
Oil Co. ‘& Stude 
“Lubrication of Differentials am give 
Transmissions, and Recommends conve 
Practices,” E. J. Krause, Buick. 1% pusine 
“Wear Can Be Reduced by Propa Th 
Chassis and Gear Lubrication,” J, 
Stucker, Pure Oil Co. that 
“Better Lubrication of the Aug presi 
mobile Chassis,” Richard B. Teipagl Co. 
Chrysler Corp. 8 posts 
The back pages af every issue of AU ‘ Gau 
MOTIVE NEWS contain the WANT quotir 
Section. Others are profiting from AUT® of kee 
MOTIVE NEWS WANT ADS! Are You? 
ee 
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Summer driving can be this cool - 

in the car you own now! i 
+ — a ae 
SO Refrigerated Automotive Air Conditioning | = 
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Merchandising 
Memos to Dealers 


By Bob Finlay 




























ITHIN the ranks of auto 
dealers there is a wealth of 
pusiness talent, NADA teamed up 
two dealers, Elson G. Sims, a Ford 
dealer in Vincennes, Ind. and 
Stanley Pressler (Oldsmobile- 
Studebaker), Bloomington, Ind., to 
dealers at the recent national 
convention hard facts to stimulate 
pusiness Management thinking. 
Their presentations, along with 
that of John L, Gaunt, vice- 
president of the First California 
Co. Los Angeles, offered guide- 
posts for the year. 
Gaunt has a homely technique— 
quoting an old German professor— 


for you but for me,” the professor 
says. 


What Is? 


— professor sees selfishness 

and greed as the mainsprings 
of all extraordinary human effort. 
After the students cite loftier mo- 
tives, the professor says: 

“I am not telling you what 
should be. I’m telling -you what 
is.” 

Gaunt -traces the patterns that 
follow wars—postwar boom, then 
the price readjustment squeeze and 
finally resumption of normal 
growth—and concludes that after 11 
boom years following World War 
II, there has been little deflation. 


To Be’ 
T WAS this 


D0 


chasing power of the dollar, while, 
at the same time, money is costing 
the business man more. 

Yet he offered this word of cheer 
for dealers: ‘ 


“Remember: 
a growing, well-managed business 
maintains its purchasing ‘af 
To survive, business must be 
cane that it makes a profit, Gaunt 
id. 


= 
Sure 


“be-sure” admoni- 
tion which Sims and > Pressler 
dealt with. 

During a chat with these dealers, 
they pointed out that many dealers 
have been fed so many theories de- 
signed to push one element of the 
business that they are thoroughly 
confused. 

Cited in particular was the idea 
of high service absorption in order 
to trade for less on new cars, 

“Sure,” they said, “service prof- 
help cover new-car sales 
can 


To cut through the confusion, 


Inflationary pressures, he says,| Pressler urged particular attention 
of keeping economics simple. “Not| are still eating away at the pur-| to these factors: 
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1, Terminology. 
2. Cost allocation. 
3, Cost-volume*profit relationship. 


* * * 
So What DoesJt Mean? 


prssruns said that many 
dealers discuss sales, used-car 
inventory value, gross per deal and 
net per new car without a clear 
idea of what other dealers mean by 
these terms. 

He suggested: 

The real price for which we 
sell a car is the cash received 
ee the wholesale value of the 


in, 

Cost is the price paid the factory 
for the car including freight, ex- 
cise tax and handling. : 

The difference is the gross on the 
deal. 

In the past, net per new car was 
commonly found by dividing the 
net profit of the business by the 
number of new cars sold. Yet, 
Pressler says, what comes out a 
net profit this way may well be 
found to be a net loss through de- 
partmentalization and proper allo- 


cation of costs. 
+ = * 


Allocating Costs 








Look here for 


the name of 


your nearest 





distributor 


ALABAMA 










































































IOWA NORTH CAROLINA 
KANSAS Se ee 
KENTUCKY OHIO 

LOUISIANA OKLAHOMA 














MAINE 





OREGON 


















ARIZONA 





CALIFC 


COLOR 














CONNEC 














FLORIDA 


GEORGIA 


IDAHO 


ILLINOIS 






























NEW HAMPS 





NEW JERSE 


i 


NEW MEXICO} 











NEW YORK 














LVANIA 


ROLINA 


ERMONT 


VIRGINIA 


at first that cost allocation might 
add to confusion, but later changed 
his mind for two reasons: 

1. It requires the dealer to 
scrutinize each item-of expense, 
analyzing it as to origin, amount 
and value received, This process 
will bring to his attention 
that may have gotten out of 

2. It gets the dealer 
in terms of the cost of doing 
business in each department, 

While there is no exact answer in 
allocation, departmental expense 
figures provide an indication of the 
situation, This indication may alert 
the dealer when he is subsidizing a 
loss department with a profit de- 
partment. 

The fatal danger of improper 
cost allocation, Pressler said, is 
that it distorts the facts upon 
which a dealer should base 
planning. 

For example, improper allocation 
of the cost of overallowances on 
tradeins to the used-car depart 
ment rather than the new-car 
partment may make it appear 
all a dealer has to do 
his profit position is to sell 


F 


N THE cost-volume-profit rela- 
tionship, the dealer must con- 
marginal — average 











TURNTABLES 
e 
Mansfactared by — 
e 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Cons. 


PUI UR 


FIA! © 


® SURVEYS PROVE IT! ® AD RESPONSES PROVE IT 


Independent surveys conducted at recent major One recent Rambler ad brought in more tha 
automobile shows revealed that 20% of the auto 5,000 written replies even though it appeared] 
show visitors who planned to buy a new car in only 29 newspapers across the country. This ov 
the low price field in the next 12 months named whelming response proves the growth in puk 
Rambler as their choice in considering new cars interest in the Rambler “compact car concept 
. further proof of the brilliant sales and volume that combines ‘Foreign car’ handling ease 
future ahead for Rambler dealers. economy with “Big-car’’ room and comfort. 


THERE’S A STEADILY GROWING MARK 
WE WANT DEALERS TO HAND 


Yes, we need more quality dealers in order to Motors dealers are obtaining 10 to 20 per 


om tPF &— os mes gi. 


realize the vast Rambler potential. Dealers who of total new car registrations. The same oppom™ 





qualify for the American Motors Franchise will tunity exists in many other markets across ft 
profit from the fast-growing Rambler popular- country. Wouldn’t you like to obtain full info” 
ity. In many communities today, American mation on the volume and profit potential th 


AND LOOK AT VFHE @ A Fair, Equitable Agreement that @ A “Workable” Plan for Mow 


establishes a partnership Relation- Trade-ins at a Profit. 
“PLUS” FEATURES At ship between Dealer and Factory. 
@ Products with “Built-in” Sa 
AMERICAN MOTORS @ An All-New Volume Car in the found only in Double Safe 


Lowest Price field. Unit Car Construction. 
FRANCHISE OFFERS: 


@ Liberal Dealer Incentive and Area @ Exclusive Features you alonét 
Bonus Programs. Your Area can Offer. 


American Motors Means Mort 


* 
| 
- 
- 
. 


Ta 


INOW FAVORED BY 20% 
aie a 


IT#@ RESALE FIGURES PROVE IT! © SALES PROVE IT! 


thas The Rambler is consistently at the top of the list Rambler sales are soaring! January, 1957, were 












‘ed gin its retention of original price on resale or the highest in Rambler history—up 14.5% over a 
-ovegitade-ins. In fact, Rambler has topped all other year ago. This can readily be attributed to the 
sublig low-priced cars in resale value for nearly a year, fact that Rambler offers what a rapidly growing 
ceppgaccording to official N.A.D.A. reports. Here’s share of car buyers want! Another big point, of 
e anaproof positive of the high opinion car buyers have course, is that Rambler’s prices, model for model, 


of Rambler and its extra, built-in value. are the lowest in the industry. 


7OR THE COMPACT RAMBLER...AND 


: , 
x 


LFHIS INCREASING VOLUME 


or coma Rambler franchise offers you? Just fill in the 
oppag upon at right for complete details in strictest 






oss teg@afidence. There’s absolutely no obligation on 


infor Our part. 





al tl 


in® A full line of Cars in price ranges 
that bracket 95% of the new car 
market. 


fe © Protection against “Overloading” 
and “Over-Franchising” 





for Americans 


eee 
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Capsule Comment 


Ex-President Herbert Hoover has issued a warning that 
he sees signs of a “hair-curling” depression if government 
spending and inflationary trends aren’t curbed. 

We don’t recall him recognizing such signs in 1928-29. 
* * * 

New-car sales in January were on a par with the past two 
years, latest registration figures indicate, and factories 
report a sizable upsurge in the last 10 days of that month. 

Looks like 1957 should be a pretty nice year, too, for 
dealer profits. 


aareae 


* - * 

Except for Texas, new-car bootlegging is fading away as 
a source of dealer agitation, a survey by Automotive Trade 
Assn. Managers reveals. 

U. 8. eyes are on Texas. 
* * * 

Virtually killing any chance for cuts, the House Ways and 
Means Committee has voted to extend for another year the 
10 percent excise tax on new cars. 

When is the auto industry going to make an allout cam- 

paign to get cars removed from the luxury class? 
* * * 
The number of new-car dealerships in the U. S. reached a 
war low of 39,643 in 1956, according to AUTOMOTIVE 
” annual compilation, but ‘prospects are bright for a 
sizeable increase this year. 
Separating the men gg the ma 
* 

er dealers are ane ta because they can’t get 

ecantiaces Bgl the volume operators in large cities 


aa bi the of he tae 
that all factories want more sales. 


Coming 
Events 


Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 


March 25-26 — lowa Automobile Dealers 
Hotel Fort Des Moines, Des 


March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha 

Apr. t — Louisiana ‘Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans, 

April 45—Illinois Automotive Trade Assn., 
Leland Hotel, Springfield, III. 

Apr. 10-12—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis. 

April 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 

Apr. 2. 30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 9-1!—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—Norff® Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-26—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portiand, 

June 7-9 — Automobile Trade Assn. of 
caren Commander Hotel, Ocean 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 18-19—Geor. ia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 

—. Inc., Samoset Hotel, Rockland, 


sept. @-10—New York State Automobile 

a Inc., The Concord, Kiamesha 
Lake, 

Sept. Slain Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 15-16—Kentucky Automobile Dealers 
_. Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 1617 — 
ealers Assn., 
apolis. 

— 16-17—Wisconsin Automotive Trades 

Assn., Milwaukee. 

Sept. 26-28—Arkansas Automobile Dealers 

Assn., Marion Hotel, Little Rock, 
1-3—New Jersey Automotive Trade 
., Chalfonte-Haddon Hall, Atlantic 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

. 2 * 


Auto Shows 


racuse Automobile Sh o w, 


Feb. 17-23— 
ounty War Memorial Bidg.., 


Onondage 
Syracuse. 
Feb. 18-2i—St. Petersburg Auto Show, Gay 
Blades Autotorium, St. Petersburg. 

Feb. 19-21— Altoona Auto Show, Jaffa 
Mosque, Altoona, Pa. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford, 

Feb. 22-24—Cheyenne Auto Show, Frontier 


Pavillion, Cheyenne. 
28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 

March 2-1! 

hibition Hall 

Kansas City, Mo. 

March 6-9—Winnipeg Auto Show, Winni- 
peg Arena, Winnipeg, Man. 
March 6-10—Spokane Auto Show, Coli- 

seum, Spokane. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Colli- 
seum, Lubbock. 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Jan. 412, 1958 — Chicago Auto Show, 
International Amphitheatre, Chicago. 
(See CALENDAR, Page 49, Col, 1) 


30 Years Ago... 


City Auto Show, Ex- 
Municipal Auditorium, 


The Big 


Automotive Cartoon 


Of the Week 


I'll take it ... Where do I sign? ... I'll take if... 
Where do | sign? ... I'll take it . . . Where do | sign? 
... Til take it... Where do... 


Letterbox 


‘Nothing New... .... 


This is an open forum for the discussion of any subject of in 


Air Suspension in 1913 |these features have been used 
| one or more makes of cars in 


When are these enthusiastic copy past. 


writers going to quit claiming in- 
ovatio: rtain cars for the| _ The 1913 Stafford, built in — 
4 eae m City, (which was the first 


first time? Some overenthusiastic 

chap wrote an article that appeared = nA former President ‘Tre 
. 31 h man 

in your Dec. 31 issue whic stated | tion ; bers, The 1908 ond 2 


that the new Cadillac Eldorado 
Brougham would have air-spring Motor Car and Pierce Great Arrow 
suspension for the first time on an had gearshift levers on the steer 
American automobile. column. The Sturtevant had 
Actually, the Pneumobile Six, an automatic transmission i 
o My 1909 Royal Tourist 


built in Chicago in 1913, had pneu- 
wn Anfang Fm As Roadster, with a 570-cubic-inch 


matic suspension—both front and 
rear. Their description, which| emgine, has a clutch and a fan 
the fan hub so that the 


appears in our Historical Motor 
Scrapbook, Number Eight, reads as| out at high —_ 
follows: | the new Mercury. 
PNEUMATIC SUSPENSION | “dished steering wheel, 
“A special feature of this car | Steering column 
is the suspension. Springs are | below the top of 
entirely done away with, and their The 1908 Welch also had 
place is taken by pneumatic | feature, which manufacturers 
cushions, which take up the jar | now claiming to be a new safely 
and recoil. The construction of | feature. j 
these devices is shown in an Tubeless tires were used on 
accompanying illustration. Many | cars around the turn of the 
desirable results are claimed for | tury, but they then were known 
this suspension. The price of the | single-tube tires—and were re 
car is $1,975, and the car is fully in practically the same manner # 
warranteed in all respects.” our “new” tubeless tires of today. 
There is very little new, and| Pushbutton shifting is not new, 
many factories are “firsts” as the 8.G.V., built in Reading, 
when—as a matter of fact—most of 


"20s, 

button control of transmissions, _ 

Air brakes such as those used of 

many trucks were standard ec . 
ment on the 1907 Northern. 


aif 
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Stories 


Based on Detroit estimates of sales to dealers of several of the 
expected 


larger General Motors divisions in January, it is 


the cor- 


poration's total sales for the first month reached a record for the 


period, closely approaching 100,000 


76,332, in January, 1926. 


vehicles. This compares with 


Production of French cars and trucks in 1926 was approximately 


the same as in 1925, being estimated at between 
70,000 cars and trucks in January, 


200,000 and 205,000. 
when plants closed two weeks 


for inventory, and with 114,967 in January, 1926. 


—From the files of Automotive News. 
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SURE, POWER STEERING 
MAKES THE JOB EAS/ER. 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 
BETTER, TOO. 


BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


EITHER WAY, 


POWER STEERING MAKES 
GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 
ruck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
itive control that blocks road shock 
m chuck holes and prevents loss of 
oneal if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the im 
tance of regularly maintained sched- 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are eens drivers than 
tired drivers. Thus, power steerin 
not only reduces the hazard of ro 
accidents, but helps the driver to 
maintain setabGehed se hedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix fsx South Bend wo. 


that will make truck ration safer 


and more profitable and, at the same 
time, give their dealers every selling 
advantage. 


That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as ate factory equipment. 

If you would like to know ae 
power steering for trucks is perhaps 
patgrsoee more es gr en 9 wer steeri 
or eee 
an Loomis ae on the su 

Write for your your copy today. We 


you'll be convi Cee 
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Claims 19% of Market in January... 
Chrysler Encouraged 


By 4th-Quarter Surge 


Explains Hertz Setup— 


A total of 41,000 cars and trucks are currently being used in the Hertz rental sys- 
tem, Joseph J. Stedem, executive vice-president, told Detroit Adcraft Club members 
last week. He revealed that Hertz advertising expenditures will reach $2,400,00 this 
year, compared with only $260,000 in 1947. Left to right, Norman Sharrock, Ad- 
craft Club president and media executive with Campbell-Ewald Co. which handles 
the Hertz account; Stedem; Henry G. Little, Campbell-Ewald president; and E. A. 
Schirmer, Campbell-Ewald senior vice-president. 


DETROIT. — Chrysler Corp.’s 
1956 earnings plunged 80 percent 
below record 1955, but a study of 
the company’s annual report shows 
that the fourth quarter may have 
begun another major comeback for 
the industry’s third largest pro- 
ducer. 

At a press meeting in Boston, 
president L. L. Colbert said that 
Chrysler had 19 percent of the car 
market in January. 

Earnings for the year were 
$19,952,969 compared with $100,- 
063,330. Sales totalled $2,676,334,- 
431, down 22.8 percent from $3,- 
466,222,350 im 1955. 

The fourth quarter was Chrys- 
ler’s best of the year with earnings 
of $13,680,617 on sales of $817,897,- 
180. The resurgence followed a dis- 
astrous third quarter during which 


The greatest mirror ever to hit 
the automotive field! £ 
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. . . the onl 
FENDER 
REAR VIEW MIRROR . . . 


the company suffered a net loss of 
$12,399,119, 

Chrysler’s 1956 earnings of $19.9 
million were quite similar to the 
$18.5 earned in 1954, Then came the 
1955 comeback with earnings of 
$100 million. 

Other figures also show the ex- 
tent of Chrysler’s slip in 1956, Earn- 
ings were 0.75 percent of sales, 
compared with 2.89 percent in 1955, 
Factory sales were 1,077,877 units 
compared with 1,579,215 a year 
earlier. 

Net current assets dropped to 
$208,216,862 from $305,381,119, and 
the company’s investment in 
Dealer Enterprise dealerships at 
cost rose to $4,363,624. It was 
$3,588,200 at the end of 1955. 

Dividend payments to share- 
holders amounted to $28,118,762, 


that can be mounted in any position. 
The turret and mirror can be rotated 
in any direction . . . independently. 


TURRET swings 
completely around 


MIRROR HEAD tilts right or 
left ecoterd 


, forward or 


Patents Pending 


ATION, DERBY, CONN. 
a “Bill Berk’’ Product 


which was $6.16 more than 
earnings. 

The day after the report 
released, Colbert enlarged upon 


“better days ahead” theme at 


press conference in Boston. 


He said earnings in the first q 
ter should exceed the 1.57 perce 


earned in the final quarter last yea 


and also the 1.25 percent earned 
the first quarter of 1956. 

He said he based his forecast 
improved profit margins and ne 
capacity production. 


Auto sales in January, he sa A 
% 
a 


1956, and Chrysler sold 19 perce 


were 17 percent ahead of Janus 


of the industry’s cars. Chrysle 


penetration for all of 1956 was 16; 


percent, he said. 


“We expect to do better thag 
19 percent for the full first quar. 
ter,” he said. “At the end of Jane 
uary, Chrysler dealers held 119 
percent of the industry’s inven 


tory of new cars.” 


This was only a 20-day supply 


he said and added that there wi 
orders for 250,000 cars in Det 
plus others in the field. 

He said he thought the ind 
would produce between 6.2 and 
million cars in 1957. 

In the year-end report, Colb 


said the company spent $124 million 


to expand, modernize and rep 
facilities in 1956, compared wi 


$137 million in 1955. “Expenditury 


in 1957 are likely to be in 
range,” he said. 

Expenditures for special too 
dies, jigs and fixtures were §$ 
million in 1956, compared with 
million the previous year. 

The heavy expenditures for fz 
ities and tooling figured in t 
reduction in current assets. 

Colbert said that in July, 1 
the company received the third 
installment of $62.5 million 
its $250 million loan 
with Prudential Life Ins 


Co. of America. The final pay 
ment of $625 million will be 


received in July, 1957. 


Colbert also noted that “iS 


awards were made under the 
pany’s incentive compensation 
to officers and key personnel 
1956, inasmuch as earnings did 
reach the level required by 
plan.” 


New Standards 


For World Rubber 
Issued by RMA ~ 


NEW YORK.—The Rubber 
ufacturers Assn. has begun 


wide distribution of a new set of 


natural rubber standards aimed 4 


improving the quality of ru 

moving in international trade. 
RMA said the standards 

backed by 24 producing, pack 


and consuming organizations in 


countries. ‘ 

The booklet is entitled “Type © 
scriptions and Packing Speci 
tions for Natural Rubber G 
Used in International Trade.” It 
braces the 36 grades which 
for the bulk of international tr 
in dry rubber. 

The new document supplants 
RMA “Type Descriptions and F 
ing Specifications for Natural F 
ber,” which was issued in 1928 
has been modified from time 
time. 

The new standards were 
oped by the RMA crude 
committee following internat 
conferences in Singapore and 
York in 1954 and 1955. 

W. J. Sears, committee ch 
said that in 1955, only 62.6 p 
of natural rubber imports reac 
the U. S. conformed to the F 
grades that were stipulated in 
purchase contracts. 


1 Car in 5 Flunk 


Colorado Check — 


DENVER. — One of every 
cars stopped at State Patrol 
blocks during 1956 was defe 
according to Gilbert Carrel, pr 
chief. He said the patrol thre 
590 blocks during the year, stop 
45,485 cars and found 13,000 

in some cases, more than @ 
violation per car. & 

The most frequent violation ¥ 
defective brakes and lights, wi 
accounted for more than half 
total number, Carrel said. O8 


items checked were drivers’ lic 


registrations, state inspection sti 
ers, mufflers, tires and emerg 
equipment on commercial veh 


er er ea 
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— The report was published 


quar 

t Jam the other day, all 191 pages 
i 118@ of it, and it looks as if the minority 
prediction was correct. 

Counting the tables in the appen- 
dix, this free-wheeling attack on 
big business runs some 111,000 
words, the equivalent of two good 
detective novels. 

The minority portion of this 
heavy work covers only nine pages; 
the majority report, which seems 
to have been composed by the com- 
mittee chairman, takes up the 

‘ b bulk of the book. 
The chairman, of 
course, is Rep. 
Wright Patman, 
Texas Democrat, 

No one can 
deny that the 
report takes up a 

subject which is 
both serious and 
important It 
is concerned with 
“the needless 
destruction of small business 
through sheer abuse of big business 
power.” 

But Patman has attacked his 
subject in the same way that 
Carrie Nation attacked Demon 
Rum with her hatchet. He has 
run through the world of busi- 
ness and government swinging 
his axle, hoping that enough wild 
swings will chop down a few sin- 
ners. 

_3 The Republicans who disagree 
‘@ with Patman’s methods do not 









great power. 
They admit, in addition, that small 
businessmen face tough problems 


today. 

But they point out that “few will 
agree with the report that small 
business is subject to a gigantic 
conspiracy conducted by the heads 
of the country’s largest corpora- 
tions and by highly placed officials 
of the Federal Government in this 
or any other administration.” 


. 7 > 


Lights Out on Main St.? 


TMAN doesn’t claim the exist- 
ence of such a conspiracy in so 
many words. He just hints at it. 
He bobs and weaves like the old 
professional he is. When he’s short 
on facts, he quotes letters from citi- 
zens. Here’s part of a typical one: 
“You know the situation is bad 
in your home town. Salesmen are 
all talking about the empty store 
buildings on Main Street. The 
street is dark. Unless one is content 
to work 
or 

















for a chain or corporation 
the Government, there is no in- 
centive to risk anyone’s capital in 
the face of such discouraging 










he gets to the Small Busi- 
Administration, Patman really 
stride. He complains that 






AUTOMOTIVE WASHINGTON 
‘Don’ Patman Jousts 


With SBA Windmill 


By William Ullman 

Washington Correspondent 
= a prophetic statement in the latest report of the 
House Small Business Committee. “The (Republican) 
minority is convinced,” it says, “that if this final 
published in its present form, it will reflect little or no credit 
on the committee, its members or the House of Representa- 
o-_—__ ---—- — > 











report is 


small firms, but Patman refuses to 
entertain this possibility. 


To back up his charges that SBA 
isn’t doing anything for the little 
guy, he switches back to quoting 
somebody else. An official of the 
Pittsburgh Small Manufacturers’ 
Council, he said, complained as fol- 
lows: 


“If you can get a loan from the 
SBA, you can certainly get it 


’ 


AUTOMOTIVE NEWS, FEBRUARY 18, 1957 


your property and your wife’s 
property.” 


SBA, of course, is not in compe- 
tition with private banks. It doesn’t 
even accept a loan’ application until 
a businessman’s local banks have 
turned him down. 

But there’s another point here. 
SBA, like private banks, demands 
adequate collateral. By quoting the 
Pittsburgh executive, Patman 
leaves the impression that he 
believes collaterial requirements to 
be unfair. But he doesn’t say so, 
and you can bet that he never will. 
The day that a government agency 
starts handig out unsecured loans 
totalling millions of dollars, tax- 
payers will really have reason to 
complain to their Congressmen. 

a2 * a 


Unfortunate Comparison 
INALLY, Patman criticizes SBA 
for failing to lend as much 
money as its predecessor agency, 
the Reconstruction Finance Corp. 
Anyone who recalls the scandals 
and investigations connected with 
some of the RFC loans will wonder 
at Patman’s making such a com- 
n. 


It is hard to decide whether Pat- 


from a bank. You can’t get an | man really wants to take construc- 
SBA loan unless you sign away | tive steps to help small business or 


ae e 
oe 
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Pike iy 


whether he simply wants to make 
as maay people angry as he can. 


As the minority forecast, it re- 
flects no credit on the committee or 
the House. 

If needed small-business legisla- 
tion is approved this session, it is 
going to have to be preceded by 
careful fact-finding and a clear 
statement of small-business p ro b- 


on Small Business are a good start- 
ing point for both parties. 


No Controls in View 
ECRETARY of Commerce Sin- 
clair Weeks assured the nation 
the other day that the Administra- 
tion is opposed to price and wage 
controls to check inflation, 
His statement followed new 
rumors around Washington that 
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Government controls were closer 
than anyone supposed. Even Pres- 
ident Eisenhower said that unless 


and wages, the Government might 
have to move in more firmly with 
controls of some kind. Such a 


other fronts, too. In spite 
drop in employment of 1,660,- 


and department stores. : 

He explained that the gross 
national product right now is about 
$425 billion, an alltime peak, The 
total for 1957, he added, should ex- 
ceed last year’s $412 billion. 

“In any man’s book, that spells 
continuing prosperity,” he said. 


Kendall SuperB ... consumer proven to completely satisfy 
the special lubrication needs of modern engine design 


Proven ability to prevent and eliminate combustion 


chamber deposits, detonation and pre-ignition. 


Proven ability to prevent wear at critical lubrication 


points such as lifters, valve train and camshaft. 


Proven to provide quick engine starting and fast oil 
circulation in cold weather with full bodied protection 


at high temperatures. 


Proven effective in insuring the best possible valve 


















figures could more logically 
be interpreted to mean that 
is making more loans to really 








KENDALL REFINING COMPANY ° BRADFORD, PENNSYLVANIA 


There’s nothing like the 


to boost business! 





varnish deposits. 


lifter performance through elimination of rust and 


Proven effective for greater engine cleanliness. 


Prevents spark plug fouling. Reduces sludge and 


varnish deposits. 


Proven to give greater gasoline economy and lower 


oil consumption. 






Kendall SuperB Motor Oil, the first SAE 10W-30 oil mar- 
keted specifically to satisfy all the exacting lubrication 
requirements of high compression engines. Refined from 
100% Bradford Pennsylvania Crude Oil — world’s richest, 
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THAN 180,000 CARS 
OUTSELL EVERYBODY 


Chevrolet Dealers and Chevrolet, the FIRS We 
















A MARGIN OF MORE 
[CHEVROLET DEALERS 
GAIN IN'S6! 


eam in the automobile industry 


















Triumph Ad Campaiga— 


will include the use of newspapers, radio, bus cards and regional magazines. 
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Center at Michigan State Univer-|the center. 
sity in East Lansing has just ac- 
quired a traffic engineer's dream 
car, 


Dorothy Deen, vice-president and general manager, Cal Sales, Inc., Western distrib- 
vitor of the Triumph sports car, inspects new Triumph bill board with H. M. West of 
Alien & Marshall Advertising Agency, Los Angeles. The billboard is one of several 
now being posted throughout Southern California. Others are scheduled to be posted 
in the San Francisco area and Northern part of the state. The statewide ad campaign 


Highways & Safety 


The Highway Traffic Safety|search work now in progress by 


* * * 


Michigan Parley Set 
Ten major fields of safety will be 
represented at the 27th Annual 
Inside the car and under the hood Michigan Safety Conference to be 


are a number of statistical and 
Apr. i rand . 
il a: pr. 23-25 in G Rapids. 


the research engineer many things * 2 & 
about speed, gasoline consumption, | Wo, Jersey Pike Traffic 
distance traveled, time elapsed, 

braking hie and the wear | Rises 22 Pct. in 1956 


and tear of today’s highway travel-| During 1956 a record total of 


31,588,224 vehicles used the New 


ing. Jersey Turnpike, an increase of 22 


In addition to engineering re-/| percent over 1955. 


search, the vehicle will be used in Revenue tolls in 1956 aggregated 
psychological studies of driver be-| $24,513,372, an increase of 16 per- 
havior on the highway. cent. 


* * * 


Specifically, $10,000 worth of 


special equipment has been in-|Vew Mexico Bus Drivers 


stalled here by the center in addi- |Win Institute Certificates 

tion to a $10,000 statistical The New Mexico Bus Drivers In- 
instrument loaned by General | stitute granted 733 certificates this 
Motors Proving Ground for re-| year for complete courses at its 





BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 
*REG. U. 5. PAT. OFF. 


* «4 


Bendix-Elmira, x.y. Bye 


ECLIPSE MACHINE DIVISION 
















— 

week-long meeting at New Mex 

Western College, Silver City, N. 

Courses include safety, first aid 

education, child psychology, traffig 

law enforcement, public relatia 
and maintenance. 
* 


aa s 
Canada Plans Toll Road 


Canada’s first toll road will be 

30-mile six-lane highway betwe 

Montreal and St. Jerome, Que. 
* 


Detroit’s 1956 Traffic Toll 


Lists Fewer Children 


The Traffic Safety Assn. of De 
troit has reported that in additiog 
to a 13 percent drop in traffic fatalj. 
ties in 1956 in Detroit, there z 
was a decrease in both child death 
and injuries in traffic. 

According to the Detroit Polig 
Department Traffic Safety Bu 
24 children under 17 were ki 
compared with 33 in 1955. Thre 
hundred fewer children were in 
jured last year, compared with 195§ 

a * * 


Trans-Canada Progress 


Approximately 2,800 miles of the 
Trans-Canada Highway are now 
completed. 






































































N. Y. Thruway Reports 


$26.4 Million Revenue 

The New York Thruway has rm 
ported gross revenues of $26,448. 
313.20 for 1956, which is 50 percent 
greater than in 1955 when several 
sections were not in use. 

The authority reported that th 
Thruway is moving toward “th 
black” faster than had been @& 
pected in early financial planning 

+ * 












Surgeon Urges 
Doctor’s OK for 


Driver’s Licenses 
Applicants for drivers’ licenses 


to auto makers greater 
emphasis on safety features 
Among reco! was 


that safety belts for the driver 
and all passengers be made stand 


Stiffer Penalties 
Urged in Georgia 


ecutive 
secretary of the East Georgia Mé 
tor Club, has addressed an . 


for doing “a wonderful job of b 
ing in the violators and es 
the repeating violators.” 

“But,” it continued, “what goo 
is it doing when they are being 
turned loose with just a fine and g 
right out and commit the same 
offense again?” 


tors. It asked for “a minimum 
sentence of five to 10 days for 
first offense of driving under 
influence and a stiffer penalty @ 
second or more offenses.” 
Tt also recommended a 30-day 
revocation of driver's license ff 


Bates Opens Oldsmobile — 

Jim Bates has opened an Olds 
mobile dealership at 120th and 
Highway, near Mission Kans. 


fig y tee 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


To those who sell automobiles and accessories, Greater Philadelphia 
offers a $1,252,000,000 market each year! Be sure your selling be- 
gins in the home where the decisions to buy are made. Advertise in 


Philadelphia’s home newspaper — The Evening and Sunday Bulletin. 


The Bulletin packs selling power in a market noted for its buying 
power. Philadelphians like The Bulletin. They buy it, read it, trust 
it and respond to the advertising in it. The Bulletin is Philadelphia’s 


home newspaper. 


Now—R.0O.P. spot and full COLOR—Evening and Sunday 


Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta + Los Angeles * San Francisco + Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Random Notes on SAE 


Conversations, Exhibits 


Ae power lubrication, 
presently offered by only two 
makes, is said to be receiving 
another look from the other automo- 
bile manufacturers, With 13 makes 
of cars now using ball joint front 
suspensions, the way is open for ad- 
ditional applications of push-button 
chassis lubrication. 

The reduced number of lubri- 
cation points required with ball 
joints makes possible the instal- 
lation of less-complicated, lower 
cost, centarlized lubrication sys- 
tems than were feasible for previ- 


ous front suspensions. At the SAE 
annual meeting, an attendant at 
the Lincoln Engineering Co. dis- 
play remarked that the outlook is 
favorable for increased use of au- 
tomatic chassis lubrication on 
passenger cars, 

Kaiser Aluminum had its first 
public showing of the much- 
discussed aluminum wheel designed 
for die casting with integral hub 
and drum. Featuring a demounta- 
ble type rim, this die cast wheel 
design makes separate wheel disc 
and hub castings unnecessary. 
These units are combined with the 
brake drum to form a strong, light- 
weight structure that is claimed to 


A 


reduce unsprung weight by as much 
as 50 pounds per car. 

Other aluminum developments on 
display were an all-aluminum 
heater core, plus another heater 
core of aluminum fin and copper 
tube corstruction, a one-piece ex- 
truded aluminum transmission 
band and an electrical coil (for 
generators) with aluminum foil 
windings. 

A novel fastener development, 
which promises to have many uses 
in aluminum and magnesium as- 
semblies, is the Inserto self-tapping 
insert shown by Rosan, Inc. 


should eliminate several o per a- 
tions, since it can be driven in 
a drilled hole or a class three 


tapped hole, 

La Salle Steel Co. has developed 
a@ new process for producing a high 
level of physical and mechanical 
properties in steel. The first com- 
mercial product made by the “e.t.d.” 
(elevated temperature drawing) 
process is “fatigue proof” — a car- 
bon steel which allegedly has prop- 
erties usually associated with alloy 


A 
5 


ORIVE 
CAREFULLY 


Safety sign seen on an Idaho 
highway. 


steels, although it requires no heat 
treating. 

New types of silicone rubber 
compounds were displayed by 
Acushnet Process Co. Especially 
adaptable for “O” ring production, 
these low-shrinkage silicones offer 


in the chassis lubrication field 


am, 


PA 


More than 


650 million pounds 


of Marfak 
have been sold. 


Ai Pa 


Mi eyalaleMmuit= Melt: 


of extra business”’ 


Texaco Marfak represents the top in chassis lubricant 
quality. No other chassis lubricant matches it in 
performance, and no other chassis lubricant has been 
so heavily advertised and promoted. 


No other chassis lubricant does so good a job at 


pulling in customers and bringing them back. You 
know what that means. It leads to more sales 

of oil changes, tires, batteries and other items... 
for Texaco Dealers in all 48 states. 


on * 
ee 3 a a, a ae e) 
ad tae > 6: bbe Total! E 


THE TEXAS COMPANY 


— J 


the advantage of utilizing mo! dy 
already designed for organig 
rubbers. 

They are said to permit hold. = 
ing dimensional tolerances with. 
out modifying the mold. 

The heat-resistant compou 
offer the design engineer a ¥ 
range of hardness values, in ad 
tion to material properties capa 
of resisting operating temperat 
up to 600 degrees for limite 
periods. Especially significant fo 
severe applications is the new Do 
Corning silicon resin molding co; 
pound with which Acushnet is p 
ducing items that will resig 
temperatures above 800 degree 
Fahrenheit. 

* 2¢ ®@ 

ON A cold winter day, tak 

around the Stewart-W ar ne; 
booth turned to heaters, with gen. 
eral agreement that auto makey 
currently are showing considerably 
interest in gasoline heaters such a 
supplied by South Wind for Chrys 
ler Corp, cars. One source ind} 
cated that other makers will ap 
nounce availability of the gasoling 
heater soon. 

Speculation also extended #§ 
the possibility that a new type 
of heater—the “coolant booster”— 
may appear as optional original 
equipment next fall. The princei- 
ple on which this heater oper. 
ates is to provide gasoline heat 
temporarily when a cold engine 
is started and the engine coolant 
is below the temperature at which 
normal heaters are effective. 
The “coolant booster” shoul™ 

offer immediate warm air from th 
heater, and provide the additiong 
advantage of aiding in warm 
that should bring the engin 
quickly up to operating temper 
ture. 

Among instrument designers (i® 
cluding some from competitiz 
firms) who stopped to study the 
Stewart-Warner display, convers& 
tion hinted at additional applica 
tions for speed-warning uae 
which may take the form 
buzzers (similar to that on 197 
Buick speedometer) and/or warm 
ing lights that flash when a pres# 
speed is attained. 

Continuing to make the round 
of SAE exhibits, several interesting 
new materials developments w ef¢ 
noted at the Armstrong Cork @& 
booth. After having three Accopas 
materials available previously, t he 
company now has completed its ling 
of cellulose fiber sheet gasket 
materials. 


characteristics of the beater 
saturated paper materials. 

Made by a patented modification 
of the beater-saturation proces 
the Armstrong line of gasketing 
materials is said to provide a strong 
and uniform fiber sheet suitable for 
many applications where conve® 
tional fiber materials cannot ® 
used successfully. 

Also available is a new group @ 
Accopac materials compounded @ 
asbestos fibers and synthetic rubber 
Described as “unique among asber 
tos fiber gasketing materials,” them 
new materials are said to be tough 
and flexible. It is claimed that they 
can be bent and rolled to shay 
radii without cracking. ; 

Armstrong also has developed # 
new group of resilient friction 
materials for automatic transmit 
sions. Said to meet the de 
for a clutch facing material that 
can provide smooth engagement 
and high torque capacity at if 
creased operating pressures, thes 
new materials are made of o 
and inorganic fibers and finely 
ground cork combined with® 
binder. 

The new compounds reportedly 
have been under field and labor# 
tory test by various automot 
research organizations. One of the 
materials has been approved @ 
production models of some 
cars. 


Ford of Canada Buys 


41 Acres near Toronto 
TORONTO: — Ford Motor Co, @ 
Canada, Ltd., has purchased a 4 
acre trace near here for future de 
velopment.as a warehouse site. 1% 
company emphasized that it has 


-immediate plans for use of the la 


Ford did not réveal the -p . 
price, but industrial land in “2 
neighborhood: is reported to ®@ 


‘| worth about $10,000 an. acre. 
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1957’s most fortunate man... 


the man who sells the Imperial 





This is the man in command of the hottest prestige car ever 
unleashed from Detroit—the next-to-incredible Imperial. 
The car he sells is scoring the greatest sales gains of the year in 
the fine car field! The Imperial in his showroom is loaded with 
superlatives as no car has ever been. This is without doubt 
the car of the year—setting the pattern for many a year. Its 
power and beauty and flair have already made a historic 
mark, on the public and on the industry. If there is any one 
problem for the man who sells the Imperial, it is the blazing 
success of the Imperial. We would like to assure him that as 
fast as these magnificent cars can be made, he will have 
them . . . and he will sell them. 


CHRYSLER DIVISION, Chrysler Corporation, Detroit 31, Mich. 





Oy NewEgg mate ee ty 


a ne eee 


22 


AUTOMOTIVE NEWS, FEBRUARY 18, 1957 


Sales Conditions in Various Areas... 


Auto Market Reports 


Columbus, O. 


A gain of 7 percent in January 
over the previous month marked 
new-car registrations in Franklin 
County (Columbus), O., last month, 
according to figures compiled by 
the Columbus Automobile Dealers 
Assn. 

The January total was 2,206, com- 
pared with 2,060 in December. In 
January, 1956, the total was 2,225. 

Cars by make were: 
Ford, 648; Chevrolet, 444; Plym- 
outh, 238; Oldsmobile, 168; Buick, 
153; Dodge, 148; Pontiac, 113; 
Mercury, 83; 56; 

51; Chrysler, 36; V 15; 
Imperial, 11; Rambler, 10; Nash, 
7; Lincoln, 6; MG, 5; Studebaker, 
5; DKW, 4; Continental, 1; Fiat, 
1; Jaguar, 1; King, 1, and Pack- 
ard, 1. 


Tax-paid used-car transactions in 
January amounted to 5,586, com- 
pared with 3,883 in December. 

New-truck registrations in Janu- 


ary totalled 150, an increase of 22 
percent over the 123 recorded a 
month earlier. 

By make, they were: Chevrolet, 
48; International, 32; Ford, 27; 
GMC, 18; Dodge, 11; Autocar, 3; 
Mack, 3; White, 3; Volkswagen, 2; 
Diamond T, 1; Marmon-Herrington, 
1, and Reo, 1. 

Tax-paid used-truck transactions 
totalled 286 in January, compared 
with 187 in the previous month.— 


(Bert Strang.) 
+ = 


Houston 

A total of 4,337 new cars were 
sold in Houston during January, 
compared with 4,281 in December. 

Registrations by makes were: 
Ford, 1,360; Chevrolet, 1,059; Plym- 
outh, 420; Buick, 305; Oldsmobile, 
286; Pontiac, 191; Mercury, 166; 
Dodge, 129; Cadillac, 110; Chrysler, 
54; DeSoto, 54; Studebaker, 49; Lin- 
coln, 30; Imperial, 29; Nash, 28; 
Rambler, 17; Metropolitan, 3; 


Big Wagner Ads in \ 
The Saturday Evening POST 
stress the importance 


safe brakes. 


Tie into this program 


to increase your sales. / 


Willys, 3; Hudson, 1; Packard, 1, 
and miscellaneous, 42. 

January truck registrations 
amounted to 549, compared with 
530 in the previous month. 

By makes, they were: Chevrolet, 
211; Ford, 173; International, 79; 
GMC, 37; Dodge, 24; Diamond T, 
10; Mack, 8; White, 2; Divco, 1; 
FWD, 1; Kenworth, 1; Reo, 1, and 
Willys, 1—(Ruby Fenoglio.) 

* - e 


Rochester, N. Y. 

New-car sales in Rochester, N. Y., 
for 1956 were 9 percent below the 
figure for 1955, despite the fact that 
economic activity locally for the 
full year was up 2 percent. 

The new-car sales index prepared 
by the Chamber of Commerce for 
December was 5 percent below the 
preceding month, and 13 percent 
below December, 1955. Registration 
of new cars was off 17 percent from 


For your own Safety... get this 


rvice men uses 


November and 15 percent from the 
preceding December. 

Factory employment index for 
1956 was unchanged from 1955, 
while the factory payrolls index 
was up 4 percent.—(William Hack- 


man.) 
= + * 


Washington, D.C. 


New-car registrations in January 
dipped 3 percent from the previous 
month in the National Capital area. 

The January total was 1,661, com- 
pared with 1,711 in December. 

New-truck registrations dropped 
4 percent, from 130 to 124. 

By make, January new-car reg- 
istrations were: Ford, 410; Chev- 
rolet, 377; Plymouth, 174; Olds- 
mobile, 143; Cadillac, 101; Buick, 
96; Pontiac, 85; Dodge, 74; Mer- 
cury, 63; Chrysler, 45; DeSoto, 22; 
Nash, 15; Studebaker, 10; Impe- 
rial, 9; Hudson, 3, and miscellane- 
ous, 22. 

Truck registrations were: Ford, 
38; Chevrolet, 36; International, 14; 
GMC, 10; Willys, 10; Divco, 6; 
Dodge, 5; Mack, 3; Studebaker, 1, 
and White, 1.—(William Ullman.) 

= 


* = 
New Orleans 
New-car sales in New Orleans for 
January amounted to 2,445, com- 
pared with 2,371 in December and 


Lockheed ara. Products 


Make Money with the Wainer Lockheed 


PRING TONIC 


and refill with Wagner Lockheed 


It’s been a long winter . . . many car owners have neg- 
lected their brakes. There IS a big need for brake service. 
Urge your customers to have you give their brake sys- 
tems the Wagner Lockheed “Spring Tonic” treatment. 
This is the Wagner Lockheed “Spring Tonic” treat- 
ment—check the brake fluid—add fluid or drain, flush 


Service Your Customers Brake 


brake fluid when advis- 


able. Pull a wheel—inspect brake parts and lining and 
when necessary, replace worn or defective parts with 
Wagner Lockheed parts and lining. 


6393 Plymouth Ave., St. Lovis 14, 


ation 
U.S. A. 


Mo., 
(Branches in principal cities in the U.S. ond in Conoda) 


57-18 


Systems the Wagner 3-R" Way 


REFILL 


brake system with WAGNER LOCK- 
HEED BRAKE FLUID. 
. .. Surpasses the specifi- 
cations of the Society of Automotive 


Engineers. Functions properly under all 


cally balanced 


operating conditions. 
quality. 


REPLACE 


worn brake parts with new WAGNER 
LOCKHEED BRAKE PARTS... Line 
is complete. Cylinders, pistons, springs, 
boots, 
available for all makes and models of 
cars and trucks having hydraulic brakes. 


It’s chemi- 
washers, cups, 


T’s tops for 


RELINE 


BLOCKS or 


smooth stops . 


hose, etc., are 


with WAGNER BRAKE LINING, 


EXCHANGE SHOE 


SETS... unsurpassed fer quick, safe, 
. . Available in more than 
100 width and thickness combinations 
in rolls, segments, blocks and sets... 
For further details on complete line— 
write for Catalog AU-500. 


LOCKHEED HYDRAULIC BRAKE PARTS ond FLUID * NoRol * CoMaX BRAKE LINING * AIR BRAKES * AIR HORNS * TACHOGRAPHS © ELECTRIC MOTORS * TRANSFORMERS © INDUSTRIAL BRAKES 
A EE AC IE Rt TN RAR ARN A A RAR RAR Nn Sn A 
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1,905 for the corresponding month 
of last year. 

Truck sales totalled 315 in Janu. 
ary, an increase of 153 over Decem. 
ber but a decline of 28 from 
January, 1956, 

New-car sales by makes were: 
Chevrolet, 725; Ford, 669; Plym- 
outh, 243; Pontiac, 176; Oldsmo- 
bile, 169; Buick, 144; Dodge, 109; 
Mercury, 94; Chrysler, 37; Cadil- 
lac, 36; DeSoto, 31; Studebaker, 
18; Volkswagen, 13; Lincoln, 6; 
MG, 3; Rambler, 3; Hudson, 2; 
Packard, 1, and Triumph, 1. 
Truck registrations by makes 

were: Chevrolet, 144; Ford, 85; In- 
ternational, 46; GMC, 11; Dodge, 8; 
Diamond T, 7; Mack, 4; Studebaker, 
4; Willys, 3; White, 2, and Volks- 
wagen, 1.—(Gordon Hebert.) 


* + * 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati), O., during 
January totalled 3,210, an increase 
of 507 over the registration of 2,703 
in January, 1956. 

New-car registrations by make 
were: Chevrolet, 810; Ford, 658; 
Buick, 344; Plymouth, 318; Olds- 
mobile, 311; Dodge, 150; Pontiac, 

128; Mercury, 124; Cadillac, 110; 
Chrysler, 72; DeSoto, 49; Ram- 
bler, 26; Studebaker, 26; Lincoln, 
19; Imperial, 19; Nash, 16; Volks- 
wagen, 13; Hudson, 6; MG, 5; 
Packard, 3; Willys, 1, and mis- 
cellaneous, 5. 

New-truck registrations in Janu- 
ary totalled 217 units, compared 
with 198 in the like month of 1956. 
New-truck registrations by make 
were: Chevrolet, 100; Dodge, 33; 
Ford, 27; International, 20; GMC, 
14; Mack, 8; White, 7; Divco, 5; 
Marmon-Harrington, 1; Studebaker, 
1, and Willys, 1. 

Used-car sales in January 
amounted to 3,338, compared with 
3,462 in January a year ago— 
(Frank Kappel.) 

= * > 


Minneapolis 
New-car sales are moving at a 
faster pace in Minneapolis so far in 
1957 than in the comparable period 
last year, according to Finance and 
Commerce, business newspaper 


There were 2 768 new cars deliv- 
ered in Hennepin County (Minne- 
apolis) in January, compared with 
2,662 in the corresponding 1956 
month. Last month, deliveries total- 
led 2,445. 


Ford jumped into an early lead 


third. A year ago, Chevrolet was 
the leader with Ford second, 
Oldsmobile third, Buick fourth 
and Plymouth fifth. 

January new-car deliveries were: 
Ford, 655; Chevrolet, 558; Plymouth, 
325; Oldsmobile, 226; Buick, 209; 
Pontiac, 172; Mercury, 148; Dodge, 
123; Cadillac, 81; Chrysler, 72; De 
Soto, 70; Nash, 40; Studebaker, 36; 
Lincoln, 26; Hudson, 5; Volkswagen, 
3; Packard, 2; Willys, 1, and mis- 
cellaneous, 16. 

New-truck deliveries of 168 rep- 
resented the slowest January since 
1950. The December total was 135. 
January registrations by make 
were: Chevrolet, 70; International, 
35; Ford, 29; Dodge, 14; Willys, 8; 
GMC, 2; Reo, 2; Studebaker, 2; 
Mack, 1; Volkswagen, 1; White, 1, 
and miscellaneous, 3.—(Donald M. 
Lyons.) 


: * * 


Louisville 

The demand for used cars — at 
good prices—has improved in the 
Louisville area. There has been a 
sharply increased market for clean 
cars older than ’51 models. 

There is also a sharp demand in 
Louisville for cars to replace autos 
that were damaged or ruined in 
floods in Eastern Kentucky, West 
Virginia and Tennessee. 

New-car sales in January totalled 
1,600, a gain of 21 percent over the 
previous month’s total of 1,317. 

By make, January new-car 

registrations were: Ford, 513; 
Chevrolet, 416; Buick, 148; Olds- 
mobile, 130; Plymouth, 114; Mer- 
cury, 74; Pontiac, 63; Dodge, 31; 
Cadillac, 27; Chrysler, 26; DeSoto, 
23; Imperial, 8; Hudson, 7; Lin- 
coln, 6; Studebaker, 5; Jaguar, 2; 
Nash, 2; Volkswagen, 2; Hillman, 

1; MG, 1, and Porsche, 1, 

Truck registrations amounted to 
172 in January, compared with 100 
in December. By make, they were: 
Chevrolet, 63; Ford, 55; Interna- 
tional, 37; Willys, 4; White, 3; 
Dodge, 2; GMC, 2; Mack 1, and 
miscellaneous, 5.—(A. W. Williams.) 
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DELCO RADIO, developer of industry's highest power transistor, now gives you= 


a2 


#3 


An Auto Radio 
That Outperforms 
All Other Makes! 


MOST POWERFUL TRANSISTOR IN AUTO RADIOS— 


it's the only one that outweighs in performance the parts it replaces! 
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New Delco Radio Delivers — 


. Greater Power Output 
. Broader Tonal Range 

. Longer Service Life 

. Greater Fidelity with— 


. Less Battery Drain 


Operating on much less battery current than conventional tube-type 
sets, the new transistor-powered Delco auto radio provides you with 
more performance and sales advantages than any other transistor or 
non-transistor auto radio. 
Because it utilizes low voltage—without vibrator or rectifier—this remark- 
able new unit works free of the high electrical pressures and strains 
normally encountered in auto radios. As a result, all the parts in the 
entire system last longer and work more dependably. 
Delco Radio’s new transistor-powered unit, already in hundreds of 
a nar Se of re and oe gives —— anne pleasure 
, , without distracting background noise heard over other radios. 
ee a ee es ee ee Transistors are another “‘first’’ for you from Delco Radio—where new 


No other auto radio makes such extensive use of these thin. tantly bei ted to hel tisf: mers 
advanced construction techniques that increase quality and eo ee ee ee yay rae 


dependability. 
aia A General Motors Value by D E bs Cc O R A D i O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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Across the Nation .. . 
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Auto Dealer Changes 


Sheets Buys Holt Dodge 

Jack Sheetz has purchased Elwyn 
Hoyt Dodge-Plymouth in downtown 
Los Angeles. Sheetz previously was 
general manager for Ralph Cut- 
right (Volkswagen), Huntington 
Park, Calif. 


* * * 


7 More Dealerships 
Sign Up for Renault 


Seven more dealerships have been 
franchised to handle the French 
Renault. 

They are Broome Motors, At- 
lanta; Williams Motors, Ltd., 


Columbus, Ga.; Foreign Car Sales, 
Albany, Ga.; Sports & Foreign Car 
Centre, Savannah, Ga.; Bill Thorn- 
ton, Inc., Atlanta; Smith & Sons 
Import Motors, Montgomery, Ala., 
and Stephens Buick Co., New Or- 


leans. 
an ee 


Neuman Adds Deal 

Formation of.a second automo- 
bile agency headed by Stanley Neu- 
man, veteran Buffalo automobile 
dealer, is announced. Neuman, 
president of Neuman Motors, Inc., 
1025 Hertel Ave. has organized 
Neuman Motors DeSoto, Inc., which 


plans to take over the Tonawanda 
Motors agency building at 4141 Del- 
aware Ave., Town of Tonawanda. 
Neuman Motors DeSoto will oper- 
ate as a DeSoto agency only, 


* * * 


Keubler Sports New Name 

Kuebler Motor Sales, 2360 Bailey 
Ave., Buffalo, has changed its name 
to Buffalo Sport Cars. 


Dodge Franchises Given 


To 16 Additional Firms 
Sixteen new dealers have been 
appointed by Dodge, as follows: 
Vokoun Motor Co., Traer, Ia.; 
Ross Dodge Corp., New York; 
Kincaid Auto Sales, Lebanon, 
Ind.; Joy Motor Co., Dumas, Tex. ; 
Hammett Motors, Inc., Parsons, 
Tex.; Rufus M. Hook ., Perris, 
Calif.; McCoy Motor Sales, Crys- 
tall Springs, Miss.; Davis Motor 
Sales, Herrin, fl.; Rammler-Dal- 
las, Inc., Rochester, Mich.; Enid 


Motors, Inc., Enid, Okla.; Hays 
Motor & Equipment Co., Inc., 
Hays, Kans.; Imperial Motors, 
Inc., Russell, Kans.; J & S Dodge 


Center, Los Angeles; Henz, Inc., | 


Bayside, N. Y.; Dodge of River- 
head, Inc., Riverhead, N. Y., and 
Craner & Silver, Martinez, Calif. 


* * * 


Powell-Stewart Adds Hudson | 


Powell-Stewart Motor Co., 419 S. 
Wilmington St., Raleigh, N, C., has 
been appointed a dealer for Hudson 
and Rambler. George McConnell, 


president, said the firm would con-| 


tinue to sell and service Packards. 
= . * 


Schoen Buys Huff 


Schoen Pontiac Inc., 1285 Fair- | 


port Road, Rochester, N. Y., has 
been appointed a Pontiac dealer. 
Earl E. Schoen, president, said 
the building and all facilities of 
the former Huff Pontiac Co. have 





Acme’s New Finish—Super Fleet-X 


New Super Fileet-X laughs at weather! It applies smoothly and 
evenly no matter what tricks the thermometer plays . . . in fact, 
new Super Fleet-X is 5 ways different from previous enamel! 


1 FASTER DRYING... put a car outside in much less time. Do 


Is 5 Way 


more cars in a smaller space. 


2 WRINKLE-FREE . . 


. applies smooth as silk, remains wrinkle- 


free on even the hottest day! 


3 “WET LOOK” LUSTER . . . that actually increases with time 


(customers tell friends . . . friends become customers)! 


4 ORDINARY OVERSPRAY DISAPPEARS .. . the spray dust is 


never sticky or bothersome. 


5 PRACTICALLY ODORLESS .. 


clothes)! 


ACME 


CALL 
ACME 





- easy on the nose (and on the 


AUTOMOTIVE 
FINISHES =. 


YOUR 





ACME QUALITY PAINTS, INC. 
8250 St. Aubin + Detroit 11, Michigan 





been purchased by the new 
organization and will be manned 
| by new personnel. 
ar 
Carlson Parks Opens 

| Carlson Parks Plymouth, Dalias, 
| has held its formal opening at 2200 
|Live Oak St. Clyde L. Maddox ig 
general manager. 

* * * 


DeSoto for Snyder 

| CC, H. Snyder has been franchised 

as a DeSoto dealer in Latrobe, Pa. 
a * * 


Midwest Imports Fords 
Midwest Car & Boat Corp, 
Evanston, Ill. is importing the 
English Ford as Illinois distributor, 
It is appointing new dealerships. 
* * * 


Horton Adds Chevrolet 
Roy S. Horton has purchased 
Rhodes Chevrolet Co. Marshall, 
Ark, Horton also owns the DeSoto- 
Plymouth dealership at Marshall. 
+ * oa 


May Chevrolet Sold 
Bob Jenkins and Bill Rudd have 
purchased May Chevrolet Co., Lan- 
caster, Tex., from J. L. Rice. The 
company has been renamed Bob 
Jenkins Chevrolet Co 
= = 


4 


Liddon Changes Name 


William Liddon, owner of Liddon 
Pontiac, Inc., has changed its name 
to Vol Pontiac, Inc., and said that 
responsibilities have been arranged 
so he could take more time off due 
to illness. He said there was no 


change in the corporate structure. 
> > + 





Pappas Changes Hands 
Nick Pappas, Inc. (Dodge-Plym- 
outh), 3637 South Kingshighway, St. 
Louis, has announced that it is un- 
der new management. 
> * + 


American Motors 
Issues List of 


53 New Dealers 


The 53 new dealers signed up by 
American Motors recently are: 

Wilcox Motors, Seattle; Kirkman 
Car Exchange, Corpus Christi, Tex.; 
Farr Motors, Chicago; Hunt Motor 
Sales, East Detroit, Mich.; Ander- 
son Motor Co, Portland, Ore.; 
Eastern Motors, Wilmington, N_ C.; 
Zubek Motor Sales, Tawas City, 
Mich.; Mierley Motor Co., Altoona, 
Pa.; Smoot’s, Elkins, W. Va.; A & 
K Motors, Hollister, Calif. 

Winchell Motors, Boulder, Colo.; 
Tom’s Sport Cars, Eastland, Tex.; 
City Motor Co, Portales, N. M.; 
Joe Hinote Motors, Reno, Nev.; 
Charlon & Simolon, Ridgecrest, 
Calif.; Herman A. Prime Garage, 
Fort Plain, N. Y.; Cicmanec 
Motors, Chicago; Lettiere’s Hudson 
Sales, Hazelton, Pa; Powell- 
Stewart Motor Co. Inc., Raleigh, 
N. C.; Pocatello Motors, Inc., Poca- 
tello, Id. 


Vogel’s Garage & Sales, Inc. 
Saginaw, Mich.; Orsinger Motor 
Co., San Antonio; Auto Mart, San 
Francisco; Dean Lively Motor Co., 
Salinas, Calif.; Nash Fennimore, 
Fennimore, Wis.; Bill Moyer Nash 
Co., Corpus Christi, Tex.; Aurora 
Nash, Aurora, Colo; Franklin 
Motor Sales, Inc., Lackawanna, 
N. Y.; Engle Motor Sales, Milford, 
Mich. 

Central Florida Sales, Inc., Win- 
ter Haven, Fla.; Mid-County Mo- 
tors, Bellerose, N. Y.; Boone Motors, 
Bennettsville, S. C.; Rippee 
Rambler & Nash, Nevada, Mo.; 
Ward Motor Co., Bismarck, N. D.; 
Duckstad Equipment Co., Monte- 
video, Minn.; Langley Motor Co., 
Jackson, Miss.; Biloxi Motor Co., 
Biloxi, Miss.; A-Z Motor Co, Eu- 
gene, Ore.; Arnold & Tucker Mo- 
tors, Inc., Moorestown, N. J. 


Village Green Nash, Great Neck, 
N. Y.; North Shore Rambler Sales, 
Wheeling, Ill.; Williams Nash Mo- 
tors, Durham, N. C.; Greenfield 
Motors, West Allis, Wis.; Stang 
Implement Co., Osage, Ia.; H & A 
Motor Sales, Savana, Ill; Warren 
Motor Co., Huron, S, D.; Suburban 
Nash Co., Rochester, Minn. 


Ed St. Germain,.Inc., Waltham, 
Mass.; Berdine Motor Sales, Lees- 
burg, Fla.; Bob’s Auto Sales, Hun- 
tington, N. Y.; Burkett Motors, 
Bedford, Pa; Marshall Motors, 
Virginia Beach, Va, and Nash Au- 
tomotive Service, Anchorage, 
Alaska. 
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engl factory service manager 
who attended the NADA con- 
vention and sat in the consultation 
booths was pleased with the ex- 


perimental test of 
your factory service manager.” 

They ought to be eagerly looking 
ahead to next year at Miami, 

And while the factory consulta- 
tion deal as set up was definite 
only for this year as far as the 

NADA “high command” was con- 
cerned, I can tell you on no 
better authority than Fred Bell 
and Fred Sutter, manager and 
president of NADA for 1957, that 
it is in the works right now for 
the next conclave. 

It doesn’t take a brick wall to 
fall on those boys for them to real- 
ize that they have a “hot one” in 
the making. 

Despite the fact that many 
dealers never did know that the 
factory boys were in session on the 
second floor of the San Francisco 
“maze”—I mean Civic Auditorium— 
the nearest count recorded by all 
divisions adds up to more than 2,000 
dealer visits to the various areas. 

Of course, at this time none of 
the factory boys can tell how many 
dealers made repeat visits nor was 
an accurate check kept in all cases. 
But each group did keep a loose 
tally of how many dealers came for 
a visit each day and the total is 
viewed as highly satisfactory, con- 
sidering that this was the first try 
at this sort of thing and that it 
was practically impossible to catch 
every dealer with the directional 
signs and the messages from the 
speaker’s rostrum. 

The second-floor deal in the Civic 
Auditorium has always been rough, 
especially for exhibitors who were 
unlucky enough to draw space up 
there. Putting the factory service 
managers on the second floor didn’t 


help the situation much. 
a * ~ 


‘Stairs Too Steep’ 


OY SMITH, show manager had 

put signs over both stair open- 
ings leading to the consultation 
area, but too many dealers did not 
lift their eyes that high and many 
who did seemed to miss what the 
signs said, 

As one dealer was overheard 
saying to another, “You going up 

(Continued ¢ on n Page 29, Col, 1» 
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Adapters Needed for Many 57s . ‘ ; 


‘7 subject of hoist use on the 


| it is possible to take a clearer look 
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| the more imperative it becomes for 





25 





Hoist Problems Can Be Cured 


By W. C. Lockwood 


Staff Writer 


new 1957 cars has caused con- 
| siderable comment and speculation. 
| By now the “dust has settled,” and 


at the situation. 

Admittedly there is chance for 
damage to some of the new cars, 
but only if existing adapters and 


jacks are improperly positioned | 


or not used. | 
A survey of dealer service shops 
revealed no problems 
encountered by dealers in the lines 
most commonly mentioned as being 
“troublesome.” 

As a matter of fact, it seems that 
as more progressive steps in auto 
design are taken by manufacturers, 


owners to return their cars to the 
selling dealer for service. 
° * = 

For instance, there were reports 

from the NADA convention 
that hoist damage had been re- 
ported on Oldsmobile’s brake line 
and Lincoln’s multi-luber. 

Yet, in two Oldsmobile dealer- | 
ships and two Lincoln-Mercury 
shops, surprise was expressed 
that damage would occur. 

“Yes, it would be possible, I sup- 
pose,” said one service manager, 
“but not here. We have had no 
trouble because we were advised 
long in advance and a check! 
showed that our type of hoist (twin- 
post) would present no problem.” 

Oldsmobile has reported that it 
would modify the brake line to re- 
move chances of damage on lifts. 


|chase will, 
| Lift manufacturers have been ad-| 





This will be done this month. 


* * * 


Adapters Needed 


7 SEEMS the frame-contact type | 
of lift is the one presenting the 
most problems. However, it is said | 
that adapters furnished with the| 
hoist at the time of purchase will | 
enable any 1957 car to be lifted | 
without damage, provided these | 
adapters are used and used prop- | 
erly. 

Cadillac said that frame contact 
hoists should not be used on its 
Series 75 (limousines) and Series 
86 (commercial chassis) 1957 
models). 

So, it seems that franchised 
dealers will not have trouble but 
that difficulty may be encoun- 
tered where several types of cars 
are hoisted on the same lift, such 
as in filling stations. 

Yet, all hoist manufacturers have 
advised all their users exactly what 
modifications are necessary for 
their equipment for each 1957 make. 





Last week, the American Lift In- 


stitute announced that all 1957) 
autos can be raised satisfactorily} 
with all types of lifts. 
* * * 
ce lift manufacturers, working | 
with car manufacturers, con-| 
ducted tests on each model and the 
results were passed on to the users| 
of their equipment. 

The types of lifts in use fall into| 
the following categories: 

1. Roll on. Car is driven on the | 
ramps, These present no prob- 
lems. 

2. Free wheel. Car is raised by| 
rear axle and front suspension. | 
This type is recommended by Amer- 
ican Motors and Cadillac. It must | 
be certain that the lift, with axle 
supports in place, is low enough to| 
accommodate the ground clearance 
of the new models. 

3. Frame contact. As mentioned, | 
this type, which lifts against the 
body frame, will require adapters 
for many of the new models, in- 
cluding Buick, Cadillac, Ford, Hud- 
son, Mercury, Nash, Oldsmobile, 
Rambler and Studebaker. However, 
adapters provided at time of pur- 
in most cases, suffice. 





vised of needs for specific models. | 
4. Twin post. This lift engages} 
rear axle and front suspension. 











_A Woman Discusses Service— 


Ben D. Mills, Lincoln general manager, 


(Lincoln-Mercury-Continental), Downey, Calif., 


NALD.A-San Francisco - 


Some modification required on 


older models. 
e + o 


|Makers’ Advice 


— of the various manufac- 
turers and advice to dealers is 


given below: 


AMERICAN Morors—-L. H. Nagler, 
| administrative engineer, studied 
| the problems involved for AMC cars 
for more than a year and found 
that adapters were needed on side- 
rails of all frame-type lifts. 

His report was in detail as to 
safe places of contact for adapt- 
ers to rest. However, American 
Motors prefers that its cars be 
lifted by the axle, drive-on (roll 
on) or free wheels hoists, which 
are used by most of its dealers. 

Buick—All dealers were advised: 


Mrs. Sachs at NADA... 





As a result of design changes... 
the frame is approximately 10 
inches wider than .. . in 1956. 

Because of this change, it has 
been found that when raising the 
1957 Buick on frame contact type 
lifts, it is possible to damage the 
exhaust system, All frame contact 
lift should be equipped with adapt- 
ers, which are an accessory and 
normally supplied with the lift. 
(The names of the lift manufac- 
turers and the adapters needed 
were listed.) 

* * + 


| Wer using conventional twin- 
post lifts other than the frame 
|contact type, care must be exer- 
|cised not to lift against the rear 
| axle housing radius rod. bracket. On 
(Continued on Page 26, Col. 1) 





Woman’s Recipe for Service 


HERE are few women auto deal- 
ers and relatively few outstand- 
ing service dealers. Helen Sachs has 


| the distinction of being both, as 


well as being a very personable 
woman. 
Her fellow dealers recently rec- 
+ * * 


. 


chats with Helen Sachs of Sachs & Sons 


the only woman in the program of the 


NADA Convention in ‘San Francisco. She discussed “How to Budget and Control Serv- 


ice Department Operations." 





ognized her stature as a service 
dealer by naming her to a service 
panel at the NADA convention in 
San Francisco, f 

+ * 


MES. SACHS, who is president of 
Sach & Sons (L-M), Downey, 
Calif., told the dealers there are five 
basic steps in improving the service 
operation in quantity and quality. 

First, she mentioned dealer- 
employe enthusiasm for service 
business, which she said increases 
efficiency and is reflected in public 
approval. 

“Sales projections,” she said, 
“also help cut costs and improve 

volume.” She added that it is pos- 
sible to predict the volume of 
service business, and in doing so 
help the service department pre- 
pare for future business. 

High on the list in improving 
service business is having a good 
service follow-up system—one that 
is both accurate and current, she 
said. Also important is promotional 
work that lays the groundwork for 


increased service business. 
* * * 


| MES. SACHS also named budget 
control as helping to bolster 
the efficiency of a service operation. 

She emphasized that the great 
majority of the basic improve- 
ments needed can be put into 
effect without an increase in the 
service budget. 

Mrs. Sachs’ dealership has been 
a national leader in service volume 
for her dealer class since 1953. Eight 
out of 10 service customers return 
to her establishment. 





Forty States Still Permit Killer Brake Fluid to Prowl 


) ONLY eight states have legis- | 
latures become sufficiently 
alarmed to control one of the most 
vicious “killers” in the automotive 
Susinews, the substandard brake 
uid. 


It has been known for at least | 


10 years that substandard brake 
fluid, which boils at temperatures 
under 250 degrees, is a potential 
cause of brake failure in the 
modern automobile and truck 
with their more powerful engines 
and automatic transmissions. 

Yet, the great majority of the 
states in this so-called safety-con- 
scious nation go blithely along, put- 
ting no obstruction in the way of 
the sale of substandard and even 
spurious fluids, 


The need for control of low- 





grade 


fluids has been multiplied | 


zens, advanced engineering has 


many times by the advent of | added some new hazards that 


smaller wheels, increased weight 
of vehicles and increasing use of 
automatic transmissions, which put 
more severe demands on the brak- 
ing system. 

x * ae 


pPeenasen horsepower, coupled 
with the automatic transmis- 
sions and smaller wheels and 
brakes, have sharply increased 
maximum brake operating temper- 
atures, according to F. J, Markey, 
Moraine Products division, General 
Motors Corp., and chairman of the 
SAE brake fluid subcommittee. 
As if that were not enough to 
generate some action by those 
whose job it is to protect the life 
and welfare of the nation’s citi- 


make such action imperative. 

For instance, Hanging the brake 
pedals from the underside of the 
dash has made it possible to mount 
the master brake cylinder on the 
firewall. It is more accessible and 
can be serviced more easily in that 
location, but in many vehicles that 
very improvement in design makes 
the master cylinder contribute to 
the possibility of brake fluid be- 
coming a killer. 

Engineers admit that mounting 
the master cylinder high on the 
engine side of the firewall in many 
vehicles makes it subject to the 
impounded heat of the engines, 
with exhaust pipes practically sur- 
rounding the master cylinder. The 


master cylinder now too is being 


there are some makers who actu- 


subjected to heats that could easily| ally do not know how their fluid 


turn substandard fluids into gase- 
ous bubbles. 
7. ea * 

ILE market surveys have 

shown a decline in the sale of 
substandard and spurious brake 
fluids over the past four years, ac- 
cording to Markey, complete elim- 
ination of their sale is far from 
being reached. 


As long as any states allow 
these dangerous potential-killer 
fluids to be sold there will be 
manufacturers who—due to their 
own greed or ignorance — will 
continue to sell fluids that are a 
real hazard in the brake system 
of the modern car. 


While, as Markey points out, 


will react in the braking system, 
there are others who know that 
they are making a “killer” fluid 
but, because of competitive rea- 
sons, admit they will continue to 
make such low-priced fluids until 
they are compelled by law to cease 
and desist, or until legislative ac- 
tion prevents the sale of- brake 
fluids with a dangerously low boil- 
ing point. 

Some low-grade fluids now on 
the market boil at a temperature 

(Continued on Page 28, Col. 1) 
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Shop Survey Finds: 


Hoist Problems Exist, 
But Can Be Solved 


(Continued from Page 25) 


two body hanger, as this would 
cause distortion to exceed any al- 
lowable limits. To insure safety, 
contact at the rear should be made 
at the outer end of the rear spring 
| front hanger. In no case should the 


some lifts it may be necessary to 
locate the car slightly off center to| 
insure clearance at this point. 


Care must also be exercised when 
using certain twin-post lifts to see 
that the front lifting pads do not 
lift by contact with the front shock 
absorbers. 

Buick again emphasized in the 
Owner’s Guide that front and rear 
bumpers or back bars are not to 
be used for jacking purposes. 

Capi.tac— The tubular-center X 
frame used on all 1957 Cadillac cars 
requires some precaution when lift- | 
ing equipment of the frame-engag-| said the outlet sold 2,301 new 
ing type is used. | cars and 3,044 used cars during 

Extreme care should be taken in| 1956 for a total of 5,345. The firm 
positioning front-lift pads so as not| has 30 salesmen. 
to contact any part of the number 


‘Wisconsin’s Biggest’ 
Is Humphrey’s Claim 
MILWAUKEE, — Claim to be- 
ing Wisconsin’s biggest dealer- 
ship has unofficially been filed by 
Humphrey Chevrolet Co., 3419 W. 
Wisconsin Ave, 
Glenn L. Humphrey, president, 


rear contact (adapter) points be 
less than 40 inches apart. 
* = * 
Suppliers Advised 
Automotive Lift Institute 
was advised of these require- 
ments early this year (1956); there- 
fore, the suppliers handling the 
various-make lifts should be able to 
advise on the proper adapter. 

Only equipment that engages the 
suspension, axle or wheels should 
be used in lifting the series 75 (lim- 
ousines) and 86 (commercial chas- 
sis), This equipment is the pre- 
ferred type for lifting all Cadillac 
cars. 

CuevroteT—No special 
this year. 


problems 


* * * 


HRYSLER AND PLYMOUTH— 
Dealers were sent this service 
bulletin: To insure safety of your 
personnel, as well as to provide effi- 
| cient and safe servicing of the 1957 
| Imperial, Chrysler and Plymouth 
| cars—unless previously revised—it 
}is vitally essential that certain 
changes be made in your vehicle 
lifting equipment. 
It is of the utmost importance 
that you inspect each lift in your 
dealership in accordance with the 


How 


AUTOMOTIVE NEWS, FEBRUARY 18, 1957 


MEWA Revises Manual 


On Expense Control 


CHICAGO. — Motor & Equip- 
ment Wholesalers Assn. has issued 
its revised expense control manual 
to more than 1,500 members. 

MEWA said the manual con- 
tains several important changes 
and additions. The manual is 
intended as a companion service 
to the association’s annual cost- 
of-doing-business studies. 


attached information sheets sup- 
plied by the (lift) manufacturers. 

If your equipment does not in- 
corporate the manufacturer’s rec- 
ommended changes, you should 
obtain from your jobber or 
manufacturer of your lifts the 
necessary parts to place your 
equipment in a safe and secure 
operating condition. 

DeSoto — All hoists built since 
1949 are suitable. 

Dovce—Dealers were sent litera- 
|ture from lift manufacturers on 


| adapters, etc. 
| * * * 


rORD— Working with hoist man- 
ufacturers to develop any neces- 


| Sary adapters or extensions. 
| LIncoLN AND COoNTINENTAL—Some 





Great Lakes Steel 
teems quality 


You’re up on the catwalk above the pouring platform 


along the open-hearth pit at 


Great Lakes Steel. Right 


below, one of the giant 250-ton teeming ladles is filling 
another train of hot-top ingot molds. 

At no step in the production of good, deep-drawing steel 
is control of quality more important than in the teeming 
operation. For defects can easily develop unless the entire 
pouring operation is done exactly right . . . the way it is 


at Great Lakes. 


For example, these hot-top molds are designed to eliminate 
shrinkage cavities in the finished product. A special lining 
compound of graphite or tar blankets the inside of every 
mold to form a highly protective shield for the delicate 


ingot surface. 


And that’s only a sample of the care Great Lakes takes 
every step of the way to maintain high and uniform quality 


steel! 
The easiest way to reach us? 
representative. 


Simply phone our nearest 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan 


NATIONAL STEEL 


* A Unit of 


ea 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, 
Grand Rapids, Houston, Indianapolis, Lansing, Los Angeles, 


New York City, Philadelphia, 
Louis, San Francisco, 


Pittsburgh, Rochester, St. 
Toledo, Toronto. 


BUILT-IN QUALITY of Great Lakes steel is guarded through 
every step to final delivery. Here shipments of flat-rolled 
sheet coils are covered with tarpaulins for protection. 











— 


changes on Lincoln and Continen-¥ 
tal frames, but will not change 

present extensions which dealerg = 
and service stations now have, 

Mercury—New type front saddle 
adapters are available for use with © 
Weaver twin-post hoist and must ~ 
be used when a 1957 Mercury is to 
be raised. When raising a 1957 Mer. © 
cury on a Globe frame contact hoist 
(F-27 or F-10) one of three types of ~ 
adapters may be used: Square block, 
L-shaped or continental adapter. 

Only with these type adapters 
will the necessary clearance for 
mufflers, tailpipes, parking brake 
and front suspension lower con- 
trol arm be provided. 

OtpsMosiLe — Dealerships making 
use of frame side contact lifts 
should check for proper frame con- 
tact when using this type of equip- 
ment for lifting the 1957 model, 
cars. 

The 1957 models have a wider 
frame assembly and it may be nec- 
essary that the lift manufacturer 
be contacted for adapters or other 
modifications to the equipment be- 
fore it can be used on the new 
models. 

Pontiac 
year. 


No special problems this 


* + * 


Tips from Lift Firms 


OME of the hoist manufacturers 

have reported as follows: 

Bay - Lirr — Offers adapters for 
the new Chrysler torsion suspension 
and will fit the entire 1957 line. 

In cases of Lincoln, Cadillac El 
Dorado and Imperial where length 
of rear-end overhang does not 
allow enough clearance for the 
forks to reach the housing, Bay- 
Lift recommends a three - step 
procedure which users may ob- 
tain from the firm. 

Giose—The 1957 models can be 
handled by users of Globe hoists. 
Whatever changes in lifting .tech- 
niques may be required are han- 
dled by the standard Continental 
adapters supplied with all frame 
contact hoists. Globe said it con- 
ducted tests of 1957 cars on every 
type of its hoists and results were 
communicated to users in the field. 

Joyce-CRIpDLAND The adapters 
furnished as standard equipment 
with its frame contact hoists will 
enable users to lift the 1957 models. 
Joyce recommends that the locating 
points for the front post of the 
twin-post lift be modernized. How- 
ever, this was not absolutely neces- 
sary, Joyce said. 

The Cadillac series 75 (limou- 
sines) and 86 (commercial chas- 
sis) should not be lifted by frame 
contact hoists, Joyce said. 

Weaver—Twin-post lifts shipped 
since June 1, 1949. were equipped 
with a 35%-inch long saddle and 
two front adapters. 

Since March 1, 1953, two swivel 
type adapters (desirable for 1953 
Pontiacs and others) were fur- 
nished. These adapters handle all 
1957 and previous cars, except the 
1957 Mercury which requires the 
new No. 2046 standard adapters, 
furnished since Dec. 10, 1956. 


Seat Covers Offer 
Accessory Profit, 


Dealers Advised 


NEW YORK.—<Auto dealers have 
lost a large part of their seat-cover 
business, and it is time for them to 
reappraise the potential of these 
products as an accessory item, ac- 
cording to George B. Birt, sales 
manager, Lumite division, Chicopee 
Mills, Inc. 

As an example of this potential, 
Birt related the experience of V. V. 
Cooke, Cooke Chevrolet Co., Louis- 
ville, who put in a line of seat 
covers for retail sale in his service 
department. 

The advantages of each type of 
cover were explained to service 
salesmen, and Cooke offered a bonus 
for selling them. 

“The result,” Birt said, “was that 
48 sets of seat covers were sold in 
the first 30 days. They ranged in 
price from $16.95 to $39.95. And, re- 
member, they were sold to persons 
who visited Cooke to have their 
cars serviced, not specifically to buy 
seat covers. No advertising was 
done on these items.” 

Another selling point, Birt said, 
is the fact that some seat-cover 
fabrics now are being used ‘exten- 
sively as original upholstery. “Thus,” 
he contended, “with new seat covers, 
a driver can enhance his car’s in- 
terior so it will look like a ’56 or 
57 automobile.” 








The only electric wrench 
with BUILT-IN adjustable torque! 


POWER TOOLS 


HERE ARE THE FACTS... 
There’s no complex, delicate balance of close toler- 
ance thrust and ball-bearings, springs and cams, to 
put the Pet Impact Wrench out of commission. 


Instead, there’s the simple, giant-strong Power-Core: 


The Power Core is Pet's exclusive energy accumu- 
lator ...the most revolutionary advance in impact 
wrenches since the tool was invented. 

The Pet Impact Wrench — with Power Core — has 
been submitted to the equivalent of five years of 
normal use, and finished the test as good as new! 


Conveniently located 
slide switch lets you 


The Pet Impact Wrench — with Power Core — hits 
maximum torque in 6 seconds; has a torque range 
of 105 to 275 ft. lbs.; delivers 1600 to 1800 impacts 
per minute; never overloads or stalls. 

The Pet Impact Wrench — with Power Core — is 
simply and strongly built to give years of flawless 
performance. 

And no other impact wrench costs less than the 
new Pet Impact Wrench... withthe revolutionary 
new Power Corel 


Authorized service stations in principal cities. 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois 


Please send me complete information on 
the revolutionary new PET Impact Wrench. 
NAME 
POSITION 
FIRM 
ADDRESS 
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(Continued from Page 25) 
as low as 175 degrees or less. And 
this with both brake cylinders and 
master cylinders in many instances 
being subjected to heats from 250 
degrees and up. 

Overheated fluid turns into gase- 
ous bubbles which push the fluid 
back in the line and make the 
brakes inoperative. This is the 
cause of many accidents and deaths 
on the highway, according to the 
experts. 

But there are other character- 
istics of spurious fluids that are 
nearly as dangerous, These include 
incompatibility with metals, fluid- 
ity at low temperatures and de- 
structive action on rubber parts of 
the braking system. 

* * + 

5 wy seven essential requirements 

of a good brake fluid are: 1. 
Compatibility with rubber parts. 
(The fluid must not swell or soften 
the rubber parts in the braking sys- 
tem beyond a definite safe amount 
established by laboratory and ac- 
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8 Ban Spurious Brake Fluid... 


40 States Permit Killer to Prowl 


tual car tests.) The failure to meet 
this requirement results in brakes 
locking up or brake failure due to 
fluid leaks, or short life for rubber 
parts. 

2. Compatibility with metals. 
(The fluid must not corrode any 
of the various metals in the brake 
system.) Failure to meet this re- 
quirement results in frozen 
brakes, pulling brakes or loss of 
brakes due to leaks. 

3. Low vapor pressure or high 
boiling point. (The fluid must not 


Dealers in Buffalo. 
Bird-Dog Mechanics 


BUFFALO.—Dealers here have 
become so concerned over the 
shortage of mechanics that 
several have reportedly offered 
bonuses to employes who bring 
in a mechanic who stays for a 
specified period. 

Dealers believe the shortage is 
gradually becoming more acute. 
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vaporize at the highest tempera- 
tures encountered in actual serv- 
ice.) Failure to meet results in 
complete loss of brakes without 
warning. 

4. Fluidity at low temperatures. 
(The fluid with small amount of 
water added must remain in a fluid 
state at the lowest temperatures 
encountered in service.) Failure to 
meet results in inoperative brakes, 
unequal braking or sluggish brakes. 

5. Lubrication. (The fluid must 
properly lubricate the internal 
moving parts of the brake system.) 
Failure to meet results in sluggish, 
unequal braking and shortens 
brake life, 

6. Stability. 


This child’s automobile, driven 
by a compressed air cylinder, was 
marketed in England in 1922. 


to meet may result in loss of brakes 
(The fluid must re- due to sludge or gum formation, 
tain the important characteristics | corrosion of metals, swollen rubber 
built into it over a long period of parts or vapor lock. 
time in braking systems.) Failure|«yn ANY a story about 
to meet results in loss of brakes brakes,” according to Markey, 
due to vapor lock, corrosion or “the ‘villain’ is readily recognized 
swollen rubber parts. as ‘high temperatures.’ There are 
7. Miscibility. (The fluid must mix | just two ways that the brake engi- 
satisfactorily with other approved) neers can deal with this ‘villain.’ 
|commercial brake fluids.) Failure “One is to withdraw the heat 





know your 3/'s? 


Check your 
new-model “know-how” 
below with this Conoco Quiz... 
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"57 ads tell why your cars run better with 


CONOCO all-season Super Motor Oil 


Again, Conoco advertising tips its hat to you and the splendid achievements of the 
automobile industry. Repeatedly, during the first quarter of ’57, hundreds of daily 

and weekly newspapers, radio and television stations carry Conoco advertising to millions. 
These advertisements spotlight the beautiful models in your showroom. And they tell 

why Conoco all-season Super Motor Oil with exclusive Oil-Plating® makes a powerful 
difference in car performance. 
From break-in to trade-in, you build confidence and profits with Conoco all-season 
Super Motor Oil. Get all the facts from your Conoco Man when he comes to see you., 


HOTTEST 
BRAND 
GOING! 


: eur car’s performance 
M5 of make or year! 
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out of the brakes and into the 
surrounding air at a rate which 
will not let the internal parts of 
the brake reach a critically high 
temperature. 

“The other is to make the brake 
parts such that they can resist the 
attacks of the ‘villain’ without be. 
ing harmed or seriously affee 
brake operation. Neither solution tp 
the problem of dealing with the 
‘villain’ in brakes is an easy one: 
so it behooves every manufacturer 
in the brake fluid business to k 
an eye on this ‘villain’ and see if he 
is going to continue to threaten the 
safety we have designed into oy 
brake fluids.” 

Drivers can destroy any brake 
system by demanding service which 
develops destructive high temperg. 
tures in the brakes, Markey points 
out. 

Current cars with power brake 
fast acceleration and high 
speeds, and with very little engine 
braking due to automatic transmis. 
sions, operated in today’s heavy 
traffic and on fast expressways, put 
severe demands on the brakes eve, 
in the hands of good drivers. 

+ * * 


) gt ererdeiry California, Georgia, 
Mississippi, New Jersey, North 
Carolina, South Carolina and Ten. 
nessee are the only states which 
have put up real safeguards to pro. 
tect the American vehicle user from 
being subjected to the most vicious 
and insidious “killer” in our auto. 
motive era. 

It seems high time that such 
organizations as the SAE, NADA 
and the Inter-Industry Safety 
Committee strive with all of the 
power they possess to push for 
national prohibition against the 
sale of spurious and substandard 
brake fluids. Every franchised 
dealer in the nation should also 
do his important part to wipe out 
this national scourge. 

The franchised dealer can do two 
very important things that will 
have a tremendous bearing on the 
control of this problem: 

He can make certain that his 
shop sells only fluids meeting the 
SAE heavy-duty specifications. And 
he can put in a plea with his state 
officials to follow the lead of the 
“Valiant Eight” in preventing the 
sale of substandard and spurious 
fluids in his state. 


Merit Announces 
New Program for 


Muffler Dealers 


TOLEDO, — Ties between the 
factory and its dealers will be more 
closely knit in March when Merit 
Mufflers’ new franchised merchan- 
disor program is inaugurated, 
according to ‘By’ Harris, sales 
manager. 

Catalogs, price lists, technical in- 
formation and free merchandising 
aids will be mailed regularly by 
Merit to franchised dealers in 
return for an agreement to stock 
and sell its exhaust system parts, 
Harris said. The agreements are 
renewable each year during March 

“Wholesalers will handle the 
signing of the franchise agree 
ments with the dealers,” Harris 
said. “As soon as the factory 
receives the signed agreement, 
Merit will send the dealer complete 
program details plus an order form 
for a 3-by-5-foot ‘We Install Muff- 
lers’ canvas banner which will be 
mailed to the dealer at no charge. 
Regular followup mailings will con- 
tinue to supply the dealer with new 
price sheets, dealer catalogs, tech- 
nical and promotional material.” 

“In addition,” Harris said, “the 
dealer will have available through 
his distributor a selection of dis 
play racks, muffler remover tools, 
display signs and numerous items 
designed for faster and more effici- 
ent merchandising.” 


4. Million Trucks Built 


By Chevrolet Since War 


DETROIT.—By the end of 1 
Chevrolet had built more than 4 


million trucks since World War I, | 
according to E, N. Cole, general | 


manager of Chevrolet. 


Commenting that it is a well | 


known fact that the country’s 
growth has been accompanied by 
an explosion of population centers, 
Cole added, “But the degree to 
which this has made our economy 
dependent on highway transporta- 
tion may not become impressive 
until specific factors such as the 
use of trucks are considered.” 
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to that service session upstairs?” 
The other replied, “No I don’t 
know what it’s all about and | 
them stairs are too steep.” 

Even the announcers who men- | 
tioned the consultations from the | 
rostrum each day did not spell mg 
too clearly what it was all about. 
This all goes back to what many 
a good salesman eventually finds 
out: You can’t take it for granted | 
that the other guy knows what you | 
are talking about. You've got to 
go on the premise that he doesn’t | 
know anything about what you are | 
trying to tell him and you must} 
spell it out in detail. 

With a total attendance of some 
10,267 at the convention, though, I 
don’t feel that many can kick when 
over 2,000 dealers went up to see 
that guy “whose rubber stamp is 
on the bottom of the letters and 
pulletins” they get from the factory. 
And that is what three out of five} 
told the service managers when 
they met them. 

* 


> = 


Goodwill Builder 
ME it was one of the finest 
factory-dealer goodwill builders 
in this industry in many a day and 
I am not overlooking the dealer 
policy committees that have been 
set up by each of the Big Three 
when I say that. 

The whole subject of service 
has so many ramifications from 
policy adjustment to nuts and 
bolts that nothing could be finer 
than to have every dealer meet 
and talk socially with the factory 
service manager who has the job 
of saying, “You can’t get this,” 
or “You must do that.” 

It’s a darn sight harder to get 
boiling mad at a guy you have met 
and liked than it is at a signature. 

Many of the factory boys took | 
umbrage with me for saying that) 
they would be in their areas to 
answer any question that the 
dealers threw at them and most of 
them expected to sit there six hours 
or more each day listening to a lot 
of gripes and having dealers try to 
pin their ears back. 

They were the most surprised lot 
of men in the industry to find that 
fully 90 percent of the dealers 
didn’t have any gripe at all, but 
just wanted to meet that signature 
without their traveller around. Most 
of the others were seeking help on 
their own service problems of man- 
power, space and layout. 

Another thing that came out of 
this deal was that several of the 
factory boys got a different look at 
their own field men. Several ad-| 
mitted that some dealer told them | 
of things the field men were doing 
that didn’t set well with the dealer. 
And some of these things didn’t set 
well with the factory service man- 
ager either. This angle can’t help 
but eventually produce a more 
healthy atmosphere. 


Tribute to Hughson 


| Zon TITUS, president of the 30 
Year Club, put on one of the 
finest testimonials to the “grand old 
man of automobile selling and the 
Ford dealer organization” Billy 
Hughson; that it ever has been my 
privilege to attend or know about. 
He and one of Billy's own associ- 
ates put on a Ralph Edwards “This 
Is Your Life” show. 

Among those present who ap- 
peared in Billy’s life were Henry 
Ford Il, Benson Ford and Art 
Hatch. The skit took Billy from 


Motor Overhaul Racket 
Fleeces St. Louisans 


ST, LOUIS.—The St: Louis Bet- 
ter Business Bureau has warned 
of “a vicious motor o i 
and exchange racket that is fleec- 
ing St. Louisans of thousands of 
dollars.” It said it has received as 
many as 10 complaints in a week 
about a few motor overhauling 
and exchange firms. 

Customers, the BBB stated, 
Were induced to deal with firms 
by “bait” advertising that may 
Promise a motorvoverhaul for 
$39.50, plus parts, and cases have 
been reported in which the final 
bill was as high as $493.02. 

eR 








his childhood days through the 
great San Francisco earthquake 
and fire up to the present. 

The best chuckle out of the 
whole show however, was a spon- 
taneous remark by Billy himself. 
He was telling how the elder 
Henry Ford came to San Fran- 
cisco right after the fire and 





Chevrolet Buffalo Plant 


Seen Building V-8s Only 


BUFFALO. — Chevrolet will 
produce only eight-cylinder en- 
gines for 1958 models at its en- 
gine plant in suburban Tona- 
wanda, it has been reported here. 

It also was said that the plant 
may be called on to install fuel- 
injection units as they are or- 
dered. In Detroit, Chevrolet de- 
clined to comment on whether the 
plant would be turned over to 
V-8s exclusively next year. 











offered Billy all the cars and 
parts he would need to put him 
back in business on the basis of 
“we'll ship them out now and you 
can pay for them when you can.” 

Billy added, “Ford Motor doesn’t 
do that any more.” That drew a 
hearty laugh from Henry and Ben- 
son as well as from the assembled 
dealers. 

Billy, however, nearly missed his 
own party. He woke up with the 
gout that morning and was in such 
pain that he decided to stay in bed 
and not go to the breakfast. It 
took some fast work on the part 
of his wife to get him to go, but 
she succeeded or we wouldn’t have 
had this squib, 

Not content with having the best 
convention NADA ever had in this 
bay city, the “native sons’ also 
treated us to the coldest weather 
they have had in 20 years, 

Those who came across the Bay 
Bridge one morning actually 
claimed to have seen snow fall and 
some of the passes between San 
Francisco and Los Angeles were 
closed parts of some days. But that 
is much warmer than the 4 degrees 
below that we left in Detroit when 
we came out. 








Service School Anniversary— 


The 10th anniversary of its Automotive Electrical Equipment Service School is being 
observed by Delco-Remy division of General Motors, Anderson, Ind. Shown is a typical 
scene in the classroom-workshop which has trained approximately 3,000 civilian and 
military service men from all parts of the world. Delco-Remy also has provided simi- 
lar free schooling for an additional 4,700 men in 30 cities since 1953. These 30 other 
schools are sponsored by Deico-Remy in cooperation with the United Motors Service 
division, which distributes Delco-Remy replacement products. 





He’s got this job licked before he’s started 


The bearing oil leak detector “x-rays” 
the bearings right in the block 


The Federal-Mogul Bearing Oil Leak Detector carries oil under 
maintained pressure to all oilways and bearings in the engine, 
reveals worn bearings or plugged oilways without tearing down the 
engine. It is also an accurate check-up of your work when the job 
is completed and pre-lubricates the entire system before starting 
the engine. Other useful, time-saving tools: Out-of-Round Gauge— 
checks rod bores; Roll-out Pins—for removing, replacing upper 
main bearings with shaft in engine. Ask your jobber. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


RESEARCH ¢ DESIGN ¢ METALLURGY ¢ PRECISION 





MANUFACTURING #¢ SERVICE 





DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 


AMERICAN MOTORS — During 
the period of Feb. 25-March 22, 
American Motors will be complet- 
ing 1957 Rambler Flash-O-Matic 
transmission schools and also will 
be conducting schools on various 
phases of the product at dealer 
level. These schools are determined 
by needs of dealers that are to be 
trained. All field training is taken 
directly to the dealer’s place of busi- 
ness so that maximum attendance 
may be obtained. 

CADILLAC — Air Conditioner — 
Milwaukee, Feb. 26-28; Carburetion 
—Dallas, Feb. 25-27; Electrical 
Power Units—Philadelphia, Feb, 25- 
26;Engine Tuneup — New Orleans, 
Feb. 28-March 1, Philadelphia, Feb. 
27-28; Hydra-Matic—Cleveland, Feb. 
25-28, Oklahoma City, Feb. 25-28. 

CHRYSLER DIVISION—Center- 
line (Mich.) training center. Engine 
Reconditioning — (complete) March 
4-8; Engine Diagnosis and Tuneup, 
March 1-13; Brakes and Power 
Brakes, March 14; TorqueFlite 
Transmission, Mar. 18-20; Dallas, 
Powerflite Transmission, March 21- 
22; Electrical System — (complete), 
March 25-29. 5 

FORD DIVISION—From Feb. 25- 
March 22, district service school in- 
structors will continue with the 1957 
model truck introductory courses in 
all 35 sales districts. These courses 
cover new engine, electrical and 
chassis features, tilt cab and new 
transmissions. In addition, special 
car courses on the engine, carbure- 
tors and Fordomatic will be con- 
ducted in various district service 
schools as conditions require. 

GMC TRUCK & COACH— Atlanta 
—Brakes, Feb. 25, V-8 Tuneup, Hol- 
ley & Stromberg Carburetors, March 
4, 18; Dedham, Mass.—Hydra-Matic, 
Feb. 25, Carburetors & Governors, 
March 4; In-Line P. S., Spicer Axle, 
March 11, In-Line Power Steering, 


11,420 Technicians 
Attend °56 Schools 
Of United Motors 


DETROIT. — Since the estab- 
lishment in 1953 of continuing 
United Motors Service automotive 
training classrooms in 30 cites 
across the country, 22,028 automo- 
tive technicians have taken advan- 
tage of the free training, it is an- 
nounced by Roland S. Withers, UM 
general manager. 

Today United Motors has 1,500 
Square feet of classroom space in 
each of 30 centers with a full-time 
instructor holding classes Monday 
through Friday each week. 

During 1956, 11,420 technicians 
attended the schools, Withers said. 
United Motors instructors gave a 
total of 377,187 hours of free auto- 
motive service training in all types 
of courses, during the year. 


USED CAR DEALERS 
We can supply you with 


CHEVROLETS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Near As Your Telephone 
EMKAY, INC. 


6850 Cottage Grove Avenue 
Ch 37, Illinois 
Phone: MUseum 446969 





THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlorgren-STEMAC. inc. 
(FORMERLY STEMAC. INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical somple, complete details 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


March 18; Charlotte, N. C—Turbo- 
Diesel, Feb. 25; Garland, Tex.— 
Diesel, March 18; Shawnee, Kans.— 
Brakes, Feb. 25, Carburetion, March 
4 and 11, Diesel, March 18; Bur- 
bank, Calif —V-8 Overhaul, Feb. 25; 
Memphis, Hydra-Matic, Feb. 25, 
March 4, New Process Transmis- 
sion, March 11, In-Line Power Steer- 
ing, March 18; Union, N. J.—In- 
Line Power Steering, March 4; 
Brakes, March 18; Tarryton, N. Y. 
—New Process Transmissions, Feb. 
25; In-Line Power Steering, March 
11; Pittsburgh, Hydra-Matic, Feb. 
25; Golden Valley, Minn., Service 
Management, Brakes, Feb. 25, Wide 
Range Axle, Spicer 45 Axle, New 
Process Transmissions, Brakes, 
March 4, V-8 Tuneup, Carburetion, 
March 11, Hydra-Matic, March 18; 
Tigard, Ore.—Parts & Service Man- 
agement, Feb. 25. 

UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy, 





starting, lighting and ignition sys- 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, D. C., Jack- 
sonville, El Paso, Portland, Ore., 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. C., 
Denver, San Francisco, St. Louis, 
New Orleans, Houston, Buffalo, 
Minneapolis, Oklahoma City, Mil- 
waukee, Kansas City, Salt Lak City, 
Omaha, Pittsburgh and Cincinnati. 


For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich.—Allen Power-Tune course is 
being conducted throughout the 
U. S, and Canada by Allen whole- 
salers and authorized field stations. 
Additional information can be ob- 
tained by writing directly to Allen 
Electric, 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service, No set 
schedule but three to five-day 
classes started when needed. No in- 


struction charge. Contact Richard | Il—School offers training in align- 
D. Stevenson, Ammco Tools, Inc.,| ment, balancing, and frame straight- | 


WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel cylinder 
in nermal operating condition. 


G 
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MASTER CYLINDER REPAIR KIT 


All parts needed to put master cylinder 
in normal operating condition. 


Delco Su 
ment in 





One feature of this 1922 auto- 
mobile was explained as follows: 
“The driver's seat being in the 
rear, the passenger enjoys an un- 
obstructed view and a feeling of 
greater privacy.” 


ening and is located at 2103 -5t, 
Ave., Rock Island, Ill, Address aj 
inquiries to Mildred T. Clark, 

trar. Classes begin March 4 ang 
March 18. 

BINKS MFG, CO., Chicago. 
Classes are held for a period of one 
week once a month. Anyone inter. 
ested in spray painting and spray 
equipment may attend. No tuition, 
Next class will be held Feb, % 
March 1, Contact W. Beacham, in. 
structor. 

BENDIX PRODUCTS DIVISION, 
South Bend, Ind.—Courses offereg 
covering service and sales train 
on Bendix power brakes, Strom. 
berg carburetors, Basic brake, ang 
Power Steering. The length of the 
course covering an individual prod. 
uct is normally one week, and no 
tuition fee is charged. Registration 
to attend Bendix Factory schogj 
should be made to the Bendix train. 
ing director. School schedules are 
set up as required. 

CARTER CARBURETOR CORP, 
St. Louis—Classes of 12 men in car. 
buretion starting each Monday for 
a three-week duration will begin on 
Feb. 25. Refresher course for fac. 


2128 Commonwealth Ave. North| t°Ty graduates only (limited to § 


Chicago, Ill. 


men) start each Monday for one 
week duration. Contact nearest 


BEAR MFG. CO., Rock Island,| Carter distributor. 


DEVILBISS CO., Toledo — 
(Continued on Page 31, Col. 3) 


One 


11 brake fluid improved with HTD—original equip- 
eneral Motors cars and trucks—is efficient at 50° higher 


temperatures, improves braking at all temperatures, under all 
operating conditions. Chemically stable, compatible with the rubber 


and metal parts in the brake s 


© = and 
fluid. 


© yourself and 
11 improved with H 


a with greater resistance 
to corrosion and evaporation— Delco Super 11 exceeds all S. A. E. 
overnment specifications for heavy-duty hydraulic brake 
our customers a favor—order Delco Super 

today! Packed in convenient containers, 
from pint cans to 54-gallon drums. Available everywhere through 


the United Motors System or your General Motors car or truck dealer. 


General Motors Values from 


“~~ 





) Moraine Products 


Division of General Motors, Dayton, Ohio 
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Service School Graduates— 


Graduates of the Auto Equipment & Service Co.'s Carter Personal Instruction Field 
School No. 2299 are shown with diplomas received during ceremonies at the Phila- 
delphia Rifle Club. The graduating class was the first of the year for the company. 
Ceremonies were conducted by R. A. Harp, AESCO president; Russell W. Bischof, East- 
ern manager, Carter Carburetor Corp.; A. P. Costella, AESCO service and instruction 
vice-president; Jack Kersky, AESCO class instructor; and J. A. McCuen Ill, AESCO 


secretary. 
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MORAINE BI-METAL BEARINGS— 
precision built to original equipment 
specifications. 
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week classes of limited size cover- 
ing theory, maintenance and servic- 
ing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo- 
tive jobber, and portable equipment 
jobber. No instruction charge. Ap- 
plications may be obtained by writ- 
ing DeVilbiss Co., 300 Phillips Ave., 
Toledo, O. 


INLAND MFG, CO., Omaha —| 
Classes start each Monday morn-; 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$100 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, adver- 
tising and pricing. Write J, V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservation or further in- 
formation. 


RAYBESTOS DIVISION, Bridge- 








A complete line of Moraine Service bearings for all cars 
and trucks. The new, complete Moraine bearing line 
gives you the bearings you need for all bearing replace- 
ment jobs—conveniently available from a single source. 
Remember— Moraine bearings are original equipment 
in General Motors cars and trucks. So—replace with 
Moraine in General Motors applications; sell and use 
Moraine bearings for other bearing replacement jobs. 
Moraine service bearings are available vey irae 
through the United Motors System or your 

Motors car or truck dealer. 


port, Conn.—Two complete brake 
service classes will be held at the 
Raybestos brake service school and 
work shop located in Stratford, The 
first of these classes will be held 
from March 11-15; the second, from 
March 18-22. All phases of brake 
service work such as major adjust- 
ments, minor adjustments, and com- 
plete brake overhauls on all types 
of both new and old brake systems 
will be covered. Personal instruc- 
tion is augmented by a technical, 
full length, color, sound, motion 
picture for an educational as well 
as interesting training program, In- 
dividuals who successfully complete 
the course will receive a certificate | 


Silver Line Builds 
SANTA CLARA, Calif. — Silver | 
Line Brake Lining Corp. has an- 
nounced completion of a second ad- | 
dition to its plant here, The new) 
building is to be used primarily for | 
storage and shipping. 
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MORAINE GAS FILTERS! 


Glass-bowl and pancake all- 
metal types assure dirt free, 


lint free fuel under all oper- 


ating conditions. 





Moraine Products 


Division of General Motors, Dayton, Ohio 
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showing that they are qualified to 
work on all types of automotive 
brakes. The course will be con- 
ducted by A. D’Andrea, chief service 
instructor for Raybestos Div. Write 
to J. Kane for further information. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, Feb. 25- 
March 1, test equipment operation, 
March 4-8, principles of electrical 
testing, March 11-15, engine tuneup, 
March 18-22, Classes will be held at 
Chicago technical training center. 
Instructors will be G. A, Lane, R. C. 
Heidrich, A. E. Evenson, and G. A. 
Buhr. 

THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 
age. There is no tuition, but stu- 
dents are expected to pay their own 


|living expenses, Session takes ap- 
| proximately five days. Text book 


furnished to students at no charge. 


Danger! 
Plastic Acid-Shipping Bags 
Draw Criticism 
ROCHESTER, N. Y.—Police and 
safety authorities issued a warning 





| urging extreme care in the use of 
|new plastic receptacles containing 
| sulphuric acid for automobile bat- 


teries. 

William H. Keeler, director of the 
Rochester Safety Council, has sent 
several of the containers to the Na- 
tional Safety Council in Chicago, 
which plans a national study of the 
situation. City Chemist John Tem- 
merman has taken the matter up 
with Federal authorities. Temmer- 
man said each container holds two 
quarts of acid. In order to free the 
acid, it is necessary to punch or cut 
a hole in the plastic bag. Temmer- 
man said it is difficult to direct the 
flow of the acid. 


Ford Pays $900,246 
For Employes’ Ideas 
DEARBORN. — Ford Motor Co. 


; employes received $900,246 during 


1956 for ideas submitted under the 
company’s employe suggestion plan, 
John S. Bugas, industrial relations 
vice-president, announced. 

Last year’s total raised to $4,674,- 
967 the amount paid out in cash 
awards since start of the sugges- 
tion program in August, 1947. The 


| total includes 70 maximum awards 


of $3,000 each and 233 for the pre- 
vious maximum of $1,500. 


Of 63,976 acceptable suggestions 
submitted during 1956, some 13,768 


| resulted in cash awards averaging 
| $65.38, an 





alltime high. 





New, Eisen Nerked Sol-Speedi-Dri floor absorbent 
does more. . . does it better. Abserks—thirsty for oils, 
greases, liquids. Retalas—picks up more . . . holds more. 
Cevers— goes further than ever. Resists—won‘t cake, mat, 
break up, or get “mushy.” Dustlessaess— most dust-free 
you can buy. Uaiferm—bag after bag, ton after ton. 
For sample, see your local jobber, or write Speedi-Dri 
Div., Minerals & Chemicals Corp. of America, Essex 
Turnpike, Mento Park, N. J. 








FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


“THE STYLIST” IS A 16MM SOUND 
MOTION PICTURE IN COLOR, RUN- 
NING 29 MINUTES. IT IS AVAIL- 
ABLE THROUGH THE FORD FILM 
LIBRARY NEAREST YOU: 


FILM LIBRARY, 

FORD MOTOR COMPANY, 
15 EAST SSRD STREET, 
NEW YORK 22, N.Y. 


FILM LIBRARY, 

FORD MOTOR COMPANY, 
16400 MICHIGAN AVENUE, 
DEARBORN, MICHIGAN 


FILM LIBRARY, 

FORD MOTOR COMPANY, 
1500 S. 26TH STREET, 
RICHMOND, CALIFORNIA 


A PARTIAL LIST OF FILMS ON 
AUTOMOTIVE SUBJECTS 
INCLUDES: 

“THE AMERICAN ROAD” 

“THE FORD PEOPLE” 
“TECHNIQUE FOR TOMORROW” 
AND THE NEW FILM, 

“THE STYLIST.’ PLEASE 
CONSULT YOUR MOTION 
PICTURE CATALOG FOR OTHER 
TITLES. 





No. 18 OF A SERIES 


A new hit is added 
to your Ford 
Film Library line-up 


At left is Mr. George W. Walker, Vice President and Director of 
Styling of Ford Motor Company, at work on the set of “The Stylist” — 
newest film to be added to the big Ford Film Library. 


This highly entertaining and informative film takes you places few 
outsiders have ever been before—into the heart of the Ford Motor 
Company styling center, where your cars first come to life. 


It depicts the complete development of a full-scale dream car and 
describes the reasons for such cars, and how many of their features 
eventually find their way to the production models you sell. 


“The Stylist” is only one of many interesting films available, as an 
exclusive service, for you and the members of your community 


eet Te te hie aaa ne! 


through the Ford Film Libraries. (Locations in box at left.) 


All these films are working for you in your community—helping to 
tell your neighbors about the cars you sell and the company that 
manufactures them. They’re showing at men’s lunch club meetings, 
in high school classes, lodge meetings, women’s clubs, libraries, and 
wherever groups congregate for entertainment and information. 
Over fifteen million Americans saw Ford Motor Company motion 
pictures last year in meetings like these. Countless millions more 
watched them on television. 


Why not make plans to invite your customers to a special showing of 
“The Stylist” in your dealership? This film is a wonderful way 
to make and keep old friends for you and the products you sell. 
And don’t forget a special showing for all members of your own 
organization. 


Take advantage of the good will these fine films of the Ford Film 
Library stimulate wherever they’re shown. Let them work for you in 
your town! After all, you and the Ford Family of Fine Cars are 
the stars of the show. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD* THUNDERBIRD * MERCURY ® LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 











Trimerama Winners— 


Shown are the three winners of Trimerama, the seat cover design contest held at 
the Auto Trim Show in Chicago. This year’s jackpot prize went to Goodin's Auto 
Glass and Upholstery, Clay Center, Kans. Second place was captured by Wingate's 
Trim Shop, Columbus, Miss., while third place went to M & M Auto Seat Cover Co., 
Philadelphia. The show was sponsored by the National Assn. of Auto Trim Shops. 
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Promotion of John R. Finn to 
general sales manager of Standard 
Products Co. has been announced. 


Finn joined Standard Products 
in 1929, and served as a plant man- 
ager and sales representative until 
1951, when he became assistant 
sales manager of Motor Products 
Corp. He- returned to Standard a 
year ago. 

* * * 


Thompson Names Angst 


To Manufacturing Post 


W. D. Angst, formerly Detroit 
plant manager of Thompson 
Products, Inc. has been named 
manufacturing manager of the 
Michigan division of the company. 


He also will continue as Detroit 
plant manager until the plant is 
moved to a new location later this 
summer. 

Angst began work for Thompson 
in Cleveland in 1942. He was trans- 
ferred to the Michigan division in 


1950 as assistant factory manager | 


at Detroit. He later was made 








industrial engineer for the division 
and became plant manager at 
Detroit in 1953. 

* * » 


General Ups MacArthur 


To Regional TBA Chief 


Promotion of John D. Mac- 
Arthur to regional manager of 
TBA sales for the Southwest is 
announced by L, L. Higbee, trade 
sales manager of General Tire & 
Rubber Co, MacArthur, who was 
previously manager of passenger 
tire sales for the company’s Dal- 
las division, has been associated 
with General Tire since 1948. 

George E, Brown has been pro- 
moted to succeed MacArthur at 
Dallas, Brown was formerly Dal- 
las territory sales manager, 

* * om 


Wehde and Casey Named 

Four Wheel Drive Co., Clinton- 
ville, Wis., has named Louis A. 
Wehde assistant sales manager 
and John M. Casey utility market 
sales manager. Wehde formerly 





SPECIFY THE LINE OF STRONGEST DESIGN! 





Dump Bodies...Hoists... 
Special Truck Equipment 


Hercules also builds 


© steel platform bodies 

* batching equipment 

* rock bodies 

© bulk cement spreaders 

® transit mixers 

® farm platform conversion 
hoists 

© packer-type garbage 


and refuse bodies 


AA-47T5 





high speed front mounted telescopic hoists 


HERCULES STEEL PRODUCTS COMPANY 
Galion, Ohio 


DISTRIBUTORS: 


ABILENE — Fleet Equipment Co. 

AKRON — National Towing & Service 
ALAMOSA, COLO. — McKah Equip. Co., Inc. 
ALBANY—Vanel Body Co., Inc. 
ALTOONA—Brumbaugh Body Co. 
ATLANTA—Posey & Linn, Inc. 
AMARILLO—Lone Star Trailer & Mfg. Co. 
BERLIN, CONN. — Atlas Metal Products, Inc, 
BILLINGS — HCL Equipment Co. 
BIRMINGHAM—Truck Equip., Inc. 
BLUEFIELD, W. VA.—Equipment Sales Corp. 
BUFFALO—Truckstell-Wilcox, Inc. 


Company 


CALDWELL, IDAHO — B & M Equipment Co. 
CAMBRIDGE, MASS.—Hercules-Campbell Body 


CANTON, OHIO—Truck Equip. Company 


CEDAR RAPIDS—E. Cohn & Sons, Inc. 
CHARLESTON—West Virginia Tractor & Equip. Co. 
CLEVELAND—Scranton Body & Equip. Co. 


COLUMBIA—South Carolina Equip. Co. 
COLUMBUS, OHIO—Buckeye Truck Body 
Builders, Inc. 
CORPUS CHRISTI—Truckers Equip., Inc. 
DALLAS—Fieet Equip., Inc. 
DETROIT—Pezzani & Reid 
DOVER, OHIO—Weigand Truck Equip. 
DULUTH—West End Body Co. 
ERIE—Erie City Welding Co. 
EVANSVILLE—Hallenberger, Inc. 
FT. WORTH—Fieet Equip. Co. 
GRAND RAPIDS—The Ovens Body Co. 
GREENVILLE, S$. C.—Cato Trailer Service Co. 
HARLAN, KY.—Southeastern Sales Co., Inc. 
HOUSTON—Koenig Iron Works 
INDIANAPOLIS—Premier Mfg. Co. 
KANSAS CITY—American Body Equip. Co. 
KNOXVILLE—O. G. Hughes & Sons, Inc. 
LEBANON, PA.—M. A. Brightbill Body Works 
LIMA, OHIO—Lima Fiack Co. 
LOUVISVILLE—). Edinger & Son 
LUBBOCK, TEXAS—Western Trailer Co. 
MACON—Trucking Equip. Co. 
MANHASSET—Vaniman-international, Inc. 
MEMPHIS—Dealers Truckstell Sales, Inc. 


Works, Inc. 


Bodies, Inc. 


Company 


Company 


MOBILE—Betbeze Mfg. 
MONTGOMERY —Scotts Brake & Safety 
MIAMI, FLA.—Truck & Equip. Service 
MIAMI, OKLA.—Kipps Roberts Machine 


MILWAUKEE—Badger Auto Body Co. 
MUSKOGEE—Parker Truck & Equipment Co. 
NASHVILLE—Kirby Brothers 

NEWARK, NEW JERSEY—Glasier Truck 


NORFOLK—A. S. Drumwright & Co. 
OAKLAND—Earl Sherman & Co. 
OMAHA—Omaha Body & Equip. Co. 
ORLANDO—Southern Tr. Equip. Service, Inc. 
PHILADELPHIA—Eastern Body Co. 
PHOENIX—Southwest Truck Body & Equip. Co. 
PITTSBURGH—Hereules-Pittsburgh Body Co. 
PORTLAND, MAINE—Hercules-Campbell Body 


PORTLAND, OREGON—Newell Truck Equip. Co. 
RALEIGH, N.C.—Mitchell Distributing Co. 
RICHMOND, VA.—Grenshaw Equip. Corp. 
SALT LAKE CITY—Wagstaff Co. 
SEATTLE—Evergreen Trailer Co. 

SPRUCE PINE, N.C.—Mitchell Dist. Co. 

ST. LOUIS—Truck Equip. Co. 

TARRYTOWN, N. Y.—Wayne Bus & Truck Equip. 


TOLEDO—Runner Equip. Co. 
TULSA—Tulsa Truck Parts 
TUSCALOOSA, ALA.—Cain Machine Co. 
WASHINGTON, D.C.—S. J. Meeks’ Son 
WICHITA FALLS—Wichita Engineering Co. 


WINCHESTER, VA.—Shade Equip. Co. 


YOUNGSTOWN, OHIO—0'Dea Truck Body 
& Equipment 


EXPORT AGENT: 


DETROIT—Herthornway Export Corp. 





was midwest zone manager fo, 
Dodge and a zone manager for 
Hudson. Casey has been with the 
firm 13 years. 

+ * +. 


Jorgensen Elected 


CIT Vice-President 


Glen E, Jorgensen has heen 
elected a vice-president and re 
gional sales manager of Universgaj 
ies ee Cc redit 
Corp., New York, 

Jorgensen, who 
had been an as. 
sistant vice-pregj. 
dent and head of 
the training gy. 
pervision depart. 
ment, will super. 
vise and direct 
the company’s ae. 
tivities in its 





. southeast region, 
G. E. Jorgensen which covers nine 
divisional headquarters and % 
branch offices, 
* + * 


Warner Picks Erbach 


John Erbach has been appointed 
sales engineer for Warner Electric 
Brake & Clutch Co., Beloit, Wis, 
Erbach, with headquarters in Mil- 
waukee, will handle sales and sery- 
ice of Warner products in Eastern 
Wisconsin. Erbach formerly was 
with Mack. 


* * * 


Woodward and Brown Named 


Yale & Towne Mfg. Co. has an- 
nounced appointments of William 
|S. Woodward as New York State 
|district manager and Robert L. 
Brown jr. as electric truck sales 
manager. 

+ = * 
Brown Elected President 
Of Huppower Division 

R. E. Brown has been elected 
president of Huppower division, 
Hupp Corp. The 
division, located 
in Detroit, pro- 
| duces electric win- \ 
dow regulators . 
and other actuat- ~ — 
j}ing devices for 


| the automotive in- J 
| dustry. ' i 
Brown, a native toy 

of Grand Rapids, 

Mich. joined t - ee 
Hupp in 1954 as a 
purchasing agent R. E. Brown 
and subsequently was appointed as- 
Sistant general manager and gen- 
eral manager. He previously served 
in purchasing capacities with Hud- 
son and King-Seeley Corp. Ann 
Arbor, Mich, 


t * * 


Langevin Heads Sales 


Paul R. Langevin has been 
named sales manager, Consumer 
|Products division, Lawrence Pro- 
cess Co., Inc.. North Andover, 
| Mass. He formerly was advertising 
| manager for Gering Products, Inc. 
Kenilworth, N. J. 


> * * 


Beard Joins Textileather 


Kenneth A. Beard has joined 
General Tire & Rubber Co.'s Tex- 
tileather division as assistant prod- 
uct design manager. He formerly 
was a designer and stylist with 
Storey Bros. & Co., Ltd., Lancas- 
ter, England, manufacturer of plas- 
tic coated fabrics. 

. * - 


lacocca Appointed to Head 
Ford Division D.C. District 


L. A. Iacocea has been named 
Washington district sales manager 
for Ford division, succeeding 
Emerson Planck, who has been 
transferred to another division of 
the corporation. 

Iacocca formerly was assistant 
district sales manager in Philadel- 
phia. The Washington district con- 
sists of the District of Columbia, 
Maryland and parts of Virginia 
and West Virginia. 

+ * 





Dill and Jones Named 
Russell, Burdsall & Ward Bolt 
and Nut Co. has announced the ap- 
pointment of James M. Dill jr. a8 
assistant to the sales vice-president 
and Ward K. Jones as assistant 
office sales manager. Both have 
been with the company since 1946. 
* a * 


IHC Appoints Setser, 
Tiffin, Davis, Fournier 
International Harvester Co, 
Chicago, has announced appoint- 
ment of O. R. Setser, former assist- 
(Continued on Page 35, Col. 1) 
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(Continued from Page 34) 


ant district manager, Houston, as 
regional fieet sales supervisor. 

Other appointments include Paul 
A. Tiffin to replace Setser; John C. 
Davis to succeed Tiffin as manager 
of the Houston Navigation Blvd. 
pranch, and D. G, Fournier, former 
pranch manager at Hutchinson, 
Kans., to replace Davis as manager 
of the Houston Washington Ave. 
branch. re 


Pontiac Promotes Drury 


In Parts and Accessories 

A. L. Drury has been appointed 
parts and accessories merchan- 
dising manager of Pontiac. 

Drury had been parts merchan- 
dising manager since 1949 and 
upon the retirement of J. H. Otis, 
former accessories merchandising 
manager, the two departments 
were combined, Drury joined 
Pontiac in 1941. 


Chrysler Names Butter field 


To Suceed Vanderkerck 


Kenneth C. Butterfield has been 
appointed staff master mechanic 
for Chrysler Corp., succeeding C. 
F. Vanderkerck, 
who has been 
named to the gen- 
eral managers 
staff of the com- 
pany’s stamping 
division 

As staff master 
mechanic, Butter- 
field will be re- 
sponsible to R. S., 
> Rockafellow, pro- 
* duction engineer- 
K. C. Butterfield ing director, for 
the administration of the central 
master mechanic department, 
also will provide technical guid- 
ance for master mechanic activities 
throughout the corporation. 


Kenworth Appoints Wetta 


Distributor Sales Manager 

Daniel T. Wetta has been named 
sales manager of 
distributor sales 
for Kenworth 
Motor Truck Co., 
Seattle. 

Wetta has been 
with Kenworth in 
sales work since 
1945. For the last 
three and one- 
half years, he has 
been assigned to 
new and used- 
truck sales in 








D. T. Wetta 


Seattle and the surrounding area. 
* . > 


Bosch Corp. Elects Perry 
Chairman of Board 

Foster N. Perry has been elected 
beard chairman of Robert Bosch 
Corp. the American subsidiary of 
Robert Bosch GmbH, Stuttgart, 
Germany. 

Perry, who continues at the same 
time as special representative of 
the parent company, had previously 
been associated with the American 
Bosch Corp., Springfield, Mass. for 
32 years, the last five as executive 
vice-president. 

+. 


VanGilder and Robertson 


Promoted by Weller 

Weller Electric Corp., Easton, Pa., 
has named Frank VanGilder and 
C. R. Robertson to posts as regional 
sales managers. 

Both had been assistant sales 
managers. 

” - 


Plymouth Names Schulz 


To New Service Post 


T. E. Schulz has been appointed 
to the newly created position of 
merchandising manager-service of 
Plymouth. 

Schulz, who was on the Plymouth 
national sales staff, will direct the 
merchandising and promotional ac- 
tivities of Plymouth’s field service 
organization. 


7 a = 
Fruehau fs Carter Retires, 


Will Act as Consultant 


N. A. Carter sr. for five years 
vice-president of Fruehauf Trailer 
Co, has retired from active busi- 


He| 





ness. Carter has spent 30 years in 
the truck-trailer industry. 

Roy Fruehauf, Fruehauf Co. 
president, said that Carter’s resig- 
nation was accepted with “consid- 
erable regret.” He said Carter 
would continue to serve the com- 
pany as a consultant, 

+ + + 


Wardrop to Head Up 
AC’s Sales Training 


AC Spark Plug division an- 
nounces the appointments of H. L. 
Wardrop as director of sales train- 
ing and J. Patrick Kane as assist- 
ant general merchandising man- 
ager. 

E. H. Francois, manager of re- 
placement products sales, also an- 
nounced: Benjamin J. Filer—from 
zone manager in the New York 
sales region to sales promotion 
manager. 

William C, Dalton—from product 
merchandiser for Guide Lamps, hy- 
draulic valve lifters, filler caps and 


air cleaners to national accounts 
representative in the Cleveland re- 
gion, 

Matthew Parker jr—tfrom prod- 
uct merchandiser for fuel pumps, 
oil filters and gasoline strainers to 
national accounts representative in 
the Dallas region. 

Edward J. Brandl—from product 
merchandiser for spark plugs to 
merchandise manager for Guide 
Lamps, hydraulic valve lifters, filler 
caps and air cleaners. 

Howard R. Jones — from zone 
manager in the Philadelphia region 
to merchandise manager for spark 
plugs. 

Robert L. Korth—from zone man- 
ager in the San Francisco region to 
merchandise manager for fuel 
pumps, oil filters and gasoline 
strainers. 

* + = 


Walker Announces Changes 


In Field Sales Organization 


Daniel T. Cannon has been ap- 
pointed Louisville manager for 
Walker Mfg. Co., Racine, Wis., re- 
placing William P. Morey who has 
been reassigned as Indianapolis 
manager. 

Other field organization changes 
include Arnold B, McKee as eastern 
Pennsylvania manager, replacing 


R. W. Camper who has been named 
jack product manager at the firm’s 
home office; Charles L, Neale, Pitts- 
burgh manager, replacing William 
A. Most who has been assigned as 
Cleveland manager; Robert B. El- 
ton, Kansas City territory repre- 
sentative; Robert N. Miller, Peoria 
(Ill.) territory representative; 
James P. Mayer, Dallas territory 
representative, and Vincent R. 

m and Albert T. March, New 
York territory representatives. 

* * * 


Goodyear Tire Promotes 


Griesinger and Hofmann 


Frank S, Griesinger, former man- 
ager of retread and repair 





F. 8. Griesinger J. C. Hofmann Jr. 


materials, has been assigned to 
special projects in conjunction with 


the service sales and equipment 
division, Goodyear Tire & Rubber 
Co., Akron, 

Appointed to replace Griesinger 
is Joseph OC, Hofmann jr., formerly 
assistant manager of retread and 
repair materials. Griesinger began 
his Goodyear career in Akron as a 
member of the truck tire sales 
department in 1916. 

* * oa 
Auto-Lite Picks Voges 

Ernest H, Voges has been ap- 
pointed marketing research man- 
ager for Electric Auto-Lite Co., 
Toledo. Voges formerly was statisti- 
cian for the comptroller’s division. 

* * + 


Whallon Appointed 


Charles L. Whallon has been 
named district sales representative 
for Reynolds & Reynolds Co. in the 
Wichita area. The company manu- 
factures and designs business forms 
and accounting systems for auto 
dealers. 


+ a = 
L-O-F Promotes Trask 

Richard K. Trask has been 
named manager of building prod- 
ucts saies for L-O-F Glass Fibers 
Co. He has been manager of the 
firm’s distributor and acoustical 
sales section. 


get All the BEAR FACT, iS, and you'll buy 


BEAR. ALINEMENT SERVICE Right Now! 


FRONT END SERVICE 
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itso BEAR FACT 


. .. that the customer-drawing Bear Sign 
stands for topnotch alinement service . . . 
respected by MILLIONS MORE 
than any other safety service sign! 


itso BEAR FACT 


. .. that thousands of “trainees” 
end work have become big-mon 
ment experts at the Bear School — you 


can too! 


its a BEAR FACT 


... that nothing sells alinement service as 
dramatically as the fascinating Telaliner 
TV-like screen. Actually duplicates front- 
end readings for operator and customer to 
see... unrivalled for accuracy! 


r 
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in front- 
aline- 
known 





equipment for expansion to com 
front-end and frame service. 





itso BEAR FACT 


...that more shops have started in the 
alinement business with this Bear 195-84 
Service than with any other! It's the basic 


F oe 
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itso BEAR FACT 


... that with this Bear Floor Level Front- 
End Service, a complete front-end dept. 
for all cars and light trucks will fit in a 
12* x 13* space! 


All Bear Alinement Equipment accommodates 


the NEW 14° WHEELS without special adapters 





Today’s car owners are more 
FRONT-END conscious than ever! 
Emphasis on the smoother ride, more 
delicately- suspension systems 
and other comfort features, plus the fact 
that there are more cars on the road 
than ever—these factors are creating the 
biggest demand for wheel alinement and 
ing in history. Of course you'll 
want to get into alinement service right 
now so you won't be left out of this profit- 
able picture. If you’re already in the front- 
end business, you’ll want to be set up to 
get an even r share of this grow- 
ing market by adding to your alinement 
department. Whatever your situation, 


Get the BEAR FACTS 
and COMPARE! 
You'll understand why more servicemen 


t-End Equipment than 
was kaeiaiaateecartesmaes 


they make more money with Bear. With 
over 35 years of specialized front-end 
correction equipment experience, Bear 
engineers have an unmatched familiar- 
ity with the serviceman’s needs when it 
comes to making alinement work more 
profitable, simpler, faster. Ask any sea- 
soned front-end man and he'll tell you: 
BEAR Always does the job right 

in every respect! 

In fact, designing and building alinement 
equipment that goes ’way beyond ordi- 
nary expectation is second nature to 
Bear. This is true, not only in terms of 
ease of operation and precision results, 
but also in connection with helping oper- 
ators become top money- aline- 
ment experts (at the famous Bear School) 
and keeping customers sold on Bear year 
after year, through national advertising 
in the post and other merchandising 
programs. 


Before you buy alinement equipment, 
consider its importance to your profits 
today as well as your business’ future. 
Remember that Bear has earned its lead- 
ership in this field by contin deliv- 
ering extras that spell the difference 
ae pap just another front-end service 
aso 
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Legislative Roundup... 





Legislation Affecting Auto Industry 


ROPOSALS for new or more stringent motor vehicle 

inspection and equipment requirement laws are promi- 

nent among bills being considered by state legislatures 

throughout the country. A new program of compulsory 

motor vehicle inspections at State-licensed private garages 
oOo 


was proposed by an Indiana 
bill. Supervision of the pro- 
would be under the 
state director of traffic safety. Me- 
chanical defects uncovered by the 
inspections would have to be cor- 
rected in five days. 
The legislation would appropriate 
$450,000 for launching the inspec- 
tions for the fiscal year starting 


Packard Firm Sold 


Roy J. Keller, Inc. has been 
named Packard dealer in Twin 





Falls, Id. It replaces the Falls Trac- | a 


tor and Equipment Co., which has 
been dealer for Packard in the area 
for the past 10 years. 


First, this man’s a topnotcher—a guy with 
plenty of savvy —a mechanic who knows an 





next July 1, and $350,000 for the fol- 
lowing year. 


At a hearing, the Indiana Auto 
Dealers Assn. recommended that 
only one inspec- 
tion be required 
the first year, 
with semiannual 
inspections re- 
quired thereafter. 
The association 
also suggested 
that $2.50, rather 
than $1.25, be re- 
quired as a fee to 
cover adequate 
inspection. It fur- 
ther proposed 


engine inside out — and a little more. 


He’s your heavyweight — your money-maker 
—a pusher who beats flat rate time by 25 per- 


cent day in, day out. 


But he needs more than just know-how to 
turn out the kind of work he does. He needs 
tools — good tools —tools that fit right — 
tools he can lay into — tools that won’t let him 
down. He knows all about this, too. That’s 
why he settled on Snap-on long ago. For his 
money, tools don’t come any better — they 


never did. 


Another thing, this mechanic is pretty close 
to the Snap-on man who calls at the shop. In 
addition to getting his regular tools, he finds 










SNAP-ON TOOLS CORPORATION 


8082-B 28th Avenue @ Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation. 





that the amount, of the inspection 
fee to be turned over to the State 
Bureau of Motor Vehicles be re- 
duced from 30 to 15 cents. 

Colorado legislative measures 
recommended by the State High- 
way Safety Council included a bill 
which would raise motor vehicle 
inspection requirements and boost 
the semiannual fee from 50 cents 
to $1.50. 

Maryland’s House passed and 
sent to the Senate a bill calling for 
annual motor vehicle inspections at 
designated private garages under 
supervision of the State Police. Un- 
der the bill, motorists would pay 
the garage a total of $1.50, of which 
20 cents would go to the State to 
cover the program’s administrative 
costs. 

A bill introduced in the Michigan 
Legislature would provide for peri- 
odic compulsory inspection of mo- 





tor vehicles at State-licensed pri- 
vate garages. 

A fee of not more than $1.50 
would be charged under the Michi- 
gan bill for each inspection, and the 
inspection station would be charged 
an annual $25 license fee, The State 
Police would establish rules and 
regulations covering the inspections 
and would supervise the program. 

oe * + 


Ohio Joins Trend 


a” OHIO legislative proposal 
would require mechanical 
spection of motor vehicles. 

Compulsory annual inspection of 
vehicles at State-designated private 
garages was proposed by a bill in- 
troduced in the South Carolina Leg- 
islature. 

It would empower the State 
Highway Commission to license 
and supervise inspection stations 
and make rules consistent with 
the act regulating their opera- 
tion. A $1 charge would be made 
for each inspection, with 25 cents 
going to the State. 

Counter to the trend toward new 
and stronger inspection laws, a bill 
introduced in the West Virginia 
Legislature would abolish present 
compulsory annual motor vehicle 
inspections in that state. 


Provisions for such inspections 


out all about the timesaving specials Snap-on 
builds to speed up repair jobs — the curved 


and offset wrenches for slipping into spots ordi- 


makes of cars or trucks. 


nary tools can’t reach — the tools specially de- 
signed for specific operations on particular 


easy payments for hand tools, shop equipment 


You like more profits — so do your mechanics. 


That’s why it’s good business to welcome the 


Snap-on man and encourage your men to get 
the tools they need. Snap-on makes it simple, 
too, with an easy payment plan that covers 


hand tools, and shop equipment as well. Get 
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the facts from your Snap-on man now. 


URC (Sa) 36/3) Wee) 


in- | 





ee 


was included in a 1951 revision of 
the West Virginia Motor Vehicle 
Code, but it was not until 1955 that 
means of financing the program 
were provided and the inspections 
were started. 

Wyoming’s House of Representa. 
tives rejected a bill which would 
have provided for inspection of 
every new or used car when titled 
for the first time in the state. 

* * * 


|Remedial Bills 


yaa types of motor vehicle 
equipment requirement bills are 
| flooding state legislatures, aimed 
mainly at safety or bringing out- 
moded laws into line with new car 
designs. An example of the latter igs 
a Michigan proposal which would 
allow front headlights to be only 
24 inches from the ground. Present 
Michigan law calls for 28 inches, 
A bill introduced in New York 
would require safety belts for all 
seats of motor vehicles manufac- 
tured after next Jan. 1. It would 
exempt vehicles operated under 
dealer’s license and vehicles trans- 
porting passengers for hire. 

Another bill would require vehi- 
cles manufactured after next Jan. 
1 to be equipped with safety crash 
pads on dashboards unless the dash- 
board is made of approved safety 
material. Trucks and vehicles trans- 
porting passengers for hire would 
be exempted. 

Another New York proposal would 
make it unlawful after next Jan, 1 
to operate a truck, trailer or semi- 
trailer without rear wheel splash 
guards which are contoured so that 
their inside surface is_ relatively 
parallel to the tire surface. 

Highway safety recommendations 
to the New York Legislature by 
Gov. Averell Harriman included a 
proposal for a requirement that all 
trailer trucks be forced to carry 
speed recording devices, as inter- 
city buses now are. 

A Wisconsin bill would set % 
decibels as the noise limit for truck 
mufflers. 

A bill introduced in the Connec- 
ticut Legislature would require 
every automobile to have an out- 
side rearview mirror. 

Missouri lawmakers received a 
proposal that vehicles be required 
to be equipped with governors lim- 
iting their speed to 70 miles an 
hour. 

A Kansas legislative bill would 
require all cars to have mechanical 
turn indicators. 

* = > 


Brake-Fluid Bills 


N ARIZONA bill would em- 
power the State Highway De- 
partment to specify minimum 
standards for hydraulic brake fluid. 
Meanwhile, the Arkansas House of 
Representatives passed and sent to 
the Senate a bill to require the state 
revenue commissioner to issue regu- 
lations on the quality of hydraulic 
brake fluid. 

Lawmakers of several states 
are considering proposals aimed 
at limiting the horsepower of new 
cars, In New York, for example, 
a resolution adopted by the Po- 
lice Advisory Board of the State 
Division of Safety urged the Leg- 
islature to investigate what it 
called the “horsepower race” 
among automobile manufacturers, 
and the industry’s use of adver- 
tising to promote sales “on the 
basis of increased power and 
speed.” 

A legislative resolution drawn up 
in Maryland would urge Congress 
to take steps aimed at restricting 
the maximum horsepower of auto- 
mobile engines. 

It would set a ratio of one horse- 
power for each 33 pounds of weight. 

A bill introduced in the Connecti- 
cut Legislature would change the 
fee system of registering automo- 
biles in the state from the present 
flat rate of $8 to seven cents for 
each unit of horsepower. 

” - * 
Speed Limits Eyed 
Bus proposing new or revised 
state motor vehicle speed limits 
are being widely considered. Cali- 
fornia lawmakers, for example, 
were urged by Gov. Goodwin J. 
Knight to enact a maximum speed 
limit of 65 miles per hour. 

Florida’s Legislature, which 
doesn’t get under way until April, 
is expected to get a bill that would 
establish a maximum lawful speed 
of 65 miles an hour in the day- 
time and 55 miles an hour at 
night. This would replace the 
atate's present prima facie speed 

w. 

Gov. William G. Stratton, in his 
(Continued on Page 37, Col. 1) 
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Legislative Roundup 





(Continued from Page 36) 


‘ ral message to the Illinois 
Pe eteture, urged enactment of a 
statutory speed limit, 

Bills introduced in the Kansas 
Legislature include a proposal for 
a statewide speed limit of 65 miles 
an hour during daylight and 60 
miles after dark. Another measure 
would fix a Kansas speed limit of 
70 miles per hour by day and 60 by 
night. 

A bill introduced in the Missouri 

islature would impose a top 
limit of 65 miles an hour in 
the daytime and 55 miles an hour at 
t. It also would authorize the 
State Highway Commission to es- 
tablish speed zones with lower 
limits where highway condi- 
tions warrant. Missouri now has no 
specific speed limit on passenger 
cars. 
Gov. J. Hugo Aronson urged the} 
Montana Legislature to enact a 65- 
mile-per-hour highway speed limit. 

Enactment of a Nevada gen- | 
eral speed limit law was recom- | 
mended by Supt. Robert J. Clark, 
of the State Highway Patrol, He | 
proposed a maximum speed of 65 
miles an hour for daylight hours 
and 55 miles at night. 

A South Carolina legislative pro- 
posal would establish a maximum | 
speed limit of 65 miles per hour for| 
passenger cars and 60 miles for| 
trucks during daylight hours. Night | 
limits would be 60 miles per hour} 
for passenger cars and 55 miles for | 
trucks. South Carolina now has a} 
maximum speed limit of 55 miles 
per hour. 

Wyoming’s State Highway Patrol | 
proposed the enactment of a bill | 
which would increase the state’s| 
speed limit from a prima facie 60 
miles per hour to an absolute 65 
miles per hour. 

An Arizona bill would set a maxi-| 
mum speed limit of 60 miles per} 
hour in the daytime and 50 miles| 
at night. 
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Vermont Seeks to Shift 


Responsibility to Dealers 

A bill to require new and used- 
car dealers, seeking dealer plates, 
to prove that sale of automobiles 
is their principal business has | 
been introduced in the Vermont | 
Legislature. Under the present 
law, proof rests on the Motor | 
Vehicle Department. 

Another measure would require | 
a dealer to report sale of an au- | 





tomobile listed as unfit for recon- | 

ditioning to the Motor Vehicle 

Department. The purchaser would 

have to report receipt of it, This | 

bill is designed to rid the roads 

of cars that ought to be junked. | 
7 = > 


Bills Would End Hardships 


In Pa. Truck Safety Act 


Proposed changes :n Pennsyl- 
vania’s new “truck safety law” 
(Act 671), which became effective 
Jan. 1, have been introduced in the 
legislature as a result of inequities 
in the law which have come to light 
in the short period since the act 
has been in effect. 

Reps. W. Mack Guthrie and John 
A. Lafore jr., offered a measure in 
the house establishing additional 
registration classes for commercial 
vehicles and changing existing 





Maximum gross weights and an- 
nual registration fees. 

In introducing the measure 
(house bill 61) Guthrie pointed out 
that Act 671 is proving to be a 
hardship on some commercial vehi- 
cle users, in that it forces them 
to operate “some vehicles consider- 
ably under the safety standards as 
Provided by the law.” 

* z 


States Whet Ax 
And Eye Tax on 
Trading Stamps 


Legislatures in several states are 
considering measures to regulate or 
merchants giving trading 
stamps and the firms supplying 
them. States and the proposed pro- 
visions are: 

Cauirornia: Retail establishments 
giving stamps would be taxed from 
$4,000 to $7,000. 

Sourh Carouna: A Senate bill 
Would outlaw stamps. A House bill 


would amend an 1887 law to outlaw 
premiums on all merchandise. 

New Mexico: A Senate bill would 
provide that cash value of unre- 
deemed stamps must be paid to the 
state after three years. 

Iowa: A bill would require each 
firm furnishing stamps to pay an 
annual $100 license fee, post a $20,- 
000 bond and pay an annual gross 
receipts tax. 

MINNESOTA: Firms issuing stamps 
would be required to redeem them 
for cash and merchandise. Cash 
value would have to be imprinted 
on each stamp. 

SoutH Dakota: Trading stamp 
companies would be required to 


| keep a record of the number issued 


and redeemed. “There is a possi- 


| bility the state is losing revenue,” 


said one lawmaker. 
NortuH Dakota: Cash value would 
be required to be printed on each 


| stamp. Voters in November over- 


whelmingly rejected a measure to 





place a $6,000 license fee on each 
stamp outlet store. 


* * * 


Used-Car Interest Ceiling 


Requested in Colorado 

Legislation offered in the Colo- 
rado House would set a top rate 
of 15 percent interest for install- 
ment loans on older used cars, 
graduated down to a 9 percent 
maximum for new cars, 

Rep. John Vanderhoof, Glen- 
wood Springs, who introduced the 
bill, said it’s aimed at used-car 
dealers who charge buyers up to 
25 percent interest while making 
them think they’re getting a 
“steal” on the car price. 


> * * 

Vehicle Inspection 
Proposed in Michigan 

Periodic compulsory inspection of 
motor vehicles at State-licensed pri- 
vate inspection stations was pro- 
posed by a bill introduced in the 
Michigan Legislature by Sena- 
tor Haskell L. Nichols, Jackson 
Republican, 

Motorists would be charged not 
more than $1.50 for each inspection, 


under the bill, and the inspection | 
station would be charged on annual) 
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The newly elected executive committee of the Vinyl Fabrics Institute is composed of, 
from left, J. D. Lippmann, Textileather division, General Tire & Rubber Co., Toledo; S. 
Ernest Kulp, Masland Duraleather Co., Philadelphia; J. P. Haughton, Joanna Western 
Mills Co., Chicago; Fred L. Ford, Athol Mfg. Co.; Athol, Mass.; Paul Howard, Wey- 
mouth Art Leather Co., South Braintree, Mass.; J. W. F. Young, Federal Industries, 
Belleville, N. J.; W. J. Mulvey, United States Rubber Co., Misawaka, Ind.; and M. N. 


Nickowitz, E. 1. du Pont de Nemours & Co., Wilmington, Del. C. Gordon Jelliffe, 
Columbus Coated Fabrics Corp., Columbus, O., is not pictured. Institute officers ore 
Ford, president; Jelliffe, first vice-president; and Howard, second vice-president. 





license fee of $25. The State Police 


on and would supervise the pro- 
would establish rules and regula- | gram. 
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WINDSHIELD SEALER — The E-Z Seal 
is an elastic windshield sealer designed 
for use on both wet or dry surfaces. Not 
a cement, it will not shrink, expand or 
harden, but remain permanently elastic, 
it is claimed. Harmless to paint or rubber, 
E-Z Seal is said to wipe off with a dry 
cloth: B & J Sales Co., 1109 South la 
Brea, Los Angeles 19, Calif. 

ee 


Cutting Oil Marketed 


A new pressurized cutting oil, 
said to cling to metal at any angle, 
has been announced by A. W. Ches- 
terton Co., Everett 49, Mass. 
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SUSPENSION GAUGE — A gauge for 
checking the height and level of Torsion- 
Aire suspension on all 1957 Chrysler 
Corp. cars has been introduced by Miller 
Mig. Co., 5919 Tireman Ave., Detroit 4, 
Mich. The gauge is said to hold itself in 
position with spring clips and can be left 
in position until headlamp aiming and 
alignment cycle is completed. The unit is 
said to check both sides at the same 
time. Torsion bors can be adjusted with 


gouge in place. 
2.8.98 


Briefcase Recorder 


A self-powered recorder- 
transcriber which operates inside a 
closed briefcase without an exposed 
microphone, and which stops and 
starts automatically as voice is 
stopped and started, has been 
placed on the market by Miles Re- 
producer Co., Inc. 812 Broadway, 
New York 3, N. Y. 


DISTRIBUTOR WRENCH — The FDR-300 
distributor wrench is especially designed 
for the new Delco-Remy external adjust- 
in which the contact 
point opening (and hence cam angle or 
dwell) is adjustable through a “window” 
in the cap, while the engine is running, 
it is claimed. The wrench is for the 1956 
Cadillac and Oldsmobile, and all General 
Motors cars for 1957 except the six- 
cylinder Chevrolet. Eells Mfg. Co., 22 
Gilpin Rd., Willow Grove, Pa. 

eS ee 


Crescent Markets 


Extension Cords 

Crescent Co., Inc., Pawtucket, 
R. L,, has ounced a line of elec- 
trical m cords designed for 
resale to consumers by service sta- 
tions, garages, car dealers and auto 
supply stores. 

Packaged in individual self- 
display cartons, the new ion 
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NEW PRODUCTS 


cord line covers 95 percent of the 
demand, Crescent said, and is de- 
signed for the do-it-yourself mar- 
ket. The cords are approved by 
Underwriters Laboratories and are 
made for portable lighting, power 
tools, home work shops, electric 
lawn mowers, hedge clippers and 
outdoor lighting displays, Crescent 
said. 


TIRE CHANGER — All Bishman tire 
changers are being equipped with im- 
proved chuck jaws and a lower bead 
breaker shoe, according to the manufac- 
turer, Bishman Mfg. Co., Osseo, Minn. 
The chuck jaws are said to hold 14-inch 
wheels more solidly, and especially Chev- 
rolet, Ford and Mercury wheels that have 
to be worked on valve side down. These 
self-centering jaws have a complete range 
to take all drop and semi-drop center 
wheels from 14 to 17 inches. The breaker 
is said to employ the Bishman patented 
action that starts the pressure on the bead 
at one point and rolls it off the rim in- 
stead of pushing it off. A modernization 
kit is also available for older Bishman 


changers. 
> > 


” 
Dehumidifier Offered 

A dehumidifying compound for 
removing dampness and prevent- 
ing rust, corrosion and mildew in 
all types of buildings, is an- 
nounced by Speco, Inc., 7308 As- 
sociate Ave., Cleveland 9, O. 
Known as Hum-I-Dri, it is said to 
absorb up to 10 times its own 
weight in moisture from the air. 


HI-Fl SPEAKERS — The Speedex Sonata 
Hi-Fi Speaker Kits, designed for installa- 
tion in the rear deck of any automobile, 
have been marketed by Speedex Mfg. Co., 
400 S. Wyman St., Rockford, ill. Every- 
thing necessary to make a satisfactory in- 
stallation is said to be included in the 
kits. There's a crossover network for bal- 
ancing the high and low frequencies, an 
installation harness connector that fits all 
cars, high-styled grille, three-way switch, 
all hardware items and instructions. Kit 
No. W9502 provides a chrome grille, while 
that of Kit No. W9503 is a decorator gray. 

* 


7 + 
Label Printer 
-A portable, one-hand label printer, 
which makes, applies and prints a 
self-sticking label is being distrib- 


uted by Custanite Corp. 1228 Utica 
Ave., Brooklyn 3, New York, 
* 


LECTERN — A portable folding lectern, 
designed especially for companies that 
conduct private and public meetings in 
widely scattered locations, has been mar- 
keted by Detroit Lectern Co., Inc., P. O. 
Box 3735, Detroit 15, Mich. Sturdily con- 
structed, the unit is: said to have a right- 
height, inclined reading surface for com- 
fortable speech delivery. 


BALANCING WEIGHTS — Two wheel 
balancing weight lines for the 14-inch 
cor wheels are offered by Turner Mfg. 
Co., Inc., Kokomo, Ind. The UT, standard 
weight line, is available in 20 sizes from 
Y%, ounce through six ounces. The XT, extra 
thin weights, come in 16 sizes from % 
through four ounces. Both the Standard 
and Extra Thin weights fit all 13, 14, 15 
and 16-inch wheels, and are designed to 
be used in conjunction with the large 
wheel covers with which ‘57 Ford Fair- 
lane, Chevrolet Bel Air and Cadillac cars 
are equipped, it is claimed. 

* * * 


Flashlight to Wear 


A flashlight in a frame like a 
pair of glasses—to be worn on the 
forehead, thus freeing both hands— 
has been marketed by Post-Way, 30 
E. Twentieth St., New York 3, N, Y. 


MIRROR — A fender-mounted rear view 
mirror has been designed by Chrysler 
Corp: to harmonize with the company’s 
1957 model cars. The chrome-plated Mo- 
Par accessory is composed of three ele- 
ments: An adjustable head containing the 
round glass mirror, a tapered cylindrical 
holder for the mirror assembly, and a 
heavy duty mounting plate with twin sup- 
porting struts for the mirror and holder. 
This three-piece design is said to allow 
easy interchangeability of parts if replace- 
ment of any one should become neces- 
sary. Mirrors are now available at Mo- 
Par parts wholesalers and Chrysler Corp. 
dealers. . 

7 7 


Door Bumpers 


A rubber door bumper said to 
take the shock and damage out of 
door opening is offered by Super- 
site Corp., 300 Seymour Ave., Derby, 
Conn. 


ENGINE PREHEATER — Efficient heat 
transfer for easy cold weather starting 
is said to be featured in the Zero-Start 
coolant immersion (headbolt) engine pre- 
heater produced by Phillips Mfg. Co., Inc., 
2816 Aldrich Ave. S., Minneapolis 8, Minn. 
Adaptable for frost plug, water pump 
and drain plug installation where head- 
bolt application is difficult or impractical, 
models of the all-metal, 650-watt heater 
fit almost all engines, it is claimed. 

. ee Se 


New Prep-Sol Cleaner 


Offered for Car Finishes 


A new “Prep-Sol” 3919 solvent 
cleaner, said to be safe in clean- 
ing all types of auto finishes in- 
cluding the new “Lucite” acrylic 
lacquer, is now being offered by 
the Du Pont Co., it is announced 
by George H. Berlin, national 


manager of the company’s re- 
finish sales section. 
Reformulated to remove waxes 
and polishes (including silicone), 
grease, dirt and tar, quickly and 
easily, new “Prep-Sol” prevents 
foreign materials from being 
sanded into the old finish, it is 
claimed, and will not injure coat- 
ings of “Lucite.” The cleaner 
is said to prevent “fish eye,” 


craters, spots, but is not recom- 
mended for cleaning bare metal. 
= « 
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PUNCTURE SEALANT — Rubbertex, an 
asbestos base puncture sealant for car 
and truck tires, has been marketed by 
United Rubbertex Corp., 260 Madison Ave., 
New York, N. Y. Injection of Rubbertex 
is made through tire valve while tire 
stays on wheel, it is claimed, Noninflam- 
mable, the product will not affect opera- 
tion of valve. Previously available only 
to large fleet owners, the product is now 
ready for distribution to tire distributors, 
tire dealers, recappers, 
ments and service gations. 
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Ammco Improves Lathe 


Ammco Tools, Inc., North Chi- 
cago, Ill, has announced that its 
popular Model 3000 brake drum 
lathe is being produced with an im- 
proved feed mechanism lubrication 
system. 


CRANKSHAFT REGRINDER — A speci- 
ally designed chankshaft regrinder for 
heavy-duty truck, tr actor, and road- 
building equipment crankshafts has been 
introduced by Van Norman Automotive 
Equipment Co. of Springfield, Mass. This 
Van Norman machine, according to the 
company, fills the need to regrind crank- 
shafts up to 84 inches long, with a 22 
inch swing over centers. Designated the 
No. 467 Crankshaft Regrinder, it is said 
to incorporate all the traditional Van 
Norman qualities for precison machining 
and highest standards of accuracy. 

* * 


Lee Rubbing Compound 


Lee Polish Mfg. Co., Brooklyn, N. 
Y., has released for sale a new 
polishing compound designed for 
use on synthetic enamel automo- 
bile finishes. The product is being 
marketed as Lee’s White Synthetic 
Rubbing Compound and is availa- 
ble in one-pound, one-gallon and 


five-gallon sizes. 
7 + = 


VACUUM CLEANER — Following intro- 
duction of two previous “Turbo-Vac" 
models, the Kent Co., Inc., 873 Canal St., 
Rome, N. Y., now offers model 65. Model 
65 is @ full-time vacuum and blower, and 
offers a bigger-capacity tank, 11% bushels 
or 9 gallons, it is claimed. Tank is of 
heavy gauge steel, plastisol-lined to pre- 
vent rusting. The machine is equipped 
with one horsepower by-pass motor housed 
in a removable head. 


OlL FILTER WRENCH — A wrench for 
dealers, specially designed to be used fo 
tightening and loosening the PER-1 dis. 
posable cartridge oil filter used on af 
1957 Ford Motor Co. cars, is being offered 
tree by Purolator Products, Inc., Rahway, 
N. J. The wrench, designated W-57, comes 
packed with a special carton of six PER.] 
filters. The company points out that the 
W-57 will fit all the new disposable filter 
cartridges. 


+. * + 
Distributor Tool Offered 
A new Delco-Remy point- 

adjusting tool has been announced 
by Herbrand Tools, Fremont, 0. 
The tool makes it easy to adjust 
points through the distributor win- 
dow. 


service depart- |) 


DEGREASER — Zipp, an aerosol de- 
greaser, is said to be excellent for avio- 
mobile cleaning, electrical motor clean- 
ing, the removal of tar, greasy stains on 
painted surfaces and concrete floors, and 
excessive oil and grease on parts to be 
fixed. Zipp dries rapidly leaving no film 
or vapor, it is claimed. It will not short 
electrical equipment, is noncorrosive and 
nonflammable, and is safe on painted sur- 
faces. 


Underwood Poster 


A portable posting machine has 
been introduced by Underwood 
Corp. in Hollywood Beach, Fla. De- 
signed to post simple records such 
as accounts receivable or accounts 
payable, it will sell for approxi- 
mately $1,000. 
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SUSPENSION GAUGE — A suspension 
height and level-checking gauge for use 
on 1957 model Chrysier-made cars 
equipped with Torsion-Aire front suspen- 
sions is now available from John Bean 
Division, Food Machinery and Chemical 
Corp., Lansing 4, Mich. 

The gauge, designated as the model 
54, is said to be an essential addition 
to present equipment for efficiently serv- 
icing new cars equipped with this supen- 
sion as it is necessary that they be 
levelled before making camber and caster 
adjustments, or aiming headlights. The 
gauge permits accurate levelling within 
plus or minus 1/16 inch. 


Sinko Introduces 


Adjustable Silencer 

Sinko Mfg. & Tool Co., 7310 W. 
Wilson Ave., Chicago 31, Ill, has 
announced an adjustable silencer. 
It is claimed the silencer is guar- 
anteed to reduce wind and air 
noises. ; 

The latest “modulation louvre” 
engineering principle is employed 
in the design of the silencer, Sinko 
said. 
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By Leo T. Parker 
Attorney at Law 

AILURE of a person to file a 
F suit within the period specified 
by a state law forever bars the per- 

son’s right to re- 
cover a favorable 
verdict. 

For example, in 
Aldridge v. Uni- 
versal C.LT. 
Credit Corp., 290 
S. W. (2d) 398, it 
was shown that a 
state law provides 
that a suit for 
damages must be 
filed within two 

L, T. Parker years. A man| 
named Aldridge purchased an auto- 
mobile from an automobile dealer 
and financed the deal through Uni- 
versal C.L.T. 

The latter retained the title cer-| 
tificate to the automobile to secure 
the debt owing it by Aldridge. Ald-| 
ridge paid the finance company for'| 





the automobile, and demanded that | — 


it deliver to him the title certifi-| 


cate. 
This demand was refused. Ald- | 
ridge delayed more than two | 
years in filing a suit against the 
fmance company for ordinary 
damages in the sum of $100 and 
exemplary damages of $1,500. 

The higher court refused to hold 
in favor of Aldridge and said: “No}| 
suit having been filed for damages | 
as a result of appellee’s (Universal 
CLT. Credit Corp.’s) wrongful fail- 
ure to release said lien until Feb. 
%, the cause of action for such 
damages had become barred by the 
two-year statuté of limitation.” 

> = 


An Honest Mistake 


CCORDING to a late higher 

court decision, an automobile 
dealer is not liable for charging 
illegal interest if the testimony 
shows that the usury resulted from 
an honest mistake. 

For example, in Blalock v. J. A. 
Bilal, 288 S. W. (2d) 327, it was 
shown that a dealer sold an auto- 
mobile on the installment payment 
plan. The buyer signed a note for 
the balance due providing for pay- 
ment of interest at the rate of 5 
percent from the date of the note. 

By mistake the attorney who 
prepared the note and chattel | 
mortgage, securing the note, in- 
cluded a clause in the chattel 
mortgage which provided for 
payment of 10 percent interest. | 
A state law provides that inter- 
est rates above 7 percent are 
egal. 

It is interesting to observe that 
the higher court held that the 
transaction was not usurious, and 


“The attorney who prepared the 
Note and mortgage frankly ad- 
Mitted that he made a mistake in 
his mental arithmetic in calculating 
the number of monthly payments. 
The frank admission of the attor- 
ney substantiates the parties. Usury 
is not to be inferred when neither 
the borrower promised to pay a 
greater rate of interest than the 
law permits, nor the lender know- 
ingly entered into a usurious con- 


* x * 


Verbal Agreement Valid 


GENERALLY speaking, a written | 
contract cannot be altered on 
varied by a verbal or parol promise 
Or agreement, However, a late | 
higher court has modified this law. | 
For illustration, in Mossler Ac-| 
ceptance Co. v. Tips Motor Co., 289 | 
S.W. (2d) 295, the testimony showed 
facts, as follows: 
Tips is a dealer in second hand 
automobiles. For many years the 
dealer would sell automobiles to 
various purchasers for a purchase 
Price, payable partly in cash and 
Partly on credit in deferred 
monthly payments. The unpaid 
Part of the purchase price would 
be evidenced by notes secured by 
chattel mortgages on the auto- 
mobiles denominated by the par- 
ties’ conditional sales contracts. 
he principal of the notes would 
include, in addition to the unpaid 
Purchase money, financing and in- 
surance charges. During these 
years the dealer would sell these 
notes to Mossler for cash in the 

amount of the unpaid purchase 
Money only. Insurance premiums 
Would be advanced by the finance 


Lawsuits Affecting Dealers .. . 
eee eens 


Court Decisions 


| company 

notes representing premiums and 
finance charges would be collected 
and retained by the finance com- 
pany for its own reimbursement 
and for the use of its money, 


ond hand automobiles became 
shaky and went on the downgrade. 
The finance company then became 
unwilling -to purchase the paper, 
for sums absolutely payable in the 
full amount of the unpaid purchase | 


price of the automobile, but was/that no parol evidence can be 


39 
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and the amount of the 


About 1951, the market for sec- 








Statisticians Predict 
6,400,000 Factory Sales | 


DETROIT. — Factory sales of | 
passenger cars in 1957 will total 
6,400,000, according to members of 
the Detroit chapter of the Ameri- | 
can Statistical Assn. 

This is the average of estimates 
made by members of the group at | 
their monthly meeting. Forecasts 
ranged from 6,000,000 to 6,800,000. 


| 








willing, in respect to a part of such 
unpaid purchase price, to bind it- 
self only upon certain contingen- 
cies. 

In later litigation the dealer 
alleged that by a series of verbal 
conversations with officials of the 
finance company certain agree- 
ments were made with respect to 
the dealer’s responsibility for 
accounts of automobile purchasers 
who failed to make their agreed 
monthly payments. 

Notwithstanding the usual law 
that written contracts cannot be 
varied or changed by verbal 
agreements, the higher court held 
valid the verbal agreements 
between the dealer and Mossler, 

The court said: “Before the rule 


received to vary the stipulations of 
a writing alleged to be a contract 
betwen the parties can apply, the 
writing must be shown to be their 





| contract.” 


Lee Moves in Miami 








Dodge Dealers Sponsor Used-Car Show— 


Dodge dealers in the Buffalo area have found a unique way to overcome the slow 

MIAMI. — Lee Rubber & Tire| season in used-car sales during the winter months. The 10 dealers get together and 
Corp. has opened a new and en-|hold an “indoor” used-car sale in the Buffalo Memorial Auditorium. They reported 
larged factory branch office and| more than 200 sales during the second annual three-day show. Looking over a used- 
warehouse at 3215 N, W. Seventh | car, from left, are Bill Wagner, Joseph W. Snider, Inc., Buffalo; Jim Delacy, Delacy 
St., here. A, H. Deters is branch | Motors, Lancaster; Paul Gifford, Dodge Buffalo city sales manager; and Harold Marks, 
manager. Midtown Motors, Williamsville. 











“Nothi 


ng but the best for our customers — 


we start them with Super Blend!” 


The secret to repeat business is cus- 
tomer satisfaction. And in motor oils, 


Quaker State is 


quart. Keeps new cars running like 
new long after they’ ve left your show- 
room. For Super Blend is the 


remarkable pure 


10W-30HD lubricant made for high 
compression motors. It’s an all-weather 
oil—best in quality, protection, 
performance. Millions see it advertised 
nationally each year. See for yourself 
how years-ahead Super Blend can help 
you build business. 


satisfaction by the 


Pennsylvania SAE 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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Junior Achievement Booth at Auto Show— 








A-man with double interests in the Detroit Auto Show is James M. Roche, left, Cad- 








Pacific Show ‘Wrapped Up’ 


Exhibit Space Virtually Sold Out for Seattle 
Exhibit; Sponsors Number 500 


SEATTLE. — Plans for the 1957 | 


tendance by the general automotive 


Pacific Automotive Show March! sales and service trades. 


7-10 at the Civic Auditorium here 
have reached the “wrapup” stage, 
according to Ray H. Gerlach, 1957 
PAS president. 

Indications are that this ninth 
annual all- Western automotive 
trade show will maintain “its 
position as the top event of its 
kind,” Gerlach said. 

Gerlach said exhibit space is vir- 
tually sold out, with 475 booth 
spaces already reserved by more 
than 285 automotive manufacturers. 

All facilities of the auditorium 
will be utilized for the show—the 
arena level, upper level and lower 
level. In addition to the regular 
upper-level entrance, a newly con- 
structed main entrance will lead 
directly to the lower level. 

With exhibitor commitments on a 


According to J. Leonard Gibson, 
|executive manager of the show, 
there are already more than 500 
|main-store sponsoring wholesalers, 


Arizona Bill Would Ban 


Spurious Brake Fluids 


PHOENIX. — Arizona’s State 
Highway Department would be 
authorized to specify minimum 

| standards for hydraulic brake fluid 
| under terms of a bill introduced in 
|\the State Legislature by Rep. Carl 
| Sims, Maricopa Democrat. 

Many accidents, he said, are 
caused by “cheap” fluids which 
have a tendency to heat up and 

|prevent brakes from holding. The 
| proposed legislation would prohibit 


|show will be open to thy 








illac general manager. Roche is also chairman of Junior Achievement's fund raising 
campaign in Michigan. He is shown touring the J. A. exhibit at the auto show with 
Richard S. Morron, public relations director, Junior Achievement of Southeastern Michi- 




















\the sale in Arizona of fluid which 
|does not conform “as nearly as 
| practicable” to SAE standards and 
| specifications, 


solid footing, Gerlach said, the show 
emphasis is now on an allout drive 
to complete Western wholesaler 
sponsorship of the show and at- 
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AMERICA’S LARGEST SELLING 
BACK-HOE 


NOW AVAILABLE 


TRUCK MOUNTED 
A GREAT NEW MARKET FOR TRUCK DEALERS 


The construction boom is on, and new, profitable sales are yours with 
this new DAVIS TRUCK BACK-HOE. Plumbers, contractors, 
utilities, counties, townships, cities, petroleum companies, and many 
other industries want this versatile equipment. FIRST, because it has 
the features that have made it America’s largest selling back-hoe. 
SECOND, because it can be completely detached from the truck in five 
minutes, freeing the truck for normal utility. THIRD, because it is 
priced lower than any other truck unit. 


The Davis Back-hoe will fit all one-ton or larger flat-bed trucks. 
Independent hydraulic system is powered by any one of several 
industrial engines — giving you more sales in that line, too. Installa- 
tion is easy; maintenance is simple. 


It is available in both the popular Model 185, or the new Model 
210 which permits flush digging alongside buildings, fences, etc. 


A limited number of dealerships are available to truck dealers. 
Write for complete information and name of nearest? distributor. 


MID-WESTERN INDUSTRIES, INC. 


DEPT. AN WICHITA 15, KANSAS 















representing 11 Western states 
Alaska, Canada, Hawaii and Mexico 

The show schedule makes j 
possible for sponsoring wholesal. 
ers and their personnel to atteng 
and confer with exhibitors on the 
first two days, March 
from 10 a.m. to 6 p.m. 

Starting at 6 p.m. March 8, the 

i general 
automotive trade. Free tickets for 
the general trade will be available 
from sponsoring wholesalers and 
exhibiting manufacturers. 

Lending import to the show will 
be special regional business con- 
ferences on March 6 by the Motor 
& Equipment Wholesalers Assn 
and the National Standards Parts 
Assn. 

The traditional PAS Kickoff Ban. 
quet will be held March 6. It wij 
be staged by the Seattle Chapter 
(B-21) of the Automotive Booster 
Club International. 

The special NSPA conference 
will be held in the Olympic Hote} 
on the morning of March 6, with 
Walter Olson, PAS director, as 
chairman. Speakers will cover 
special topics and problems of 
current interest to wholesalers 
and manufacturers in the west- 
ern region. 

The MEWA conference will be 
held in the afternoon at the hotel 
with A. J. Thompson presiding. 
Twenty speakers will touch on 
sales, management, simplified cost 
accounting and profit margins, 

Committee chairmen assisting in 
staging the 1957 show are: Show, 
William A. Regalia jr., Seattle: cre 
dentials, Charles Nudelman, Seat- 
tle; sponsoring wholesalers, Frank 
B. Smith, Portland; floor, Frank W. 
Lescher, Seattle; Booster activities, 
Jack Dowling, Seattle, and pub- 
licity, Martin R. Trepp, Seattle. 


~ 


‘ and 8, 


Garage Group 
Opens Parley to 


All Independents 


TULSA, Okla, — All independent 
automotive manufacturers and 
wholesalers will be invited to at- 
tend the National Convention of the 
Independent Garage Owners of 
America, June 20-23 in Toledo, 
IGOA’s board of directors an- 
nounced at its semiannual meeting. 

The meeting was the first at- 
tended by members of IGOA's ad- 
visory council. 

Present for the board meeting 
were: J. L. Wiggins, executive vice- 
president of National Standard 
Parts Assn.; James A. Wheatley jr. 
sales manager, Grey-Rock division, 
Raybestos-Manhattan, Inc.; James 
B. Bushyhead, sales vice-president, 
Moog Industries; Cliff Storey, sales 
promotion manager, Perfect Circle 
Corp., and T. L. Camp, general 
manager, Federal-Mogul Service di- 
vision, Federal-Mogul Corp. Absent 
were Harry Barrett, president of 
Barrett Equipment Co., and Arthur 
Hull-Ryde, Wix Corp. 

Five new states have affiliated 
with IGOA since the last meeting: 
Colorado, Illinois, New York, Ne 
| vada and Georgia. 


‘Muffler Makers 
Choose Kaslin 


LOS ANGELES.—Directors of the 
National Automotive Muffler Assn. 
have elected Howard Kaslin, Holly- 
wood Deeptone Mfg. Co., president 
of the trade group for 1957. 

Other officers are W. J. Ashley, 
Smithy Muffler Mfg. Co., first vice- 
president; Floyd Wheeler, Southern 
California Muffler Corp., second 
vice-president; Elmer Arndt, re- 
elected treasurer, and Roy Desbrow, 
secretary. 

Association directors are Caslin, 
Ashley, Wheeler, Haward Douglass 
jr.. Douglass Muffler Mfg. Co.; 
Aaron Fenton, Standard Automo- 
tive Mfg. Co; Charles Shaw, Nance 
Mfg. Co.; Howard Hudson, Magic 
Muffler Service; Jack P. Brown, 
Fresno Muffler Service; Charles 
Scott, Scotty’s Muffler Service; Vern 
Mickelson, Calex Distributing Co. 
and R. Duane Smith, Exhaust Mfg. 
Co. 


Sealed Power Diesel 


RICHMOND, Va.—A new distri- 
bution office for Sealed Power Corp. 
will open here at 1510 Belleville St. 
Distribution functions have been 
handled by General Warehousers 
Inc. Lloyd Hudson, manager of Gen- 
eral Warehousers, will go. with 
Sealed Power. 











the (marketing) world the auto made... 
















tor It’s a mobile world... a world on wheels. 


= A fast-moving, fast-changing world that 


ct makes top marketing efficiency a must—and so... 





‘ting 

lard Leading automotive advertisers rely heavily on Outdoor Advertising .. . 

son, 

ent 22 manufacturers of cars and trucks—24 makers of accessories and tires—and 51 
es 

= marketers of gasoline and oil use Outdoor Advertising. Because OUTDOOR works every 

> di- 

sent day, all hours, all through the year. 

a 

— 4 out of 5 people every month remember seeing specific OUTDOOR posters, according to 

- Starch. And 82% of these people are in households which own an automobile. 

These are the latest figures from the Starch Continuing Study of Outdoor Advertising. 
the And these figures show why leading automotive advertisers rely so heavily on OUTDOOR 
ssn. 

-. to sell their products. 

ent 

ley, ; 
oo Clearly the facts and figures show that Outdoor Advertising belongs in your plans. 
: 

‘ow, 

lin, Put your advertising Outdoors 

ass 

50.; 

nor and watch the Customers go Buy ! 

igic 

wn, 

rles 


= | OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 





60 EAST 42ND STREET, NEW YORK 17, N.Y.» ATLANTA + BOSTON « CHICAGO + DALLAS * DETROIT * HOUSTON « LOS ANGELES * PHILADELPHIA « ST. LOUIS » SAN FRANCISCO + SEATTLE 
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March 


"55 °56 
Apr. 


"65°56 
Feb. 


Market Trend 


Mixed strength among models 
resulted in a one-dollar reduction 
last week in the overall price of 
used cars sold at wholesale auc- 

according to Automotive 
News’ index, The new average 
was $980, compared with $981 the 
previous week and $968 a month 
earlier. 


Two models—’sés and ’50s—re- 





ALABAMA 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insuvred—No Registration Fee 





CALIFORNIA 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd. Ph. 
CO. 4-0157. Thursday 1 p.m. 











DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


9S S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 








Charlie Thale’s 
QUINCY AUTO AUCTION 
10 years old 
3220 Broadway (Ili. Hwy. 104) 
Quincy, til. (U. S. Hwy. 24) 
EVERY MONDAY 
Checks Guaranteed 





Prices of "56s 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


8 
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"55°56 
June 


May 


"65 = °56 
July 


mained unchanged from averages 
established in the previous week. 
Price advances included $15 on 
65s and $7 on ’53s. 

Setbacks amounted to $2 on’ 
51s, $6 on ’54s, $8 on ’57s and $14 
on '52s. No new lows were estab- 
lished, although the price of '56s 
matched the low set the previous 


At a group of representative 
auctions last week, the average 





Aug. 


added and ’48s dropped in November, 1955. Prices of ’57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


paor 





"55°56 
Nov. 


7 
8 
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"65°56 
Oct. 





"6S °56 
Sept. 


"66 


consignment was 164.4 units, com- 
pared with 153.4 a week earlier. 
The sales ratio reached 72.2 per- 
cent, a high for the year. It was 
69.2 percent the previous week. 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - d 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





1IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








THE HARRY GELT 
CENTRAL STATES AUTO 
AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market" 
Phone 1181 or 1182 
MASON CITY, IOWA 
Guaranteed Checks and Titles 





MASSACHUSETTS 


PEABODY AUTO AUCTION, 
INC. 





for Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 


MICHIGAN 














Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


M. D. McCollum, Mgr. 





Phone Dunkirk 3-0150 


MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ane west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








EVERY FRIDAY IS 
AUCTION DAY 


BOB RING 
AUTO DEALER'S AUCTION, INC. 


Fred Reed Phone Hu 3-7470 
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Dee. 
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"56 57 
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To Date 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 6.) 
(66 models slow with ‘53s and ’54s 

really good. Sold 89 out of 134.) 

BUICK — ’55 Super Riviera, $1,735* (ps). 
"54 Super Riviera, $1,250° (ps). °'53 
Special Riviera, $700*; 4-dr., $600*, $560. 
‘51 Super 4-dr., $405*. 50 Super 4-dr., 
$125*; conv., $110*. 

CADILLAC "56 (62) coupe, $3,700* 
(ps); 4-dr., $3,540° (ps). "54 (62) 4- 
dr., $2,260° (ps). '51 (62) conv., $1,020*. 
"50 (62) coupe, $740°. ‘49 (62) 4-dr., 


$235°. 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf. because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Albany 5, N. Y. 
Ev Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


Checks and Titles Guaranteed 
Phone Manheim 5-240! 





Manager 46200 Independence Ave.| MURFREESBORO—Don Kelly Auto 


Kansas City, Mo. 





Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


ee, 
CHEVROLET — °57 Bel Air (8) 4-dr., $2, 
205*. '56 Two-ten (8) 4-dr., $1,375, $i. 
340; One-fifty (6) 2-dr., $1,195. ‘55 
ten (8) station wagon, $1,320*; 4-dr 
$1,060, $1,050; Bel Air (8) 4-cr.’ goy50’ 
54 Two-ten 2-dr., $755; One-tifty 2-4" 
$580. *53 Two-ten 4-dr., $550, $535, +53 
SL Deluxe 4-dr., $475%, $410, £375, g3i9 
$300. °51 SL Deluxe 2-dr., $2«0* 7 


50 SL Deluxe 4-dr., $200. ‘49 SL Dp. 
luxe 4-dr., $160, $150. 
CHRYSLER — ’'51 Windsor 4-cdr., $209 
DeSOTO — '50 Custom 4-dr., $:90* ~ 
DODGE — ’55 Royal 4-dr., $1,560* (ps) 
’53 Coronet (8) 4-dr., $585°, $485*, ‘55 
Coronet (8) 4-dr., $390*. 
FORD — ’'57 Custom (6) 300 2-dr, $1,- 


715, $1,700. ’56 Custom (8) 4-dr.” gy’. 
375. '55 Fairlane (8) 4-dr., $1.190*: Cys. 
tom (6) 4-dr., $995*, $980; 2-cr., $909" 
"54 Custom (8) 4-dr., $770*, $720, "53 
Custom (8) 2-dr., $535*, $515. '52 Cys. 
tom (8) 4-dr., $440°, $410*, $370, "51 
Custom (8) 4-dr., $210*, $200. 50 Deluxe 
2-dr., $170*. °49 Deluxe 2-cdr., $1go: 
$140. P 
HUDSON — ’53 Wasp 4-dr., $290". 
KAISER — '51 Deluxe 4-dr., $130*, 
LINCOLN — ’°'54 Cosmopolitan Hardtop, 
$990°. ; 
MERCURY — ’'55 Custom 4-dr., $1,340, 
53 Custom Hardtop, $810*. 
NASH — '53 Statesman 4-dr., $510*, 
OLDSMOBILE — ‘56 (98) Holiday, $2. 
490° (ps). '55 (88) Holiday, $1,650*, ‘53 


(88) Super Holiday, $1,050*. ‘52 (89) 
4-dr., $565°. 

PACKARD — '54 4-dr., $645*. ‘51 2-ar, 
$135*. 

PLYMOUTH — '55 Savoy (8) 


4-dr., $990*; 

Plaza (8) 2-dr., $745, $660. 

PONTIAC — '56 Chieftain (8) 4-dr., $1,- 
720°. '55 Chieftain (8) 4-dr., $1,090*, "54 
Chieftain (8) 4-dr., $880*. °53 Chieftain 
(8) Catalina, $660*°. °52 Chieftain (8) 
Catalina, $550*. ‘51 4-dr., $220*. 

STUDEBAKER "53 Champion 2-dr., 
$440*, $345*. "50 Champion 2-dr., $145*. 

MISC. "51 Dodge %-ton pickup, $320, 
"49 Willys %-ton pickup, $345. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Feb. 4.) 
BUICK—’57 RM Riviera, $3,425* (ps). "56 

Century 4-dr., $2,240* (ps); Special Rivi- 

era, $2,000*, $1,995°, 2 at $1,965*, $1,. 

945°, 3 at $1,940°; Super Riviera, $1,925* 

(ps). "55 RM Riviera, $1,635* (ps). "4 

RM 4-dr., $1.160* (ps). '53 Super Riviera, 

$850*. '52 Special 2-dr., $305. 

CADILLAC—’57 (60) Special 4-dr., $6,405* 
(ps), $6,000* (ps); (62) coupe de Ville, 
$5,350* (ps), $5,300° (ps). "56 (62) coupe 
de Ville, $4,300* (ps); coupe, $3,075* 
(ps), $3,705° (ps); (60) sedan, $4,225* 
(ps). °55 (62) coupe de Ville, 
(ps). 

CHEVROLET "57 Two-ten (8) station 
wagon, $2,585*; Bel Air (8) 4-dr., §2- 
365°, $2,350° (ps), $2,300°, $2,285° ‘56 
Bel Air (8) Sport coupe, $1,985*, $1,930*; 
conv., $1,675*; Two-ten (8) station wag- 
on, $1,850°. '55 Bel Air (8) 4-dr., $1,175, 
$1,085; Two-ten (6) 4-dr., $1,055. "h 
Two-ten (6) station wagon, $1,170. ‘53 
One-fifty station wagon, $735; Bel Air 
4-dr., $665. "52 SL Deluxe 4-dr., $300*. 
"51 SL Deluxe 4-dr., $155°*. 

CHRYSLER — ’'57 Saratoga Hardtop, $3,- 
360° (ps). "55 NY 4-dr. $200* (ps). 

CONTINENTAL — °56 Hardtop, $6,000* 


(ps). 

DODGE —’'55 Royal (8) Lancer, $1,510° 
(ps); 4-dr., $1,400°, $1,375° (ps). 

FORD—'57 Country sedan, $2,675*, $2,530° 
(ps), $2,485°; Fairlane (8) 500 Victoria, 
$2,525* (ps), $2,480*, $2,375* (ps); Fair- 
lane (8) 2-dr., $2,275*; Custom (8) 300 
4-dr., $2,175*. '56 Country sedan, $1,920°, 
$1,900°, $1,850*; conv., $1,655 (ps); Cus- 
tom (8) 4-dr., $1,360°. '55 Fairlane (8) 
4-dr., $1,335° (ps); Custom (8) 4-dr., 
$1,150°, $995. "53 Ranch Wagon, $885*; 
Custom (8) 4-dr., $590. 

IMPERIAL — '57 Southampton 4-dr., $4,- 
835° (ps). 

LINCOLN—’56 Premiere Hardtop, $3,135* 
(ps); 4-dr., $3,000° (ps). 

MERCURY—'56 Montclair conv., $2,060° 
(ps); Hardtop, $1,880*. '55 Monterey 4- 
dr., $1,400°; Custom 2-dr.. $750. "h 
Monterey 4-dr., $905* (ps), $800. 'SO 


club coupe, $205. 
OLDSMOBILE—'56 (98) Holiday, $2,550* 
(88) Super Holiday, 


(ps), $2,050* (ps); 

$2,235° (ps); Deluxe Holiday, $2,040°. 
"55 (98) Holiday, $2,090° (ps), $1,895* 
Super Holiday, $1,400*; 


(ps). "54 (88) 
Deluxe 2-dr., $890. ‘53 


4-dr., $1,150°; 
(88) 2-dr., $850°. 
PACKARD — ‘52 Patrician conv., $345°. 
PLYMOUTH — '57 Plaza (6) 2-dr., $1,- 
840, $1,815, $1,810. '56 Belvedere (8) 2- 
dr., $1,705*; 4-dr., $1,675. "55 Savoy (8) 


4-dr., $890. 
"57 Star Chief (8) Catalina, 
$2,775* (ps), $2,700* (ps); Chieftain (8) 
Catalina, $2,525° (ps), $2,450°. '56 Star 
Chief (8) Catalina, $1,885*° (ps); Chief- 
tain (8) Catalina, $1,650°, $1,595; 4 
dr., $1,575*, $1,570*. '51 (8) 2-dr., $106. 
STUDEBAKER — '56 Commander 4-dr., 
$1,400°. 
WILLYS — ’57 station wagon, $2,625. 
MISC. — '57 Willys %-ton pickup, $2,000. 
’55 Willys %-ton pickup, $910. '54 Dodge 


%-ton pickup, $675. ‘52 Ford ‘\%-ton 
pickup, $405. ’51 Chevrolet %-ton pickup, 
$335. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 5.) 
BUICK — ’55 Century Riviera, $1,800°; 

Super Riviera, $1,770* (ps). ‘53 Super 

4-dr., $610*. °51 Super Riviera, $400, 

$395*; Special 4-dr., $250*. ‘50 Super 

Riviera, $300*, $165*; Special 4-dr., 

$145* : 
CADILLAC, — °49 (62) 4-dr., $325*. ‘48 

(62) 4-dr., $270*. 47 (61) 4-dr., $17. 
CHEVROLET — ’57 Bel Air (8) Hardtop, 

$2,475. °56 Two-ten (8) station wagon, 

2 at $2,050*, $2,040*, $2,030*, $2,025*, 
$1,950, $1,940*, $1,750; 2-dr., $1,700*, 
$1,550; 4-dr.. $1,505; Two-ten (6) station 
wagon, $1,750; 2-dr., $1,350; Bel Air 
(6) 2-dr., $1,600. '55 Two-ten (8) station 
wagon, $1,680*; Delray, $1,375; Two-teD 
(6) station wagon, $1,395; 2-dr., $1,100; 
Bel Air (8) 4-dr., $1,255. '54 One-fifty 
station wagon, $945; Two-ten Delray, 
$910*; 4-dr., $810*, $725; club coupe, 
$695. °53 Two-ten 2-dr., $775*, $710; Bel 
Air 4-dr., $750°; One-fifty 4-dr., 

"52 SL Deluxe Hardtop, $585; club 
coupe, $550. ’51 SL Deluxe 4-dr., $390*. 
*50 FL Deluxe 4-dr., $365; 2-dr., $250. 
54 NY Hardtop, $1 
(ps). °53 Windsor 


*53 Firedome 4-dr., $750° (ps). 

"50 4-dr., $225°; Carryall, $215*. ‘49 

club coupe, $110. 
(Continued on Page 43, Col. 1) 
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54 Chieftain (8) 4-dr., $850*. ’53 Chief- 
tain (8) 4-dr.. $600; 2-dr., §575*, $470. 
52 4-dr., $280°. °50 2-dr., $165, $125; 


Used-Car Auction Prices _ || sitictitcovs —s6 courrow. yo 


Pickup, $1,050. '54 International %-ton 
pickup, $560. ‘53 Ford %-ton pickup, 
$550. 


(Continued from Page 42) FLINT 
EK — °'50 Coronet Diplomat, $360*; | DeSOTO—'57 firesweep Hardtop, $2,615*, Sale 
Meadowbrook 4-dr., $330. $2,470* (ps). ’55 Fireflite 4-dr., $1,450* weaneeday. Prices ane fer | sale of Feb. 6.) 
'56 Country sedan, $1,930*, $1,-| (PS); Sportsman, $1,400° (ps). 53 ‘Cus- ; oe 
56 , , tom 4-dr,, $455*. 51 Custom 4-dr., $185°*. (Prices have shown some signs of ris- 


FORD — 
$1,750; Fairlane (8) conv., $1,730° 
cass "4-dr.. $1,590°; Custom (8) 4-dr.,| DODGE—'55 Custom Royal 4-dr., $1,345°, ae i> Gee teats Ge Gl 


ise, $1,500; Custom (6) 2-dr., $1,- $1,310*. ’53 Coronet 4-dr., $345*) 52 Cor- 
#8 Main (8) 4-dr., $1,300. ‘55 Fair-| onet Diplomat, $285*. anen an a ed nidins. aale 

ne (8) Victoria,’ $1,590*, $1,450°; | roRD— e- _— -dr., y ; 
trown Victoria, $1,555°; 4-dr., $1,420, Custom (6) Sdn, O740. ee Sxpatet; | Super Riviera, $1,515* (ps); Special Rivi- 
$1,215; 2-dr., '$1,360°; Ranch’ Wagon,| sedan, $1,825*, $1,715; Custom (8) 4-dr.,| °@, $1,445"; 2-dr., $1,425°. °54 Super 

‘560°, $1, 450; Custom (8) 4-dr., $1,- $1,405°*, $1,315, $1,195; Main (8) 2-dr.. Riviera, $1,165*; Century 4-dr., $1,100*, 
215, $1,100, $1,090° (ps); 2-dr., $1,090,] $1,185.''55 ‘Fairlane (8) Victoria, $1,360*| $1;900*; Special 4-dr., $1,075, °53 Super 
$1,070, $950. ’54 Custom (8) 4-dr., $900; (ps); Country sedan, $1,150*;’ Custom Riviera, $725 , $705*, $615; Special 4- 
Custom (6) 4-dr., $750*, $735*. '53 Cus-| (8) 2-dr., $995; 4-dr., $885. 54 Country| 2°.» $530°. °52 Super Riviera, $425°. °51 
tom (8) club coupe, $755, $730; conv., sedan, $875; Custom (6) 2-dr., $685; Cus- Super Riviera, $260. '50 Super 4-dr., 








ar., $615. '51 & 2-dr., $135*. '50 (8) 
station wagon, \ 
Model Breakdown MISO, — '50 Ford %-ton wrecker, $640. 


Of Auction Averages 
Feb. 1957 Jan., CHICAGO 
Model To’ Date 1957 i088 (Arena Auto Auction, Sale every Tues- 
1957 $2,432 $2,393 day. Prices are for sale of Feb, 5.) 
1956 1,764 1,360 (Sold 250 cars out of 352 offerings.) 
1955 1,289 1,347 BUICK — ’'56 Super Riviera, $2,095*, °'55 
1954... 898 Special Riviera, $1,685*, $1,600*, $1,510*, 
‘ees $1,300; Super Riviera, $1,600° (ps), - 
1953... 609 625 575°, $1,550", $1,450°" SS $1,340" a. 
1952 394 412 "54 Super Riviera, $1, 240°, $1,145", $1,- 
1951 208 8B | ee ee we Gar a ghee 
uper era ps ; 
1950 200 213 4-dr., $640*; Special 2-dr., $630,"°52 Su- 
Overall per Riviera, $550", $430°.” *51 RM Rivi- 








era, $230°; Super Riviera, $200°, °50 
Average $ 980 $ 981 $1,009 Super Riviera, $220°, 


(8) 2-dr., $1,350. °55 Country sedan, $1,- | 200s che). “66 (62) aptam de Vine, Se 
400°; Custom (8) 4-dr., $1,105; ‘Main| $756 (bey: coupe de Ville, $3,875" (pe); 
(6) 2-dr., $850. °54 Crest (8) Victoria, coupe $3,675° (ps); 4-dr_, $3,485* (ps). 
$825; Custom (8) 2-dr., $610; Main (8)| "S5"%ea)a-ar. $2890" “psy” "BS t6R) 


*. 4-dr., $555*; Main (8) 4-dr., tom (8) sedan, $525. ’53 Custom (8) 2-| $315. sedan, $575. ’'53 Custom (8) 2-dr., $650; ° . . 
foo, $410°. "52 Grest (8) Victoria, | dr... $690%, $600°, $500. "52 Custom (8) | CADILLAC — °S6 (62) sedan de Ville, $3,-| 4-dr., $600". °52 Custom (8) 4-dr,, $285", | SoUp® de Ville,’ $2,950° (ps); coupe, $2, 
$725"; conv., $430; Custom (8) 4-dr., 4-dr., $435. '51 Custom (8) 2-dr., $300*;| 900° (ps). ’55 (62) coupe de Ville, $2,-| spnpsen — ’51 P ker 2-dr 85 , 4 * g§955°. ’ ; 

, $280; ‘Main (6) 2-dr., $380. ’'51 conv., $175 2 900* (ps). acemaker -, $185. —- wa ville,” $1, be si 465°: ae (62) 
Custom (8) conv., $275; Deluxe (8) 4-| MERCURY — ’5S6 Monterey 4-dr., $1,750°.| CHEVROLET — °56 Two-ten (8) 2-dr., | MERCURY — °56 Custom 2dr. $1,400.) Sonne ne Vile Soe! pecs. 
ar., $120. "50 Deluxe (6) 2-dr., $250; ‘55 Monterey station wagon, $1,740*;| $1,340. '55 Bel Air (8) conv., $1,335°: 53 Monterey club coupe, $700. °51 Mon- : 

Custom (6) 2-dr., $170, $140. '49 4-dr., sedan, $1,210*; Montclair Hardtop $1,- club coupe $1,305°, $1 295°: - Bel Air terey club coupe, $145. CHEVROLET — 57 Bel Air (8) Hardtop, 
Eee; 2-4r., CO0S. 550°. "54 Custom 2-dr., $795. '52 Monte- (6) 2-dr., $680; Two-ten (8) Delray, $1,- | OLDSMOBILE — °56 (88) club coupe, $1,-| $2,300" (ps); Bel Air (6) station wagon, 
HUDSON — '53 Super Jet 4-dr., $515*. '52| Tey club coupe, $655°. 055°; 2-dr., $925°; Two-ten (6) club| 590°. "55 (98) 4-dr., $1,570* (ps); (88) $2,190. 56 Bel Air (8) Hardtop, $1,800°, 
Hornet 4-dr., $300*. OLDSMOBILE—’56 (88) Super 4-dr., $2,- coupe $1,055; 2-dr.. $925, $920. 54 Two- Super 4-dr., $1,505* (ps), $1,400° (ps). esas , me , $1,645 , $1,585; 2-dr., 
HUDSON — '53 Super Jet 4-dr., $515*, '52| 215° (ps); Deluxe 2-dr., $1,970*. ’55 (98)| ten station wagon, $900: 2-dr., $755,| [54 (98) Holiday, $1,390°; (88) Super| $1,510"; Tivo-ten (6) station wagon, $1,- 
MERCURY — ’56 Monterey Hardtop, $2,- saueee’ Co B08 don) oe $625; One-fifty 2-dr., $755. 53 Bel Air He “we — we (98) 4-dr., (3) > > +. a0: a ag. 188": Fd = 
* ); Montclair Hardto 1,950* "i per *. . ts -dr., s -dr., > A 
tC mate igen, Fete 80 | fee at agts (Str SO". "S8) Gath, Bt: te te, Ha." BL De: | PINOT st uns) atts GG] ten (0 cat. Ghou sede toin a 
0 2,100* ( ; Montclair an, p 3 =. sedan, . ba 080; 4-dr,, ° » 
Seaton, $1, mn, , $2,200" (oe Hardtop, $1,- | PLYMOUTH — ’55 Savoy (8) 2-dr., $805. aaa oe) wi e.. 018 Belvedere (8) club coupe, $1,300*, $1,- a $910; grseee Dee $760°, 
680°, $1,650* (ps). ’54 Monterey Hard- 54 Savoy 4-dr_, $610, ’53 Cranbrook Bel- indsor 4-dr., $155. 285°. °54 Belvedere club coupe, $775*. 53 Bel Air Hi aa ee $7i5* ( y, $685. 
top $1,110*. ‘53 Monterey Hardtop, vedere, $660; 4-dr., $435. 52 Cranbrook | DeSOTO — '56 Firedome club coupe, $1,-| PONTIAC — '56 Star Chief (8) Catalina, snes: ardto P, Ps), $665, 
; 2-dr., $265; 4-dr., $160, $150, °51 2-dr.,| 920° $1,910* (ps). '55 Star Chief (8) Cata- $ ; 4-dr., $690*; 2-dr. $605*, $550°; 


* °'52 Monterey 4-dr., $660. '51 4- (ps). 
; 50 4-dr. ¥ $200, "49 4-dr., $125. $160. ’50 2-dr., $115, FORD — ‘56 Fairlane (8) Victoria, $1,- 


335. 
ash ees Rami station wagon, $1,- | PONTIAC—'55 Chieftain (8) 2-dr., $1,235,| 450°, $1,250; 2-dr., $1,280, $1,195; Main 


lina, $1,500° (ps), $1,370*; Chieftain| TWwo-ten 2-dr., $615, $600, $545, $410°; 
(8) 2-dr., $1,025. "54 Chieftain (8) 2- (Continued on Page 44, Col, 2) 








310. '53 Statesman 4-dr., $445. "51 Ram- 
bier station wagon, $290, $255. 
OLDSMOBILE — ‘56 (98) 4-dr., $2,595* 
(ps); (88) Holiday, $2,130* (ps), $2,050°. 
"55 (98) Holiday, $1,975* (ps); (88) 


Super 4-dr., $1,850° (ps); 2-dr., $1,825* s s s s | 
Bede Se tay on ention Oil Companies and Independent Oil Jobbers 
"52 (98) 4-dr., $755*. '50 (88) Super 4- e 


dr., $375*; Deluxe 4-dr., $270*; (98) 
Holiday, $365*. °49 (88) club coupe, 
$155°. 


675* (ps). °53 Chieftain (8) Catalina, 
$740; 4-dr., $690°; 2-dr., $580. "50 (8) 
Catalina, $315*. °49 (8) 2-dr., $125*. 


FLYMOUTH — ‘56 Belvedere (8) 4-dr., 

$1,750*; Savoy (S) 2-dr., $1,475*. °55 

Belvedere (8) Hardtop, $1,320; Plaza (8) 

4-dr., $1,025; Plaza (6) 2-dr., $935; 

taxi, $450°. °'54 Savoy 4-dr., $780. '50 

Suburban, $280. "49 Suburban, $300. ‘ 

PONTIAC — ’'56 Chieftain (8) Catalina, : . 
$1,890°. "55 Star Chief (8) 4-dr., $1,- 9 5 


= “Ford %-ton express, $1,045; %-ton 
pickup, $950, 2 at $850, $820, $795, $590. 
"51 Ford %-ton pickup, $460; Henry J 2- 


STUDEBAKER — ‘52 Commander 4-dr., , £5%" . 
$330°. "51 Commander 4-dr., $180°; 
Champion 2-dr., $175. ‘50 Commander .'s 
4dr., $130; Champion 4-dr., $115. 
WILLYs — °'56 (6) station wagon, $1,070. 
‘S56 (6) station wagon, $945, $885, $825, 
— $760. ‘48 station wagon, $195. j 
— '56 Ford %-ton pickup, $1,060. 
7 ‘ * ° >» 
ér., $115. "49 Ford %-ton pickup, $305; 
International %-ton pickup, $215. \ 
FT. WAYNE, IND. 
(Carl Marker’s Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 6.) 
(Prices steady. Sold 67 cars out of 89 


offerings.) 

BUICK—’'57 Special 4-dr., $2,500°. "56 Su- 
per 4-dr., $2,210° (ps); Special 2-dr., 
$1,695*. °55 Special Riviera, $1,575*; 4- 

$1,450°. '54 Special Riviera, $1,155*; 


me Savane eee ~~ £9 help increase station operator's S sales 


CADILLAC—’54 (62) coupe de Ville, 2 at 
$2,475* (ps); 4-dr., $2,355* (ps). 51 
(60) 4-dr., $755°. "50 (60) 4-dr., $720°. 


Omar Ts Bante, St —and build their profits! 


2-dr., $1,150; 4-dr., $1,200°, $1,065. °53 
Bel Air Sport coupe, $710*. '49 SL De- 
luxe 4-dr., $105. 

CHRYSLEK — ‘53 Imperial 2-dr., $980*° 
(ps). "51 Windsor 2-dr., $190°. 

DeSOTO—'54 Firedome 2-dr., $670*. 

DODGE—’55 Coronet 2-dr., $1,250*; 4-dr., 
$1,080. 

FORD—'56 Fairlane (8) Victoria, $1,600* 
(ps); 4-dr.. $1,500*, $1,400. '55 Fairlane 
(8) Victoria, $1, 190*; station wagon, $1,- 
005. '54 Main 2-dr., $925*. '51 Hardtop, 
$315. °49 4-dr., $150; 2-dr., $170. 

HUDSON — ’52 Hornet 2-dr., $250*. °49 
Wasp 2-dr., $110. 

LINCOLN—'56 Capri 2-dr., $2,950* (ps). 
"54 Capri 2-dr., $1,365* (ps). 

MERCURY—’55 Monterey 4-dr., $1,235*. 
"52 Montclair 2-dr., $455°. 

ASH—'55 Ambassador 4-dr., $1,230*, ’51 
Statesman 4-dr., $145, $125, 














CLESMOBILE —'S6 (88) 2-dr., $1,770". 53 Do Your Dealers and Their Helpers... 


(98) 4-dr., $700*° (ps). "52 (98) 4-dr., 
$480° 


Si sien ee Clipper 4-dr., $775. ‘ 
PLYMOUTH—'55 Savoy (6) 2-dr., $885. 1. Sell enough T.B.A. items? 
‘34 Savoy 2-dr., $600°, ‘53 Cranbrook 
Belvedere, $600, $470; 2-dr., $280, ’52 


Cranbrook Belvedere, 6260. "60 Deluxe 2. Settle for a $1.50 lube job, when 
Mr te see tio Se aa i they might up-grade the ticket to 

( ‘ ° 

t-ar., $400" "91 Dar, $360" $8.50 or $10.50? 
STUDEBAKER—'50 Champion 4-dr., $180. 

JENISON, MICH. 3. Understand how “Miscellaneous 

acing’ Piste ks tec cae ei Bene” Services” offer countless opportu- 
BUICK'o? Special ‘Riviera, $3,050" (ps). nities for plus profits? 


"56 Century Riviera, $2,190*; Special 
Riviera, $2,115* (ps); Super Riviera, $2,- 
005* (ps). ’55 Special Riviera, $1,350, ’54 
_— Riv iera, $1, ave° os . 180* (ps), 


ee ie eeiice| || NEw ALEMITE “Ge atin Wann! 
$185, °40 4-dr., $155. oT. COLOR MOVIE 


eaninnad— "55 (62) coupe de Ville, $2,- 
885* (ps). ’53 (62) 4-dr., $1,390°. is the most talked-about selling tool 


CHEVROLET—'57 Bel Air (8) club coupe, ' in the oil industry today! 


$2,500* (ps). '56 Bel Air (8) 4-dr., $1,- 
735*, $1,725*; Two-ten (8) 2-dr., $1,725*; Gives present personnel a refresher course 


station wagon, $1,695*; One-fifty (6) 1 sta- ~\ in lubrication and service selling! 

ion wagon, $1,450; Two-ten (6) dr., 

$1,380°, $1,285, $1,275, $1,255, $1,225. Trains — station enassiote in oe art 

‘55 Two-ten (8) station wagon, $1,375°; of lubrication and salesmanship 
-dr., $1,120*, $1,085; Bel Air (8) conv., > ws prospective dealers that 

$1, 230°; ‘Two-ten (6) Delray, $1,180; 2- => oe station operation is 

$970, $910; One-fifty (6) '2-dr., $840. a sound and profitable 
‘si’ Two-ten 2-dr., $510; One-fifty (6) enterprise! 


2-dr., $425. '52 SL Deluxe 2- dr., $375*. 
'51 SL Deluxe 2-dr., $285°, $225. 
CHRYSLER—'54 NY ‘4- dr., $1,010* (ps). 





4. Create an atmosphere that attracts 
new customers and brings old ones 
back regularly? 


Here's an effective, proven plan for show- 
ing your dealers how to up-grade sales, get 
more sales and attract new customers! 


ALEMITE 


Division of Stewart-Warner Corporation 


7 
! 
i 
' 
| 
! 
! 
| 
: 


MAIL COUPON TODAY FOR FREE SHOWINGS! 


ALEMITE, Dept. C-27 

1826 Diversey Parkway, Chicago 1/4, Illinois 

Yes—i want the benefits of this great training film and sales 
stimulator which you are offering me at no expense or obliga- 
tion on my part. Please loan me a print and provide trained 
personnel to conduct a series of constructive meetings. 





Ech ent > dnapikthehmadbeesaad 
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$235*, $215°. 


. 54 Imperial 4-dr., $1,275* (ps). 


Firedome 4-dr., 


DODGE—’56 Coronet (8) Lancer, $1,985* 
. 55 Royal (8) Hardtop, $1,520°. '54 
, $875*. °53 Coronet (8) 








Used-Car Auction Prices. 





(Continued from Page 43) 


. '51 SL Deluxe 4-dr., $325°, 4-dr., $390*%; Meadowbrook 4-dr., 
’52 Meadowbrook 4-dr., $215°. 
FORD—’57 Fairlane (8) 500 2-dr., $2,380° 
CHRYSLER—’55 Windsor Nassau, $1, 7 (ps), '56 Fairlane (8) Victoria, ° 
$1,635*; station wagon, $1, 0*; 
$590°; Powermaster 4- 


(ps); 2-dr., $1,280; 4-dr., 





4 WORLD’S BEST FISHING! 
LA PAZ, B. C., MEXICO, in Gulf of California 


Many different kinds of game fish in La Paz waters. Marlin, 
Swordfish and Sails, the broncos of the ocean, latter part of 
March to December. Smaller fish plentiful the year round. 
Good skippers and guides. 5-hour flight in DC3. 8-day trips. 
I conduct every trip. Good boats, hotels. $290.00 includes 
everything. Ideal climate. Plan as far in advance as pos- 
sible. You will like this trip. Write for brochure. 


JOHN D. ARDAIZ Phone LAmbert 5-0792 
1008 No. Highland, Fullerton, Calif. 


the bearings you need 
...when you need them 


oT ee OS eu ee 
motive bearings and bearing service that 
are right for you. Designed for and at Abd 
used as original equipment, BCA ball 
bearings—wheel, clutch, transmission, 
Pr tee lat ee 
installation in replacement jobs and per- 
Pte il OM ea 
for you. BCA ball bearings are quickly 
available when you need them through 
CU a et 





Custom (6) 2- dr., $1, 325, *5S ‘ Thunder. 
bird, $2,095* (ps); Country sedan, $1,615; 


Fairlane (8) Crown Victoria, #1, 435° 


Wagon, $1, 155, $1,040; Custom (6) 2-dr., 
$1,000*; Custom (8) 2-dr., 
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—_ (8) Catalina, $1,395*; 


(8) 2-dr., $795; Main (6) 4-dr., $700. "53 
, $1,125* (ps), 


Crest (8) Victoria, $655*, $580*; Custom 
(8) 2-dr., $610* (ps); Main (6) 2-dr., 
$455. *52 "Ranch Wagon, $675; Main (8) 
2-dr., $340. '51 Custom (8) conv., $295°. 
HUDSON—’53 Jet 4-dr., $405*; Wasp 4-dr., 
$230. 
LINCOLN — '56 Premiere coupe, $3,000* 


(ps). ’54 Capri coupe, $1,695*° (ps). "53 
Capri coupe, $830°*. 


MERCURY — ’56 Montclair Hardtop, $1,- 


940°; Monterey Hardtop, $1,725*; Med- 
alist, $1,420*. °55 Montclair Hardtop, 
$1,630* (ps); Monterey 4-dr., $1,525* 
(ps), $1,500* (ps); Hardtop, $1,445°. "4 
Monterey Hardtop, $1,080*; 2-dr., $1,- 
000*. '53 Monterey 4-dr., $700°. ’51 2-dr., 
$200*. 


NASH—’56 Ambassador 4-dr., $1,810*. '55 


Rambler station wagon, $1,205*; 4-dr., 
$1,045*. °54 Ambassador 4-dr., $1,065*. 
’53 Statesman 4-dr., $525*; Hardtop, 


$455. 
OLDSMOBILE—’56 (88) Holiday, $2,265* 


(ps), $2,210* (ps), $2,195* (ps), $2,170*, 
$2,100* (ps). ’55 (98) Holiday, $1,980°* 
(ps), $1,600* (ps); conv., $1,875* (ps); 
4-dr., $1,705* (ps), $1,700* (ps); (88) 
Holiday, $1,970* (ps), $1,955*, $1,920* 
(ps), $1,825* (ps), $1,815* (ps), $1,675* 
(ps), $1,595*. °54 (98) 4-dr., $1,675° 
(ps); (88) 4-dr,, $1,550° (ps); Holiday, 
$1,445*. '53 (88) 4-dr., $840* (ps), $740°; 
(98) 4-dr., $805*. "52 (98) 4-dr., $575°*; 
(88) 2-dr., $225°, '51 (98) 2-dr., $235°*. 


PACKARD—'55 Clipper 4-dr., $975*. °53 


Clipper Hardtop, $655* (ps). 


PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 


355*; Savoy (8) sedan, $1,075*; 2-dr., 
$990; Belvedere (6) 2-dr., $1,035; Plaza 
(6) 2-dr., $695. '54 Belvedere 2-dr., $655; 
Savoy 4-dr., $630, °53 Cranbrook Belve- 
dere, $725*. 


PONTIAC—’56 Chieftain (8) Catalina, $1,- 


805°, $1,785*; 2-dr., $1,780°. °55 Star 
Chief (8) Catalina, $1,565° (ps), $1,525°, 
$1,495* (ps); 2-dr., $1,515* (ps); Chief- 





‘54 Stan Chief | 
4- dr. $945* (ps); $895° (ps), $845* a 
Chieftain (8) Catalina, $940* (pe); 
’53 Chieftain 
Catalina, $555. 
STUDEBAKER — ‘54 Commander 4-dr., 
. ’53 Champion 2-dr., 

mander 2-dr., $440*°; 
MISCELLANEOUS—’56 Dodge %-ton pick- 


Hardtop, $425. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. 
Thursday. Prices are for sale of Feb, 7.) 


(Clean cars going strong but there’s 
fill > d 


Sold 70 out of 84.) 

BUICK—’55 Century 2-dr. 
54 RM Riviera, $1, 215* 
Riviera, $1,025. 
"51 RM 4-dr., 


"52 Super 4- 4. 
50 Super Riviera, 


CADILLAC—'s6 (62) coupe de Ville, $3,- 
52 (62) 4-dr., 


CHEVROLET —'57 Bel Air (8) coupe, * - 
'56 Two-ten (6) 2-dr., 
, $1,145; ‘Two-ten 
, $1,040, 54 Two-ten 2-dr., 
; Bel Air 2-dr., 
$540, $505, $400. 
SL Special 


Two-ten 2-dr., 
One-fifty 2-dr., 
Deluxe 2-dr., 

ae 7 sL ‘Deluxe’ Bel Air, $300; 4- -dr., 
"50 SL Deluxe 2-dr., 





DeSOTO—’'52 4-dr., . 
DODGE—’57 Custom Royal 
’49 Coronet 4-dr., . 
FORD—’56 Custom - A . 
, $1,065, $1,- 


005; Main (6) 2-dr., $900. "54 Custom 





'51 Custom (8) Victoria, $380; 4- 





—.., 


, $150*; Custom (6) 2-dr., $255, ‘49 
Custonr 4-dr., $105. 


LINCOLN—’51 Cosmopolitan 4-dr., $409 
MERCURY — ’51 4-dr., $295*. 49 4.ap 


$130. 


OLDSMOBILE — ’56 (88) Super Holiday, 


$2,200* (ps). ’51 (88) Super 4-dr., $400°. 
(98) 4-dr., $365*. °50 (88) Super 2-dr,, 
$120*. 


PLYMOUTH — ’51 Cranbrook 4-<r., $259 


2-dr., $320. '50 Deluxe 4-dr., $i50, ‘4 
Special Deluxe 4-dr., $100. 


PONTIAC—’55 Chieftain (8) 4-dr., $1,340* 


’53 Chieftain (8) Catalina, $725* (ps); 
2-dr., $530*. ’52 Chieftain (8) 4-qr’ 
$375*. °51 (8) 4-dr., $275*. "49 (8) 2-ar’ 
$100. 7 


STUDEBAKER - "55 Commander 4-dr,, 


$900*. 


WILLYS—’50 station wagon, $625 
MISCELLANEOUS—’S4 Ford %-ton pick. 


up, $665; Volkswagen Sun Roof 2-dr. 
$1,070. ’53 Chevrolet %-ton pickup, $509. 
’48 Chevrolet %-ton pickup, $225 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of Feb. 8.) 


(Weather was nice and warm, and 
there were plenty of buyers and sellers 
here today, Sold 178 cars out of 289.) 


BUICK—’56 Century Sport coupe, $1,990*: 


Special Riviera, $1,950. °52 Special 4-dr. 
$385; Riviera, $350*; Super 4-dr., $355° 
’51 Special 4-dr., $225. ; 


CADILLAC—’56 (62) coupe de Ville, §3,. 


870* (ps); coupe, $3,760* (ps) 53 (62) 
4-dr., $1,290* (ps). '49 4-dr. 5 






we 


CHEVROLET—’57 Bel Air (8) "deere a coupe, 


$2,250*; Two-ten (8) Hardtop, $2,0909*. 
"56 Bel Air (S) coupe, $1.750*: station 
wagon, $1,700*. °55 Bel Air (8) 4-dr. 
$1,200; 2-dr., $1,190*; Two-ten (8) 4-dr.. 
$1,075; 2-dr., $880; One-fifty 2-dr., $780. 
’54 Two-ten Delray, $850; Bel Air 4-dr, 
$850*; 2-dr., $785*, '53 Bel Air 4-dr. 
$745. °52 SL Deluxe 4-dr., $610°. ‘51 SL 
Deluxe 4-dr., $240°. '50 SL Deluxe 4-dr 
$275. "46 club coupe, $160; 2-dr. $145. | 
DODGE "57 Royal Lancer Sport coupe 
$2,310* (ps). "51 club coupe, $215 : 
FORD—'57 Fairlane (8) 500 Victoria, $2,. 
475* (ps); conv., $2,460 ‘ps); 4-dr, 
$2,250° (ps); Fairlane (8) Victoria, $2,- 
335* (ps); Custom (8) 300 2-dr., $1,900 
$1,875. ‘56 Thunderbird, $2,500* (ps): 
Fairlane (8) Victoria, $1,570; 4-dr or. 
550°. '55 Thunderbird, $1,950*: Fairlane 
(8) 4-dr., $1,300°, $1,200, $1.100*: Cus- 


tom (8) station wagon, $1,235. ‘54 Cus- 
tom (8) 2-dr., $850*%; 4-dr., $850. ‘53 
Main (8) 2-dr., $585; 4-dr $385. ‘52 
Custom (8) 2-dr., $410. '51 Custom (8) 
4-dr., $315. 


HU DSON—'51 Hardtop, $225 

LINCOLN.—'51 Capri coupe, $3.750* (ps) 

MERCURY—'57 Montclair 4-dr $2,610° 
(ps). "52 4-dr., $485. °51 4-dr., $330° "48 
4-dr., $200. 

OLDSMOBILE "56 (98) 4-dr.. $2,400° 
(ps); (88) 4-dr., $2,250° (ps); 2-dr., $1,- 
600; Super conv., $2,150°. '55 (88) 4-dr., 
$1,210*. '53 (88) Super 4-dr., $775* (ps) 
2-dr., $575 

PACKARD—’'52 4-dr., $275 

PLYMOUTH—’'56 Savoy (6) 4-dr. $1,475*. 
"54 Savoy station wagon, $700. '50 station 
wagon, $225. 

PONTIAC — '55 Star Chief (8) Catalina, 


$1,400*. 52 Chieftain (8) 4-dr., $310. "50 


4-dr., $225°. 


STUDEBAKER - "54 Commander coupe, 


$575. ‘52 Commander 4-dr., $275 
WILLYS—'52 Jeep, $420. 


MISCELLANEOUS—'56 Dodge '<-ton pick- 
up, $775; Ford %-ton panel, $710. ‘53 
Ford %-ton pickup, $470. °50 Chevrolet 


%-ton pickup, $255. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc., Auction. Sale 
every wednesday. Prices are for sale of 


Feb. 6.) 
(Market firm. Sold 129 cars out of 154 
offerings.) 


BUICK—'55 Special Riviera, $1,650* (ps), 
$1,625*, $1.595°, $1,415*. ‘54 Century 4- 
dr., $1,105°. ‘52 RM 4-dr., $450° (ps). 
"51 Special 4-dr.. $305*, $175*. ‘50 Spe- 


cial 4-dr., $275, $190°* 


| CADILLAC—'56 (62) 4-dr., $3,545° (ps). 
"55 (62) coupe de Ville, $2,900° (ps); 
coupe, $2,784* (ps). '54 (60) 4-dr., §$2,- 
450° (ps); (62) 4-dr., $2,310* (ps). '52 
(62) conv., $1,025* (ps), $875* (ps). "51 


(62) coupe de Ville, $860°. 


CHEVROLET—'57 One-fifty (6) 2-dr., $1,- 
710. °55 Bel Air (8) Hardtop, $1,410*, 
$1,160; Two-ten (8) 4-dr., $985, at at 
$970, $950, $945. "54 Bel Air conv., $840°*; 
Two-ten 2-dr., $795, $750. °53 Two-ten 
Hardtop, $690, $475; Bel Air 2-dr., $575; 
One-fifty coupe, $370. ‘52 SL Deluxe 4 
dr., $385°, $380, $335. °51 SL Deluxe 
4-dr., $330°, $310°, $300*, $270, $235°; 
Bel Air, 280. '50 SL Deluxe 2-dr., $195. 


"49 SL Deluxe 4-dr., $105. 


| CHRYSLER — 51 NY 4-dr., $300* (ps); 


Imperial 4-dr., $185* (ps). 


DODGE—’'55 Royal Lancer Hardtop. §1,- 
525° (ps). '54 Meadowbrook 2-dr., $675*. 
53 Coronet 4-dr., $420*°. '50 Coronet 4 


dr., $200°. 


| FORD—’'56 Fairlane (8) Victoria, $1,745°; 
Main (8) 2-dr., $1,255; Custom (6) 2-dr., 
$1,000. '55 Fairlane (8) Victoria, $1,410*; 
Crown Victoria, $1,330*; Country sedan, 
$1,400; Custom (8) 4-dr., $1,120*, 2 at 
$950. $920. "54 Custom (8) 4-dr., $830°, 
$790; conv., $775*; Main (6) 2-dr., $650. 
’53 Custom (8) 4-dr., $665, $565; Custom 
(6) 2-dr., $480. '51 Custom (6) Victoria, 
$335; 2-dr. $275. °50 Custom (6) 2-dr., 


$125. '49 Custom (8) 2-dr., $135. 
HUDSON—’51 Pacemaker conv., $125. 
KAISER—’52 Deluxe 4-dr., $190. 
LINCOLN—'52 Capri Hardtop, $640". 


MERCURY—’'54 Monterey Sun Valley, $1,- 


200*; Custom 4-dr., $720. °53 Monterey 
Hardtop, $775*; 4-dr., $475*. °52 Custom 
Hardtop, $445°. '51 Custom Hardtop, 
$325°. '50 2-dr., $105. 


NASH—’55 Rambler station wagon, $1,- 


240°. '54 Statesman 4-dr., $540*. ‘52 
Rambler station wagon, $395. 


OLDSMOBILE—’55 (88) 4-dr., $1,495*. ’54 


(88) Super 4-dr., $1,315* (ps). ’53 (88) 
4-dr., $585°. "52 (88) 4-dr., $570*, $385°. 
51 (88) Hardtop, $385*. 


PACKARD—’' 54 Clipper 4-dr., $875; 2-dr., 


$740. 


PLYMOUTH—’56 Savoy (6) 4-dr., $1,350°. 


’54 Savoy station wagon, $805; 4-dr., 
$635; Plaza sedan, $600; Belvedere 4-dr., 
$460. '53 Cranbrook 4-dr., $500*%, $360; 
Cambridge 4-dr., $500. ’51 Concord 4-dr., 
$260, $220. '50 Deluxe 2-dr., $150. ’49 
Deluxe 2-dr., $110. 


PONTIAC—’'56 Chieftain (8) Catalina, $2,- 


200°. ’55 Chieftain (8) Catalina, $1,425*; 
4-dr., $1,145. °52 Chieftain (8) Catalina, 
$500. 51 (8) 4-dr., $205, °50 (8) Cata- 


$225°. 
WILLys 57 Jeep with plow, $2,010. '56 


(Continued on Page 45, Col, 1) 
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Custom 4-dr., $680. °54 station wagon, | 
$760, '53 4-dr., $285. | 
MISCELLANEOUS—'54 Ford %-ton pick- | 
up, $790*; Chevrolet %-ton pickup, $705. | 


'52 International 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every 
Prices are for sale of Feb. 1.) 


%-ton pickup, $450. 


| 
Fri- | 


650°. °55 Bel Air (6) coupe, $1,265*; 
Two-ten (8) station wagon, $1,195*; 4- 
dr., 2 at $1,060, $1,050, $1,045. '°54 Two- 
ten 2-dr., $900*, $730; Bel Air 2-dr., 
$770*. °53 Two-ten 2-dr., $685*, $575, 
$555, $540, $405*; Bel Air coupe, $700* 


(ps), $590*; 2-dr., $600, ’°52 SL Deluxe 
4-dr., $415*, $410, $400, $385, $300. '51 
SL Deluxe Bel Air $365; 2-dr., $345, 


$300*, $165*; FL Deluxe 4-dr., $170*. 


day. 

BUICK '57 Special coupe, $2,795*. ’56| DODGE—’56 Custom Royal Lancer, §$2,- 
Century coupe, $1,990*; Special coupe,| 080° (ps). 55 Suburban, $1,150; Royal 
$1,990°, $1,975*. 55 Century coupe, $1,- 4-dr., $1;190*, ’53 Coronet 4-dr., $585, 


600* (ps). '54 RM coupe, $1,305* (ps); 
Super coupe, $1,175*; Special 2-dr., 
$910*. '52 Super 4-dr., $550*. ’50 Special 


4-dr., $120. 

CADILLAC — ’56 (62) sedan de Ville, | 
$4,200* (ps); (60) 4-dr., $4,130* (ps). 
'46 (62) 4-dr., $110*. 

CHEVROLET — ’57 Bel Air (8) Sport 
coupe, $2,500* (ps), $2,415* (ps). °'56 
Bel Air (8) Sport coupe, $1,900*; Two-| 


ten (8) station wagon, $1,900*; Two-ten 
(6) 4-dr., $1,375. °55 Two-ten (6) station 


wagon, $1,275. ‘54 Bel Air Sport coupe, 
$1,075", $1,070*; 4-dr., $925*, $825*; 
Two-ten 4-dr., $775. '53 Bel Air Sport 
coupe, $840*; Two-ten conv., $695*. °52 
4-dr., $340, $255. 

CHRYSLER — '57 Windsor 4-dr., $3,125* 
(ps). "52 Saratoga 4-dr., $455* (ps); 
NY 4-dr., $375*. 

DeSOTO — °56 Coronet 2-dr., $1,545. 

DODGE — ‘'56 Coronet 2-dr., $1,545. 

FORD — °56 Thunderbird, $2,660* (ps); 
Country sedan, $1,800°, $1,775*; Fair- 


lane (8) 4-dr., $1,590, 2 at $1,450, $1,- 
300, "55 Country sedan, $1,450; Fairlane 
(8) Victoria, $1,375, $1,170*; Main (6) 
2-dr., $860, $815. ‘54 Custom (8) 2-dr., 
$825. ‘53 Country sedan, $865, $860*; 
Custom (8) 4-dr., $590. ‘52 Country 
sedan, $625; Cnstom (8) 4-dr., $415*. 

HUDSON — '52 Hornet 4-dr., $330. 

LINCOLN — °'51 coupe, $270*. 

MERCURY — '55 Monterey 4-dr., $1,425*; 
Custom 2-dr., $750. °54 Monterey Sport 
coupe, $1,170; 4-dr., $900°, ‘51 4-dr., 
$325*, $250°. ‘50 club coupe, $255. 

OLDSMOBILE "56 (88) Holiday, §$2,- 
225° (ps), $2,160* (ps). '55 (88) 
4-dr., $1,385*. "54 (88) 4-dr., $1,255°. "51 
(88) 4-dr., $200*, $175. '50 4-dr., $195. 

PLYMOUTH '57 Belvedere (8) Hardtop, 
$2,635*; Sport coupe, $2,525*; Savoy (6) 


4-dr., $2,250°. °55 Savoy (6) 4-dr., $1,-| 
020°. °53 Cambridge 4-dr., $395, $320. 
PONTIAC — ‘56 Chieftain (8) Catalina, 
$1,725*, $1,575*, $1,555°. | 
WILLYS — ‘57 Jeep, $2,035. 

MISC. — ‘57 Willys %-ton pickup, $1,885. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 6.) 
(Seld every clean car we had and we 


could have used more. Sold 126 out of 
165 offerings.) 

BUICK — ‘54 Century conv., $1,305* (ps). 
‘63 Super 2-dr., $795° (ps). 51 Super 
4-dr., $400°; Special 2-dr., $315. ‘SO 
Special 4-dr., $335; Super 2-dr., $325. 

CADILLAC — ‘50 (62) 2-dr., $725*. ‘49 


(62) coupe, $535°. "46 (62) 4-dr., $200. 


CHEVROLET — '56 Bel Air (8) 2-dr., $1,- | 


595°, $1,505, $1,475. "55 Two-ten (8) 4- 
dr., $1,000, $930. ‘54 Two-ten 4-dr., 
$780*; Bel Air 2-dr., $725*. °53 Bel Air 


2-dr., $740*; 4-dr., $700; Two-ten 4-dr., 


$680; 2-dr., $610. "51 SL Deluxe 4-dr., 
$340, $235; 2-dr., $325. "50 SL Deluxe 
2-dr., $265, $150, $100; 4-dr., $240. "40 
4-dr., $150. 

CHRYSLER —- '50 Windsor 4-dr., $160. 

DeSOTO — ‘53 Firedome 2-dr., $270*. ‘52 
Custom 4-dr., $295, $270. ‘51 Custom 4-/| 
dr., $300. 

DODGE — ‘53 Coronet 2-dr., $545, $480. 
"50 Coronet 4-dr., $205. | 

FORD ‘56 Custom (8) 4-dr., $1,640, 


$1,580*, $1,480*; Fairlane (8) 2-dr., $1,- | 


560°, $1,360; Ranch Wagon, $1,540. ‘55 
Fairlane (8) Victoria 2 at $1,480*, $1,- 
470°, $1,400; 4-dr., $1,205*, $1,035°; 2-dr., 
$1,190, $900; Custom (8) 4-dr., $1,075*, 
$1,055*; 2-dr., $955*. "54 Crest (8) 2-dr., 


$835; Custom (8) 4-dr.. $795, $710. ‘53 
Custom (8) 2-dr., $735*, $655, $645, 
$490; 4-dr., $640; Main (8) 2-dr., $530, 
$210. ‘52 Main (8) 2-dr., $535; 4-dr., 
$400*; Crest (8) 4-dr., $465; 2-dr., 
$330*; Custom (8) 4-dr., $465. °51 Cus- 
tom (8) 2-dr., $405; Deluxe (8) 2-dr., 
$220. "49 Custom (8) 2-dr., $105. °47 4- 
dr., $270, $100. 

HUDSON — °54 4-dr., $565. 

MERCURY — ’55 Monterey 2-dr., $1,650*, 
$1,570*. °51 Custom 2-dr., $325; club 


coupe, $280; Monterey 2-dr., $305; 4-dr., 
$290. 50 4-dr., $480. 

NASH — ’55 Rambler station wagon, $1,- 
280°. '52 Rambler 2-dr., $335. ’'51 Ram- 
bler 2-dr., $305; 4-dr., $130*. 

OLDSMOBILE — '56 (88) 4-dr., $2,000*, 
$1,930*, $1,765*. ‘52 (98) 4-dr., $315*. 
"51 (88) 2-dr., $455*. °50 (88) 4-dr., 
$235*. '49 (88) 4-dr., $565*; 2-dr., $150*. 

PACKARD — ‘51 4-dr., $205. 

PLYMOUTH — ‘55 Savoy (6) 4-dr., $805. 
‘53 Cranbrook Belvedere, $430; 4-dr., 
$345, $300. '51 Cranbrook station wagon, 
$340. '50 Deluxe 2-dr., $245. 

PONTIAC — ’55 Chieftain (8) Catalina, 
$1,605*; 4-dr., $1,205. °53 Chieftain (8) 
Catalina, $685. '52 Chieftain (8) station 
Wagon, $445; 4-dr., $425*, $4Q5*, $190. 
*48 2-dr., $275. 

SSeRARES—es Champion 2-dr., $260, 

5. 


MISC, — ’53 Chevrolet Carryall, $700. '52 
Chevrolet %-ton pickup, $490, ’49 Chev- 
rolet %%-ton pickup, $225. 


DYER, IND. 


(Dyer Auto Auction Sale every Friday. 
Prices are for sale of Feb. 1.) 

(We had a break in the weather today. 
It was a nice day and highways were 
clear. Consignments were better and a 
geod, strong market showed the first indi- 

of @ price increase in 45 days. Sold 
182 cars out of 269 offerings.) 
BUICK—'56 Special 4-dr., $2,035", $1,940* 

(ps), $1,740* (ps); Riviera, $2,085*, $1,- 
935". '55 Super 4-dr., $1,555* (ps); Spe- 
cial 4-dr,, $1,200. ’54 Super Riviera, $1,- 
310*. °53 Super 4-dr., $850*°; Riviera, 
$750*. °52 RM 4-dr., $355°*. 
CADILLAC—’57 (62) coupe, $4,690* (ps), 
$4,600* (ps). '55 (62) coupe de Ville, 
$2,915* (ps), $2,710* (ps); 4-dr., $2,- 
650* (ps). ’51 (62) 4-dr,, $725*. ’50 (62) 
4-dr., $695*, '49 (62) 4-dr., $580*, $440°*. 
CHEVROLET—'56 Bel Air (8) coupe, $1,- 


Super | 





| 
| 


| 


$550*; Meadowbrook station wagon, $460, 
*49 Coronet 4-dr., $115. 


FORD—'57 Fairlane (8) 500 Victoria, $2,- 
305*; Custom (8) 2-dr., $1,680. '56 Coun- 
try sedan, $1,885*, $1,690*; Fairlane (8) 
Victoria, $1,635*; 2-dr., $1,660*; Custom 
(8) 2-dr., $1,385, $1,185; Custom (6) 2- 
dr., $1,150, $1,045, '55 Fairlane (8) 4-dr., 
$1,195*; Custom (8) 2-dr., $965; Custom 
(6) 2-dr., $915. 
$765, $680°*. 

HUDSON—’S4 Hornet 4-dr., 
’53 Wasp 4-dr., $265*. 

KAISER—’51 Special 4-dr., $100. 

LINCOLN—’51 2-dr., $215*. 

MERCURY—’57 Monterey coupe, $2,725* 


$655* (ps). 


(ps); Hardtop, $2,660*. °55 Monterey 
coupe, $1,545* (ps), $1,375*; 4-dr., $1,- 
265°. '53 4-dr., $680°. "52 4-dr., $440*, 


$405*, $390*, $350*; coupe, $415* 


} 
NASH—’55 Rambler 2-dr., $580, ’53 Ram- 


bler, Country club, $500*, °52 Statesman 





"54 Custom (8) 2-dr,, | 





4-dr., 
dr., $ 
OLDSMOBILE—’57 (88) Holiday, $2,800*. 
°56 (88) 2-dr., $2,085*, °55 (88) Super 
Holiday, $1,900* (ps); 4-dr., $1,695*; 
Deluxe 4-dr., $1,565*, °52 (88) 4-dr., 
$390*,. ’50 (98) 4-dr., $110*, '49 (98) 
4-dr., $120*. 
PACKARD—’53 4-dr., $650* 
"51 4-dr., $180*, $115*. 
PLYMOUTH—’56 Savoy (8) coupe, $1,- 
625°. '55 Belvedere (8) 2-dr., $970*; 
Savoy (8) 4-dr., $955, $950. ’52 Cran- 
brook Belvedere, $415. °51 Cranbrook 2- 
dr., $185, $170, '50 Special Deluxe 4-dr., 
$120. '49 Special Deluxe 2-dr., $140, 


PONTIAC— 54 Star Chief (8) conv., $880*; 


$280*, $175*. ’'50 Ambassador 2- 
150*. 


(ps), $550*. 


Chieftain (8) 4-dr., $845*, $770*. °'53 
Chieftain (8) 4-dr., $560* $385*. ’52 
Chieftain (8) Catalina, $495*; 4-dr., 


$395*, $155*. °51 Silver Streak (8) Cata- 
lina, $100*; 2-dr., $305*, $275*, $240*, 
$220*. 

STUDEBAKER — '53 Commander coupe, 
$545*. °51 Commander 4-dr., $200*; 
Champion 4-dr., $180*, '50 Champion 2- 
dr., $195*; Commander 4-dr., $185*. 

WILLYS—’53 Aero Lark 2-dr., $305. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 7.) 

(Need '52 through °54 models.) 
BUICK — '57 Super Riviera, $2,855* (ps). 


"55 Century Riviera, $1,610* (ps). °54 
Super Riviera, $1,285*. 50 Super 4-dr., 
$240*. 

CADILLAC — °54 (62) 4-dr., $2,155* (ps). 
"53 (62) sedan, $1,510* (ps). ‘52 (62) 
4-dr., $575*. °49 2-dr., $310*. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,405*; Bel Air (8) Hardtop, 
$2,400* (ps); 2-dr., $1,555*. °56 Two- 
ten (8) 2-dr., $1,495*; 4-dr., $1,045. '55 


Two-ten (8) station wagon, $1,255*; Bel 





Air (8) 4-dr., $1,245*; 2-dr., $1,100, °54 


Two-ten 4-dr., $810*; 2-dr., $760. ’53 
Bel Air 4-dr., $755; 2-dr., $755; conv., 
$695*; Two-ten 4-dr., $655. '52 SL De- 


luxe Bel Air, $680*, '51 SL Deluxe Bel 
Air, $420*; 4-dr., $290; 2-dr., $255*. 

CHRYSLER—’50 Windsor Newport, $235*. 

DODGE — ’54 club coupe, $550*. 

FORD — ’57 Country sedan, $2,235*. '56 
Country sedan, $1,750; Fairlane (8) Vic- 
toria, $1,715*; Custom (8) 2-dr., $1,430*, 
$1,390*. °55 Custom (8) 2-dr., $1,170*; 
Fairlane (6) Town sedan, $1,110. °54 
Crest (8) 4-dr., $975*; Custom (8) 2-dr., 
$890*. °52 Crest (8) Victoria, $630*. '50 
4-dr., $195. 

MERCURY ’56 Monterey coupe, $1,- 
950*. ’55 Montclair Sport sedan, $1,575*; 
Monterey Hardtop, $1,570*; 4-dr., $1,- 
445*, $1,440*. '54 Monterey Hardtop, $1,- 


340*; 4-dr., $1,150*, $1,020*. °52 Sport 
coupe, $490*. 

OLDSMOBILE — ’56 (88) 4-dr., $1,705*. 
"53 (88) 2-dr., $690. ’51 (98) Holiday, 
$465*; 4-dr., $235*, $230*. 


PACKARD — ’53 Mayfair coupe, $620*. 
PLYMOUTH — '56 Savoy (8) 4-dr., $1,- 
465*. '51 Cranbrook 4-dr., $240, $190. 
PONTIAC ’56 Chieftain (8) Catalina, 
$1,800*, °55 Chieftain (8) 4-dr., $1,310*, 
$1,040. '52 Chieftain (8) 4-dr., $475*. 
STUDEBAKER ’53 Commander club 
coupe, $690*. °52 Champion 4-dr., $200*. 
WILLYS—’49 Jeepster station wagon, $280. 
MISC, '53 Stude. %-ton pickup, $400. 

*48 Chevrolet %-ton pickup, $380. 


SALT LAKE CITY 


(Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 7.) 
BUICK—’56 Special Riviera, $2,025*, $2,- 

105*, $2,005*, $1,930*. ’55 Super Riviera, 

$1,695 (ps). "54 Super Riviera, $1,125*, 

$1,080*; Century coupe, $1,090*°; Special 
4-dr., $950. "53 RM Riviera, $875* (ps); 





an 


Super Riviera, $750*; sedan, $750*, '50 
4-dr., $140*, $105*, 

CADILLAC—’57 (62) 4-dr., $5,050* (ps). 
’56 (62) coupe de Ville, $3,900* (ps), °55 
(62) conv., $3,600* (ps); coupe, $3,250* 

$3,045* (ps). °54 (62) coupe, §2,- 

; 4-dr., $2,800* (ps). ’53 (62) 

(ps). °52 (60) 4-dr., $1,- 

$1,010* (ps). ’49 sedan, 


’57 Two-ten (8) station 
2-dr., $2,450*; Bel Air 
$2,285*. °56 Bel Air 
$1,900*, $1,895*, 


CHEVROLET — 
wagon, $2,525*; 
(8) 4-dr., $2,350*, 
(8) Hardtop, $1,915*, 
$1,745* (ps); 4-dr., $1,800*, $1,750*; 
Two-ten (8) 2-dr., $1,550. 55 Two-ten 
(8) 4-dr., $1,025, $955*, $900*; One-fifty 
4-dr., $880; 2-dr., $820, ’54 Bel Air sta 
tion wagon, $1,065*; 2-dr., $935*; 4-dr., 
$900, $700; Delray, $735; One-fifty coupe, 


$480; 4-dr., $375. °53 Two-ten 2-dr., 
$750; 4-dr., 2 at $600*; Carryall, $375. 
"52 SL Deluxe 2-dr., $335; 4-dr., $325. 


’51 SL Deluxe Bel Air, $460*, °49 conv., 
$115. 
CHRYSLER—’57 Saratoga coupe, $3,540*; 


Windsor Hardtop, $3,500* (ps). °53 club 
coupe, $660. 

DeSOTO—’55 Firedome 4-dr., $1,590* (ps), 
$1,580* (ps). 


DODGE—’55 Sierra station wagon, $1,470; 
Coronet 4-dr., $1,225. '53 Coronet 2-dr., 
$435*. °52 Coronet (6) 4-dr., $275. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
600*; 4-dr., $2,460* (ps), $2,415*; Cus- 
tom (8) 300 4-dr., $2,265* (ps); Ranch 
Wagon, $2,165. '56 Country sedan, $1,- 
865*, $1,850* (ps), $1,825, $1,820, $1,780, 
$1,745; Fairlane (8) Victoria, $1,720*; 
4-dr., $1,575*, $1,550, $1,525; Custom (8) 
4-dr., $1,495, $1,445; 2-dr., $1,350, $850. 
’55 Country sedan, $1,625*, $1,605*, $1,- 
565*; Fairlane (8) Victoria, $1,365*; 
Ranch Wagon, $1,330; Custom (8) 2-dr., 
$1,190, $1,185, $1,050, $850; 4-dr., $1,080; 


(Continued on Page 46, Col. 1) 


“Il make 50% to 100% MORE PROFIT 











WITH 


* 


Nokorode 






LION OIL COMPANY 


A Division of Monsanto Chemical Company 
EL DORADO, ARKANSAS 


*Trademark of Monsanto Chemical Company 












Lion Oil Company 
Dept. AN-B 
El Dorado, Arkansas 


tion, of course. 
Name. a 


Street. 


UNDERCAR SEALER AND SILENCER!” | 


Lion Nokorode gives superior results with a 
thinner coating... you get 50% more under- 
coating jobs from every drum. 


Lion’s patented process (U. S. Patent No. 
2,393,774) gives Nokorode extra density— 
extra toughness—so that heavy applications, 
as are often recommended for other brands, 
are simply not necessary. Result: the thinner 
coat recommended for Nokorode gives ex- 
cellent protection, yet builds up more profits 
for you because you get 50% more satisfied 
customers with each drum. 


spray men, 


Nokorode... 

@ Dries faster 

e Lasts longer 

e Is concentrated 

e Is preferred by 
because both application and 
clean-up are easier 

- 


Is guaranteed by Lion Oil 


ecco re Oe ee ee ee 


Please send me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No obliga- 


a RS 
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Used-Car Auction Prices 
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Custom (6) 2-dr., $755. '54 Country se STUDEBAKER—’54 Champion station wag- 
dan, $1,100. °53 Country sedan, $915; on, $875. '51 Champion sedan, $220. 
Custom (8) 4-dr., $605, $545, $455°; | wiLLys—’54 (4) half cab, $725. °53 sta- 
2-dr., $590; Custom (6) 4-dr., $510; 2- tion wagon, $675, $620. 52 Jeep, $450. 
dr., $445. °52 Custom (8) 4-dr., $465°, 48 Jeepster, $305. 


$315*; 2-dr., $300. . 
= MISCELLANEOUS — '56 Chevrolet %-ton 
HUDSON—"'55 Rambler 4-dr., pickup, $1,075. °55 Chevrolet %-ton pick- 
4-dr., $225°. up, $650; Ford %-ton pickup, at $775, 
KAISER—’ 52 4-dr., $375. $705. °54 Chevrolet %-ton pickup, $725, 
LINCOLN — '56 Premiere 4-dr., $695; %-ton stake, $745, $730; Ford %- 
(ps). °54 Capri 4-dr.. $1,440° (ps). '53 ton pickup, $575; Dodge %-ton stake, 
Capri 4-dr., $1,205* (ps). $645. °53 Chevrolet %-ton pickup, $555; 
MERCURY — '57 Monterey Hardtop, $2,-| Ford %-ton pickup, $430; GMC ‘%-ton 
995°, $2,915*°. ‘55 Montclair Hardtop, pickup, $550, $480. °51 Chevrolet %-ton 
$1,695* (ps). °54 Monterey station wag- pickup, $395, $375. '50 Chevrolet %-ton 
on, $1,325* (ps); Sun Valley, $995* (ps), panel, $280; Ford %-ton pickup, $315. 
$915* oa: = Se’ Gon "52 Monterey 
4-dr., $445. '51 2-dr., $490. 
OLDSMOBILE—’55 (88) Super 4-dr., $1,- CHICAGO 
935° (ps); Holiday, $1,610* ‘54 (98) (Greater Chicago Auto Auction, Inc. Sale 
every Thursday, Prices are for sale of 
Feb. 7.) 


Holiday, $1,670* (ps). °53 (88) Holiday, 
(Sold 305 cars out of 463 offerings.) 


$850° (ps); Deluxe 2-dr., $790*; (98) 
4-dr., $720° (ps). ’52 (88) 4-dr., $475° 

BUICK — '56 Super Riviera, $2,150* (ps); 
Special Riviera, $1,990*. '55 Super 4-dr., 


(ps); 2-dr., $400°*. 
PLYMOUTH—’57 Belvedere (8) Hardtop, 

$1,500* (ps); Special Riviera, $1,400*. 
"54 Special Riviera, $1,250*; Super 4-dr., 


$2,650°, $2,625°. '56 Belvedere (8) 4-dr., 

$1,550. '55 club sedan, $815. °53 sedan, 
$520. ‘52 4-dr., $285. ‘51 2-dr., $210,| $1,230* (ps); Riviera, $1,195*, $1,150° 
$195. (ps); RM Riviera, $1,180* (ps). 53 RM 
PONTIAC—'56 Star Chief (8) 4-dr., Riviera, $620° (ps); Super Riviera, 
070*, $1,950*. °55 Star Chief (8) Cata- $600*; Special Riviera, $570*. ‘52 Super 
lina, $1,405*, °54 Chieftain (8) 4-dr., Riviera, $555*, $535*, $450*. ‘41 Super 2- 

$740° (ps). °53 Chieftain (8) station dr., $240. 

CADILLAC—’'56 (62) conv., $3,980° (ps); 
coupe de Ville, $3,825* (ps); coupe, $3,- 


$895°. °52 


$3,195*° 


$2,- 


wagon, $800*. ‘52 Chieftain (8) Hardtop, 
$375°; 4-dr., $310°*. 


This 5%" high beam lamp has 

its 3744 watt single filament po- 
sitioned at the focal point of the reflector for maxi- 
mum efficiency. Has E-Z Aim Platforms for quick 
daylight adjustment with all mechanical aimers or 
may be aimed by conventional methods. Locating 
bosses (seating lugs) on back of reflector permit cor- 
rect installation in 4001 housing only. 








700* (ps), $3,675* (ps). "55 (62) coupe 
de Ville, $3,190* (ps), $3,070* (ps); (60) 
4-dr., $2,925* (ps). ‘54 (62) coupe de 
Ville, $2,395* (ps). °53 (62) 4-dr., $1,- 
405* (ps); coupe, $1,285* (ps). "51 (62) 
4-dr., $680*. "50 (61) 4-dr., $490*. 
CHEVROLET ’57 Bel Air (8) Sport 
sedan, $2,325*; Bel Air (6) Sport sedan, 
$2,225* (ps); Two-ten (6) 2-dr., $1,- 
850; One-fifty (8) 2-dr., $1,800. 56 Bel 
Air (8) Sport sedan, $2,095* (ps), $1,- 
785*, $1,700°; 4-dr., $1,660* (ps); Bel 
Air (6) Sport sedan, $1,800* (ps); Sport 
coupe, $1,700* (ps); Two-ten (8) station 
wagon, $1,885* (ps), $1,650*; 2-dr., $1,- 
540*. '55 Bel Air (8) Sport coupe, $1,- 
555* (ps), $1,440*, $1,240; 4-dr., $1,280*, 
$1,245*, $1,185*; Bel Air (6) Sport coupe, 
$1,320*, $1,270*; Two-ten (8) 2-dr., $1,- 
150*; Two-ten (6) 2-dr., $1,050; One- 
fifty (6) 2-dr., $850. "54 Bel Air 4-dr., 
$855*; 2-dr., $825; Two-ten 4-dr., $795*; 
2-dr., $700; One-fifty 4-dr., $645. ‘53 
One-fifty station wagon, $750; Bel Air 
Sport coupe, $715, $710; Two-ten 2-dr., 
$505. '52 SL Deluxe 4-dr., $365*. 
CHRYSLER — °57 NY 4-dr., $3,375* (ps). 
‘55 NY St. Regis, $1,805* (ps); Windsor 
4-dr., $1,635* (ps). "54 NY 4-dr., $1,- 
030° (ps). °53 Windsor 4-dr., $660*, 
$525°. 
DeSOTO 
570* (ps); 
(ps); 4-dr., 
$575*. 
DODGE — 


’55 Fireflite Sportsman, $1,- 
Firedome Sportsman, $1,425* 
$1,265*. ‘53 Firedome 4-dr., 


"55 Royal Lancer Hardtop, $1,- 
340*; Coronet (6) 4-dr., $1,200*. ‘54 
Royal conv., $800; Coronet (8) 4-dr., 
$690°. "53 Meadowbrook 2-dr., $345. 

FORD — ‘57 Fairlane (8) 2-dr., $2,180* 
(ps); 4-dr., $2,000. ‘56 Fairlane (8) 4- 
dr., $1,675*, $1,590*°; Custom (8) 2-dr., 
$1,430*, $1,355*; Main (6) 2-dr., $1,200. 
’55 Thunderbird, $2,470*; Fairlane (8) 
conv., $1,405*; Crown Victoria, $1,395*; 
4-dr., $1,250, $1,225*; Ranch Wagon, $1,- 


210; Custom (8) 2-dr., $1,030, $965; 4- 
dr., $980, $915*. ‘54 Custom (8) 4-dr., 
$800, $660*, $505*; Custom (6) 4-dr., 
$510; Crest (8) Victoria, $490. ’53 Crest 
(8) Victoria, $595*. '52 Crest (8) Vic- 
toria, $490. "51 Custom (8) 2-dr., $325*. 


HUDSON — ’'55 Hornet 4-dr., $990*; Wasp 
Hollywood, $610*, $605*. 52 Wasp 4-dr., 
$230°. 

LINCOLN — '57 Premiere coupe, $4,205* 
(ps). °56 Premiere conv., $3,250* (ps). 
"54 Capri coupe, $1,570* (ps); 4-dr., 
$1,165* (ps). "52 Capri coupe, $450°*. 

MERCURY "56 Montclair coupe, $1, 
735*; 4-dr., $1,700*; Custom 2-dr., $1,- 
515*. °55 Montclair coupe, $1,520*, $1,- 
420*; Custom 4-dr., $1,260*; 2-dr., $1,- 
210*, $850, $800; Monterey 4-dr., $1,240*. 
"54 Monterey Sun Valley, $1,180*, $1,- 
125*; coupe, $1,045*, $1,015*; Sport 
coupe, $965*. °53 Monterey coupe, $760*, 
$725*; Custom 2-dr., $590. °52 Sport 
coupe, $510*; 4-dr., $345*. ‘51 4-dr., 
$375. 

NASH — ‘56 Rambler station wagon, $1,- 
725*. °54 Rambler station wagon, $1,- 
010. '53 Statesman 2-dr., $500. '52 Ram- 
bler station wagon, $225; Ambassador 
4-dr., $340*. 

OLDSMOBILE — ‘57 (88) Holiday, $2,- 
820*. ‘56 (98) Holiday, $2,605* (ps). "56 
(98) conv., $2,550* (ps); Holiday, $2,- 
425* (ps); (88) Super Holiday, $2,075* 
(ps). °55 (98) Holiday, $1,950* (ps); 
(88) Holiday, $1,800* (ps); 2-dr., $1,- 
300* (ps). '54 (98) 4-dr., $1,500* (ps), 
$1,375* (ps). "52 (88) Super 4-dr., $1,- 
230* (ps); Holiday, $695* (ps). 

PACKARD — ’55 Clipper Panama, $1,435". 
"53 Clipper 4-dr., $800*. '52 (400) 4-dr., 
$375*, $350°. 

PLYMOUTH—'56 Plaza (8) station wagon, 
$1,475. °55 Belvedere (8) Sport coupe, 
$1,330*; Savoy (8) 4-dr., $1,060*, $995; 
Plaza (6) 2-dr., $610. "54 Belvedere 4- 
dr., $755*. “53 Cranbrook 2-dr., $540. 


This 5%4" lamp has a 3744 watt 

high beam filament and a 50 
watt low beam filament. The low beam filament is 
positioned at the focal point of the reflector to de- 
liver a greatly improved passing illumination pat- 
tern. The high beam filament delivers light that is 
supplementary to the high beam single filament 
lamp (4001). Low beam filament equipped with 
anti-glare fog cap. Lamp has E-Z Aim Platforms. 
Locating bosses (seating lugs) on back of reflector 
permit correct installation in 4002 housing only. 


TUNG-SOL ELECTRIC INC., Newark 4, N. J. 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; 
Dallas, Texas; Denver, Colo.; Detroit, Mich.; Irvington, os 
Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. ; 


Canada: Montreal, P. Q. 


® TUNG-SOL 


AUTO LAMPS + SIGNAL FLASHERS 


SPECIAL INITIAL STOCK 


Four of each type of lamp packed in a case as 
minimum initial stock in keeping with immediate 


service expectations. 


——$—$_, 


PONTIAC ’56 Chieftain (8) station 
wagon, $2,125* (ps); Star Chief (8) Cay. 
alina, $1,805*. ’55 Star Chief (8) Cats. 
lina, $1,560* (ps); Chieftain (8) Station 
wagon, $1,530* (ps); 4-dr., $1,200* (pg) 
"53 Chieftain (8) 4-dr., $590*, ‘52 Chief. 
tain (8) 2-dr., $345*. ‘i 

STUDEBAKER — ‘55 Commancer Hara- 
top, $1,100*. °53 Commander Hardtop 
$540*, $390°. ; 

MISC, ‘57 Volkswagen 2-dr., 
’55 Volkswagen 2-dr., $1,360; 
%-ton pickup, $855. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 5.) 
(Market and demand strong for goog 
clean, late-model cars. Rough and of 
units are falling fast in the New York 
area. Sold 104 cars out of 126 offerings.) 
BUICK — '55 Super Riviera, $1,525* (ps). 
Special 2-dr., $1,310*. ’54 Super Riviera 
$1,110*; Special Riviera, $1,010*, "53 
Super conv., $800*; 4-dr., $590*, $545. 
Special conv., $625; 2-dr., $590. '52 Super 
Riviera, $340, $260*. ’50 Special 4-dr 
$100°. “4 
CADILLAC — '55 9 
(ps), $2,725* (ps); 2.710" 
(ps). 


CHEVROLET — ’56 Bel Air (6) 2-dr., $1,- 
350; Two-ten (6) 2-dr., $1,315. '55 Bel 
Air (8) Hardtop, $1,150; Two-ten 4-dr. 
$1,100*, $1,090*, $1,080*, $1,010, 3 at 
$1,000; 2-dr., $985, $975, $970; One-firt 
2-dr., $885, $850. '54 Two-ten 4-cdr., $6a9- 
One-fifty 4-dr., $560, $500. '53 ‘Station 
wagon, $735*, $645; Two-ten 4-dr., $550*- 
One-fifty 4-dr., $370. '52 SL Deluxe 4-dr.’ 
$405*; SL Special 4-dr., $260, $125, *51 
SL Deluxe 4-dr., $260*, $250*. "50 SL De- 
luxe 2-dr., $175*. °49 conv., $100, 

— "49 sedan, $100. 

DODGE "53 Coronet 4-dr., 
Wayfarer 2-dr., $255. 

FORD "56 Fairlane (S) Victoria, §1,- 
700°. ‘55 Custom (8) 4-dr., $980*. ‘54 
Ranch Wagon, $695, $660; Main (8) 2- 
dr., $610. ‘53 Crest (8) conv., $550*; 
Custom (8) 2-dr., $480. ‘52 Crest (&) 
conv., $420; Custom (6) conv., $260: 
Main (6) 2-dr., $250. ’51 Custom 2-dr., 
$170. °49 conv., $115. 

MERCURY — ‘56 Monterey Hardtop, §1,- 
900°. °55 Monterey Hardtop, $1,535*, $1,- 
380°. ‘53 Custom 4-dr., $570. ‘52 Mon- 
terey 4-dr., $490*. 

NASH — ’53 station wagon, $150. 

OLDSMOBILE — ‘55 (88) 4-dr., $1,650*, 
$1,500°, $1,325°. "54 (88) Super conv., 
$1,250*, $1,175*. '53 (98) Hardtop, $825*. 
"51 (98) Hardtop, $260*. 

PACKARD — ‘53 Clipper Hardtop, $350*; 
4-dr., $230. "51 Clipper 4-dr., $100*. 
PLYMOUTH — '56 Savoy (6) 4-dr., $1,110, 
"55 Savoy (6) 4-dr., $865. °54 Savoy 4- 
dr., $625*; Plaza 4-dr., $510; Belvedere 
4-dr., $475. '51 Cranbrook 4-dr., $135. 

PONTIAC — ‘55 Chieftain (8) Catalina, 
$1,400°. 

STUDEBAKER 
$150. 

WILLYS 

MISC. — 


= $1,700, 
Chevrolet 


(62) 
(60) 


conv., 
4-dr., 


$300*, *52 


"52 Commander 2-dr., 
‘51 Champion, 4-dr., $150*. 

— "52 station wagon, $390. 

‘53 Dodge “%-ton panel, $300. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 6.) 

(Bad weather held consignments down, 
but buyers were here in full force.) 

BUICK —'55 RM Riviera, $1,680* (ps); 
Super Riviera, $1,570* (ps); Special Rivi- 
era, $1,500°. °54 Special 4-dr., $1,025°. 
"53 Super 2-dr., $760°; Special Riviera, 
$705*. ‘50 Special 4-dr., $200*. 

CADILLAC—’53 (62) coupe, $1,250* (ps). 

CHEVROLET "57 One-fifty (6) 2-dr., 
$1,780. "56 Two-ten (6) 4-dr., $1,445, "55 
Bel Air (8) station wagon, $1,460; Two- 
ten (8) 2-dr., $1,060, $985; 4-dr., $1,- 
000; Bel Air (6) 2-dr., $975. ‘53 Two- 
ten 4-dr., $645; 2-dr.. $580; Bel Air 
4-dr., $635° (ps). ‘52 One-fifty 2-dr., 
$350; Two-ten 2-dr., $250. 51 SL Deluxe 
2-dr., $300°. 50 SL Deluxe 4-dr., $285°. 

CHRYSLER — °54 NY 4-dr., $1,320*. ‘53 
Windsor 4-dr., $680° (ps). 

DODGE — ‘52 Meadowbrook 4-dr., $515. 

FORD — '57 Fairlane (8) 500 2-dr., $2,- 
190°; Custom (8) 300 4-dr., $2,100°. ‘56 
Fairlane (8) Victoria, $1,630; Custom 
(8) 4-dr., $1,390. "55 Ranch Wagon, §$1,- 
375*, $1,260; Custom (8) 4-dr., $1,060. 
’54 Custom (8) 2-dr., $775*. 53 Custom 
(8) 4-dr., $680*, $525. 

MERCURY — ’57 Montclair Hardtop, $2,- 
875*. '55 Custom conv., $1,550*. "54 Cus- 
tom 4-dr., $850*. ‘ 

OLDSMOBILE — °56 (98) 4-dr., $2,160°; 
(88) 4-dr., $1,940*. °'55 (98) Holiday, 
$1,850* (ps); 4-dr., $1,535*. ‘54 (98) 
4-dr., $1,490* (ps). "53 (98) 4-dr., $940° 
(ps). 

PACKARD—’55 Deluxe 4-dr., $1,295°. 

PLYMOUTH — '54 Belvedere 4-dr., $740; 
Plaza 2-dr., $620. °53 Cranbrook 4-dr., 

’52 Cranbrook Belvedere, $465. 
’53 Chieftain (8) Catalina, 
4-dr., $675*, $650*. ‘51 2-dr., 
$245*. 


STUDEBAKER — ’56 Champion 2-dr., $1,- 
305*. °53 Commander 4-dr., $450*. 
MISC. — °47 Ford wrecker, $140. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 4.) 
(Today’s market showed prices steady 
*“‘money-back guaraa- 
teed”? cars. Average autos slowed down 
and were more difficult to sell. 
grade cars and older models, with the 
exception of the very clean, sold at & 
new low. An export buyer from the 

Argentine bought 10 clean cars here to- 
day, and expects to make this market his 
headquarters for the next 3 months. They 
buy clean, light, older models. A lot of 
good buyers attended as we sold 124 
cars out of 170 offerings.) 

BUICK—’55 Century Riviera, $1,675*, $1,- 
575*; 4-dr., $1,650*, °54 RM Riviera, 
$1,210* (ps); 4-dr., $1,100*; Special 4- 
dr., $1,070. ’53 Super Riviera, $750*; 
4-dr., $700*. ’52 Special 4-dr., $470. 51 
Special 4-dr., $370; RM 4-dr., $320*. '50 
Special 2-dr., $210; RM 4-dr., $135*. 

CADILLAC — ’56 (60) 4-dr., $3,275* (PS). 
"55 (62) 4-dr., 2 at $2,650* (ps). 

CHEVROLET ’57 Two-ten (6) 4-dr., 
$2,025". '56 Two-ten (6) 4-dr., $1,360. 
55 Two-ten (6) Delray coupe, $1,120*; 
4-dr., $965, $960, $935, $925; 2-dr., $960, 
$900; One-fifty (6) 4-dr., $910*. ‘54 
Air station wagon, $985; Two-ten 2-dr., 
$825. ’53 Bel Air 2-dr., $700*, $570; 4- 
dr., $660*; One-fifty Handyman, $780; 
4-dr., $230; Two-ten 2-dr., $580; 4-dr., 
$485. 51 SL Deluxe Bel Air, 2 at $450°; 
Two-ten 4-dr., $370, $250*. '50 SL Deluxe 
Bel Air, $240*; 4-dr., $150*, $100; 2 


dr., $120. 
CHRYSLER — ‘51 NY 4-dr., $300°. 
(Continued on Page 47, Col, 1) 
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Windsor club coupe, $265*. 
poDGE ’55 Coronet 2-dr., $700*. °53) 
Coronet 4-dr., $385. "52 Meadowbrook 4- 
ar., $340*. "51 Coronet 4-dr., $180. | 
FORD — '56 Country sedan, 2 at $1,850°; 
Ranch Wagon, $1,535; Custom (8) 4-dr., 
$1,330; 2-dr., $1,300, $1,260. °55 Fair- 
jane (8) Victoria, $1,350*; conv., $1,265; 
Custom (8) 4-dr., $1,020; 2-dr., $950; 
Main (8) 4-dr., $745. ’54 Custom (8) 4- 
dr., $850°; Main (8) 2-dr., $630. '53 
Crest (8) Victoria, $800; Custom (8) 4-| 


ar, $660*; 2-dr., $650; Main (6) 2-dr., | 
Jo. "52 Custom (8) 4-dr., $320; Deluxe | 
(8) 2-dr., $290. ’51 Custom (8) 4-dr., | 
$370*; 2-dr., $400; Custom (6) 4-dr., | 

$900. "50 Deluxe (8) 2-dr., $110. 
’52 Hornet 4-dr., $150*. "51 


DpSON — 
a 4-dr., $150. 
LINCOLN — '53 Cosmopolitan Sport coupe, 


yERCURY — '57 Montclair Phaeton, $2,- 
400°. ‘54 Sun Valley coupe, $885*; Mon- 





terey 2-dr., $710. °53 Monterey Sport 
coupe, $610* (ps). ‘52 Monterey 4-dr., | 
- Sport coupe, $530. | 
WASH — ‘51 Statesman 4-dr., $160. | 
G@LDSMOBILE — ‘57 (88) Holiday, $3,-| 
go0* (ps). "56 (88) Holiday, $2,075*. °54 
(88) 2-dr., $1,250°; (98) 4-dr., $1.190*. 
53 (88) Super 4-dr., $750. "52 (88) 4-/| 
dr., $470*; Super 4-dr., $390°. '51 (98) 
Holiday, $350*; 4-dr., $250°. ‘50 (88) 
4-dr., $145*. 
PACKARD — ‘53 Clipper 4-dr., $460*. 51) 


Clipper 4-dr.. $250*. 
PpLYMOUTH—’54 Belvedere station wagon, 
$910*. °53 Cranbrook conv., $500*; Cam- | 
bridge 4-dr., $200. '51 Cranbrook coupe, | 


0. 

PONTIAC — '55 Chieftain (8) 2-dr., $960*°. 
"63 Chieftain (8) Catalina, $780* (ps); 
station wagon, 720. °49 (8) coupe, 
$120°. | 

STUDEBAKER — ‘55 President Sport 
coupe, $1,140. "53 Commander Land 
Cruiser, $300*. ‘51 Commander coupe, | 


50. | 
wiLLYS — "51 Jeepster, $700. 47 Jeepster, 








=. — ’55 Chevrolet %-ton pickup, $950, 
. "50 GMC %-ton pickup, $220. °49/ 
Ford 2 ton dump, $710; GMC%-ton pick- 
up, $260. '47 Willys %-ton pickup, $210; 
Chevrolet %-ton pickup, $140. 


MANHEIM, PA. 


(Manheim Auto Auction. Sale every Fri- | 
day. Prices are for sale of Feb. 8.) 

(A very good sale today as 70 percent 
of 462 cars changed owners, Clean ones 
brought top prices.) | 
BUICK—’57 RM Riviera, $3,160° (ps). 56) 

RM Riviera, $2,385* (ps), $2,125* (ps); | 
Super Riviera, $2,200* (ps); Special Rivi-| 
era, $2,025°, $1,915°, $1,850°; 2-dr., $1,- 


775*, $1,625; 4-dr., $1,625. '55 Special) 
Riviera, $1,800° (ps), $1,530°, $1,520*, | 
$1,350*, $1,270*, $1,180; 4-dr., $1,510°; 


Century Riviera, $1,660*; conv., $1,650°; 
RM 4-dr., $1,640* (ps); conv., $1,600° 
(ps); Riviera, $1,460* (ps); Super Rivi- 
era, $1,420*. '54 Super Riviera, $1,200°; | 
Special Riviera, $1,150*%; conv., $940*; | 
4-dr., $800; RM Riviera, $1,000* (ps). | 
‘53 RM Riviera, $800* (ps), $740* (ps); 
Super Riviera, $705*; 4-dr., $610*. 
CADILLAC—’57 (62) 4-dr., $5,400° (ps); 
coupe de Ville, $5,350* (ps); coupe, $4,- 
900* (ps). °56 Eldorado Seville, $4,600° 
(ps); (62) sedan de Ville, $4,400* (ps), 
$4.200* (ps), $3,825* (ps); coupe de Ville, 
$3,965* (ps), 2 at $3,870° (ps); conv., 
2 at $3,900* (ps); coupe, $3,580*° (ps); 
4<dr., $3,510° (ps), $3,500° (ps). ‘55 El- 
dorado Seville, $3,410* (ps); (62) conv., 
$3,000* (ps): coupe, $2,900* (ps), $2,850* 
(ps). "54 (62) 4-dr., $2,400* (ps), $2,250° 


(ps). "53 (62) 4-dr., $1,735* (ps); (75) 
sedan, $1,575° (ps); (60) 4-dr., $1,220°. | 
CHEVROLET — '57 Bel Air (8) Hardtop, | 


$2,350* (ps): 4-dr., $2,280*; Two-ten (8) 
station wagon, $2,2S80*, $2,210; Two-ten 
(6) station wagon, $2,280. '56 (8) Elmor- 
Toco, $3,100* (ps); Bel Air (8) 4-dr., 
$1,900* (ps), $1,750*; Hardtop, 2 at $1,- 
780°; conv., $1,875* (ps); Sport coupe, 
$1,590; Two-ten (8) station wagon, $1,- 
660; 4-dr.. $1,400; 2-dr., $1,375, $1,310; 
Bel Air (6) 2-dr., $1,390, $1,370. '55 Bel 
Air (8) 4-dr., $1,350°%, $1,340, 2 at $1,- 
200; conv., $1,300*, $1,160; Bel Air (6) 
4-dr., $1,310*; 2-dr., $1,225, $1,070; Two- 
ten (8) station wagon, $1,280; 4-dr., $1,- 
110; Two-ten (6) station wagon, $1,100; 
4-dr.. $1,070; 2-dr., $990; One-fifty (8) 
station wagon, $1,260. °54 Two-ten 4-dr., 
$900*, $870, $770; Delray, $860; 2-dr., 
$688; Bel Air 2-dr., $895*, $750*; 4-dr., 
$850*; One-fifty 2-dr., $500, °53 Two-ten 
station wagon, $865*; 2-dr., $580; 4-dr., 
$525, $520* $400; Bel Air 2-dr., $705*, 
$650; Hardtop, $705; 4-dr., 2 at $680; 
conv., $550; One-fifty station wagon, 
$635; 2-dr., $610; Delivery sedan, $390. 
eS Deluxe 4-dr., $525, $430*; 2-dr., 





CHRYSLER — °56 NY Hardtop, $3,150° 


(ps), $3,075* (ps), $2,680* (ps). 55 NY 
Regis, $1,860* (ps); 4-dr., $1,500* 
, $1,205*; Windsor Nassau, $1,850* 
(ps), $1,650, $1,510*. 54 NY 4-dr., $910*. 
53 NY 4-dr., $580°. '52 NY 4-dr., $355*; 
Saratoga club coupe, $300*. 

’57 Firesweep 4-dr., $2,540*°. °56 
Firedome station wagon, $2,180; Hardtop, 
—" (ps). ’52 Firedome club coupe, 


DODGE—'56 Royal 4-dr., $1,800*; Hardtop, 


$1,780*. °55 Royal Lancer, $1,510*, $1,- 
500*; 4-dr., $1,435*. °54 Royal 4-dr., 
$750*; Coronet (8) 4-dr., $690*; Meadow- 
brook 4-dr., $610*, °53 station wagon, 
$760; club coupe, $550*, $320*; 4-dr., 
$400*, $330. 52 Coronet 4-dr., $250*. ’51 
4-dr., $205. 

D—’57 Thunderbird, $3,100; Fairlane 
(8) 500 Victoria, $2,470* (ps); 2-dr., $2,- 
290*; Ranch Wagon, $2,080, '56 Thunder- 
bird, $2,470*; Country sedan, $1,930*, 
$1,790", $1,650; Fairlane (8) conv., $1,- 
790*; Victoria, 2 at $1,680*, $1,560*, 
$1,550*, $1,425, $1,410; 2-dr.. $1,360; 

ch Wagon, $1,580, $1,550, $1,520; 
Custom (8) 4-dr., $1,380*, $1,360; 2-dr., 
$1,330, 2 at $1,300*, $1,200; Main (8) 
2-dr., $1,275. °55 Country Squire, $1,720*, 
$1,625*; Country sedan, $1,650*, $1,535°, 
$1,375; Fairlane (8) ‘Victoria, $1,545*, 
$1,540*, $1,320*; 4-dr., $1,450*, $1,260*, 
$1,195, $1,110*, $1,080*; conv.. $1,320", 
$1,240*; Custom (8) 4-dr., $1,510*, $1,- 
250*, $1,025, $1,010; 2-dr., $1,060 $1,- 
030, 4 at $990; station wagon, $1,160; 

ich Wagon, $1,390°, $1,280, $1,240°, 
$980; Main (8) 2-dr., $830, $750; Custom 


| Used-C ar Auction Prices 


(Continued from Page 46) 
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(6) 2-dr., $930, $870; 4-dr., $830; Main 
(6) 2-dr., $750, $620, '54 Ranch Wagon, 
$1,160*, $950, $890; Crest (8) Victoria, 
$925*, $780; 4-dr., $710; Custom (8) 4- 
dr., $770*; Main (6) 4-dr., $720; 2-dr., 
$410; Main (8) 4-dr., $610; 2-dr., $520; 
Custom (6) 2-dr., $700; 4-dr., $660. '53 
Crest (8) Victoria, $885*, 2 at $840, $650; 
conv., $600*, $520*; Custom (8) 2-dr., 
$795*; station wagon, $740; 4-dr., 2 at 
$610*, $560*; Ranch Wagon, $690, $620; 
Main (8) 4-dr., $380, '52 Crest (8) Vic- 
toria, $753; 4-dr., $550; Ranch Wagon, 
$585*, $500> Main (8) 2-dr., $405, ’51 
Custom (8) 4-dr., $415*, $200; 2-dr., 
$180; Custom (6) 2-dr., $225. 


HUDSON—’54 Hornet 4-dr., $720. ’°52 Hor- 
net 4-dr., $350°*. 


KAISER—’51 Custom 4-dr., $265. 


LINCOLN — '56 Premiere 4-dr., $2,950* 
(ps); Capri Hardtop, $2,950* (ps). ’55 
4-dr., $1,480. °53 Capri Hardtop, $910*. 


MERCURY — ’57 Montclair Hardtop, $2,- 
875* (ps); Monterey Hardtop, $2,650* 
(ps), $2,085*; 2-dr., $2,410* (ps). °56 
Monterey Hardtop, $2,085*, $2,020*, $1,- 
870*, $1,800*, $1,790*, $1,750*; 4-dr., 
$1,450, $1,310*; Custom station wagon, 
$1,900*; 4-dr., $1,780*, $1,520*, $1,500*; 
2-dr., $1,280*; Montclair Hardtop, $1,- 
735*, $1,260%,. '55 Monterey station wag- 
on, $1,850*; Hardtop, $1,520*, $1,390*; 
4-dr., $1,400; Montclair Hardtop, $1,600*. 
"54 Monterey Hardtop, $1,330*, $1,050*, 
$725*; Sun Valley, $1,000; 4-dr., $760. 





’53 Monterey 4-dr., $875*, $600*; Hard- 
top, $850; Custom 4-dr., $825*; 2-dr., 
$620. ’52 2-dr., $515; 4-dr., $370°, '51 
2-dr., $300, $205, 

NASH—’56 Rambler station wagon, $1,- 
950*, $1,750. "55 Ambassador sedan, $1,- 
250°, ’°54 Ambassador Hardtop, $1,130*. 
53 Ambassador 4-dr., $600; Rambler 
station wagon, $520. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
450° (ps), $2,130*; Deluxe Holiday, $2,- 
050* (ps), $1,950*, $1,875* (ps). '55 (88) 
Super 4-dr., $1,695* (ps), $1,680* (ps); 
Holiday, $1,675* (ps), $1,650*, $1,625*; 
(98) 4-dr., $1,570*. °54 (88) Holiday, 
$1,550*, $1,450°, $1,430*; 2-dr., $1,440*, 
$1,400*; 4-dr., $1,425°, $1400, $1,205*, 
$1,160*, $1,090*, $960*; (98) conv., $1,- 
320*; Holiday, $1,250*%; 4-dr., $1,210*. 
"563 (98) Holiday, $900* (ps); 4-dr., 
$775*; (88) Super 2-dr., $760, $710*. ’52 
(88) Super 4-dr., $695*, $595*, $505*; 
2-dr., $490*; (98) Holiday, $520*. 

PLYMOUTH—’57 Suburban, $2,390*, $2,- 
325*; Savoy (8) 4-dr., $2,200; Belvedere 
(6) 4-dr., $2,170*. '56 Savoy (8) 2-dr., 
$1,260, $1,245; 4-dr., $1,460*, $1,300; sta- 
tion wagon, $1,675*; Savoy (6) station 
wagon, $1,760; Plaza (6) 2-dr., $1,205, 
’55 Belvedere (8) sedan, $1,370*, $1,080*, 
$975, $970; conv., $1,225*; Savoy (8) 4- 
dr., $1,270*, $1,000*, $980, $925; 2-dr., 
$1,110*; Plaza (8) sedan, $1,180, $905, 
2 at $870, $810; Suburban, $920; Savoy 
(6) 4-dr., $1,090*, $830. °54 Plaza sta- 
tion wagon, $820; Belvedere conv., $775*. 
’53 Cranbrook 4-dr., $615, $560*, $410; 
Belvedere, $400; club coupe, $375; Cam- 
bridge Savoy, $770, $600. ’52 Cambridge 
4-dr., $310; club coupe, $310. 

PONTIAC—’57 Chieftain (8) 4-dr., $2,560* 
(ps), $2,125. °56 Star Chief (8) station 
wagon, $1,950*; Catalina, $2,075* (ps); 
Chieftain (8) Catalina, $1,835*, $1,825°*, 
$1,780*, $1,750*, $1,650°. °55 Star Chief 
(8) conv., $1,550°; Chieftain (8) Cata- 
lina, $1,410*; station wagon, $1,300*; 





4-dr., 950. °54 Star Chief (8) Catalina, 

$1,125*. ’53 Chieftain (8) Catalina, $580*, 

$560%; 4-dr., $490. 52 (8) 4-dr., $440*, 
5O* 


$350*. 

STU DEBAKER—’55 Commander Hardtop, 
$1,400*; 4-dr., $1,040; Champion station 
wagon, $1,280. '54 Commander 4-dr., 
$790*; Land Cruiser, $600*, °51 Com- 
mander 4-dr., $145*. 

MISCELLANEOUS — ’'56 Volkswagen Sun 
Roof 2-dr., $1,400; Jaguar conv., $2,450; 
Dodge %-ton pickup, $1,150; Ford %- 
ton pickup, $1,175. ’°55 Jaguar roadster, 
$1,750; Ford %-ton pickup, $900. °54 
Dodge %-ton pickup, $770. '53 Ford %- 
ton panel, $510; International %-ton 
pickup, $410; Jaguar 2-dr., $910. ‘52 
Dodge %-ton panel, $220. 51 Ford truck 
and scoop, $1,500. 

* * * 


— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (Feb. 6), Sold 104 cars out of 139. 
* * 


* 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (Feb. 7). 
fog, we enjoyed an excellent sale, 
were good and selling was active, Buyers 
were on hand to absorb all of the cars 
entered. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 

day (Feb. 7). We had a very good sale 


today in spite of another week of constant | 


rain. 
* * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Feb. 7). Our first sale in 
a month without snow brought in 256 cars. 


All prices remained very good with active 
bidding resulting in 73 percent sold, 


In spite of wet weather and | 
Prices | 
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Canadas Companies 
Finance 19% More 
Cars During 56 


OTTAWA. — A total of 176,538 
new cars were financed for $380,- 
160,000 by sales finance and accept- 
ance companies during the first 11 
months of 1956. 

This was an increase of 19.3 per- 
cent in units and 32.1 percent in 
dollars over the same period of 1955 
when 148,022 units were financed 
for $287,815,000. 

Financing of new commercial 
vehicles climbed to 31,796 units for 
$100,728,000 during the first 11 
months of 1956. This was an in- 
crease of 17.1 percent in units and 
53.3 percent in dollars. 

The financing of used vehicles in 


|the 1i-month period of 1956 in- 
| creased 4 percent to 407,649 units. 


The dollar value of these units rose 
11.3 percent to $360,432,000. 


In the 1956 period the number of 


| used cars financed by finance and 


acceptance companies increased 5.4 
percent to 355,427 units. The dollar 
value of this financing rose 12.5 per- 


| cent to $313,673,000, 
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Brilliant 
new Cadillac... 
cooled 


by Harrison! 


quality... 


right to the core! 


























Harrison’s up front with the finest . . . cooling the magnificent 
new 1957 Cadillac. Harrison radiators efficiently handle 

the heat on these high-compression, high-power engines . . . 
help provide maximum power and performance. That’s why 
leading automotive manufacturers specify Harrison . . . 

with over 46 years’ experience in supplying the industry 
with top-quality heat-transfer equipment. And Harrison’s 
vast research facilities are constantly looking for better, 
more efficient methods of cooling to make way for tomorrow’s 
advances in automotive engine design. If you have a 

cooling problem—follow the lead of so many manufacturers 


—check Harrison for the answer! 


Watch WIDE WIDE WORLD Sundays on NBC-TV 
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RADIATOR DIVISION. GENERAL MOTORS CORP., LOCKPORT, N.Y. 
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How They're Pushing Sales . . . 


Dealer Ad Ideas 





Deep Freeze Warms Up 

| Day Resale Cars, Spokane, 
has advertised a “deep freeze 

warmup” in “warm, balmy trade 

winds.” 

“Red-hot price blast puts a fire 
to Jack Frost stoppers,” the ad 
copy read. “The heat is on Snow- 
land’s Land with sure winter go. 

“Trade winds are warm at Utter’s 

. cash in your car to deal ready 
to glow ... with mufflers... 
iglooized and zero-lated builtin 
midwinter pause ... no payments 
*til in March shirt sleeves or over- 
coats . . . indoor and outdoor dis- 
plays.” 

* *+ * 

Bird-Dogging Dog 
ITWORTH Motors, Niagara 
Falls, N.Y., went after new| 
Ford sales with an unusual news- | 
paper ad featuring a photo of a| 





dog and the caption: “If I Could | 
Only Talk!” 
Copy added: “. .. I would certain- | 


ly advise my boss to go to Whit- | 


THE PETERSEN READER. 


= 


ee 


worth Motors to purchase his 1957 
Ford, for such a low downpayment 
(only $250) and when you think of 
the joy of owning and driving a 
brand new 1957 Ford the $14 per 
week is comparatively small. Take 
the advice of man’s best friend. 
See Whitworth today.” 


* * * 


‘Your Obdt. Sut...’ 


UMBLE Chevrolet Ltd., Toronto, 

came up with a novel approach 
to service advertising when it em- 
ployed old-fashioned type and sell- 
ing language in a newspaper ad 
that might have appeared in the 
early days of the auto industry. 


The ad was captioned: “General 


| Announcement to Interested Par- 


ties.” 


Said copy: “We respectfully call 
to your attention that we special- 
ize in the refurbishing, refinish- 
ing, repainting and refurnishing 
of horseless carriages of advanced 
age. No matter how worn or 
decrepit any ‘automobile’ appears 


..one of a series 


Q 
fon 


Petersen Automotive Readers are... 


80.1% of all Petersen Automotive 
Group readers specify a particular 
brand when they buy motor oil. 
79.1% do the same with spark plugs. 
The “brand specification average” 
for all automotive products 
purchased by P.A.G. readers is 


unusually high—60% ! 





to the eye, our craftsmen will 

ensure that it is as good as new 

when they have finished their 
sundry labors on the interior 
and/or exterior. 

“We have brought the gleam of 
youth back to such illustrious ma- 
chines as the Pierce-Arrow, Gray 
Dort, Hispano-Suiza, Duesenberg, 
Stutz, Locomobile, in addition to 
vintage - year automobiles bearing 
such illustrious names as Chevrolet, 
Oldsmobile, Cadillac, Ford and 
Dodge. 

“Quotations on such work cheer- 
fully supplied by our ever courteous 
craftsmen without placing the cus- 
tomer under any untoward obliga- 


tion.” 
* * * 


Meet James Clark 


U TEAU Chevrolet, Lincoln, 

Neb., has sponsored a series of 
advertisements introducing various 
members of its staff. 


One carried a picture of James 
(Jim) Clark, service manager. “Jim 
has been associated,” the copy read, 
“with our company for 18 years. He 
was born and raised here in 





North Thirty-Third, and has raised 






Lincoln, owns his own home at 351 | 








- 


‘Ba--.-. 
Humor on the Billboards— 


Now Il Beat You! | 
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A return to the type of billboards used by Nash a few years ago will be made 
when this Rambler V-8 advertisement is posted across the nation on March 15, This 


billboard was executed by Howard Scott, 


who produced the noted Nash series of the 


postwar period. Each billboard will carry the imprints of Hudson and Nash dealers 
in the area. Another billboard in this series will be displayed a month later, 


churches. Jim has six grand- 
children.” 
* - * 


Wilkins Fights Polio 


N A full-page advertisement, 
Jack R. Wilkins, Wilkins 
Chevrolet, Inc., reported that 60 
of his employes and their families 
had received their first Salk polio 
inoculation at the dealership. 


|seven children all of whom at-| Pictures showed the group lining 


tended our local schools and| up for the shot, receiving the 





brand conscious! 





THE PETERSEN AUTOMOTIVE GROUP—1,112,278 ABC Circulation’ 
World’s Largest Automotive Consumer Readership (*Last siz months, 1956) 


PETERSEN PUBLISHING Company - 5959 Hollywood Blvd., Los Angeles 28, Calif. - HOllywood 2-3261 


DETROIT OFFice: 1514 Book Bidg., Detroit 26 - WOodward 3-8660 


NEW YorRK OFFice: 550 Fifth Avenue, New York 36 - Circle 6-1365 
MIDWEST OFFice: 360 N. Michigan Ave., Chicago 1 - ANdover 3-6929 


vaccine and smiling happily af- 
terward, 

Wilkins urged other business- 
men to make the same protection 
available to their employes, 

In an open letter, he declared: 
“I personally feel that it is the 
responsibility of every business- 
man to encourage and make 
available as conveniently as pos- 
sible these inoculations to his 
employes and their families. 

“We businessmen in this com- 
munity have a wonderful oppor- 
tunity to set an example for the 
rest of the country by taking 
definite action now. .. . Action 
now would give everyone a very 
comfortable feeling when the 


polio season approaches.” 
* * * 


‘| Want You!’ 


es Buick Co., Albuquerque, 
| N. M., here gets close to the 
potential customer with newspaper 
ads, each featuring a portrait of 
jone of its salesmen. Captions say 
|\“This Man Wants You,” “Here’s A 
Happy Man,” etc. 

For example, Otis Webb “has 
| good reason to be happy. He’s 
one of our new-car salesmen 
| here at Darwin Buick and he’s 
finding that public acceptance for 
the big, bold, beautiful Buick for 
| °57 is at an all-time high!” 

Another: Jack O’Donnell “wants 
you to call him and make arrange- 
ments for him to take you for a 
drive in the 1957 Buick .. . Jack 
says he'll leave the verdict to you.” 

. . * 


‘Buy at Home’ 


“yous Best Buy Is Right Here 
at Home, said 10 dealers who 
joined in sponsoring a full-page 
ad in the Mt. Lebanon (Pa.) News. 

The ad stressed the theme that 
“It does make a difference where 





you buy your second car.” 


Featured was a picture of a 
family with nine children. The 
mother was quoted as saying that 
they purchased their second car 
from a local dealership because 
they were assured of a safe car 
and a continued interest in it. 

Sponsors of the ad included Mas- 
sey Buick Co.; Powers Motors Sales, 
Inc.; Miller Chevrolet; Delrose 





Motors, Inc.; Rohrich Cadillac; 
Liberty Dormont Co.; Dormont 
Oldsmobile Co.; Stoffan Motors; 
Walker Pontiac, Inc., and Down- 
town Motors Pontiac. 

7” > * 


The Parsons Way 

ARSONS-FORD, INC., Bingham- 

ton, N. Y., has carried a news- 
paper ad that featured photos of its 
sales force and the dealership. 

The ad was captioned: “You'll 
like doing business the Parsons 
way. Meet our sales management 
and team.” 

Copy pointed out the firm’s sales 
force represents 50 years of experi- 
ence in the Ford business. , 

“They are specialists in selecting 
and selling you the correct model,’ 
said the ad. “They have gained the 
confidence and respect of many 
Ford owners and are looking for- 
ward to meeting you.” 

x 7 x 


Religious Messages 
4 HREE automobile dealerships 
are among the firms sponsoring 

a series of religious messages for 
all faiths in Monrovia, Calif. 

They are Becherer Buick; Bud 
Miller’s Ford Sales, and Carter Mo- 
tors (Dodge-Plymouth). 


DuBosque Promoted 
Clayton DuBosque jr., formerly 
engineering assistant to the general 
products group executive of Ameri- 
can Machine & Foundry Co., has 
been appointed assistant to the 
executive vice-president of AMF. 
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iy . . perience which gives insight into | selling of products and services 
But Firms Shun 45-Year-Olds . - - customer problems and sales per- | where new prospects are contacted 
sonality. constantly, such as life insurance. 


z The survey was divided into six 4, Business specialties: Similar 
2 e e ee a eS me hn basic marketing classifications, The| to consumer specialties, except 
9 classes and NSA’s definition of| that the customer is not likely to 


. . . them were: be familiar with the product or 
r NEW YORK, — American indus-| tions follow a compensation pro-| ical requirements (7.5 percent). 1, Consumer route: Selling and| service, such as business ma- 


try is seeking more than 400,000/ gram of salary plus commission,| The survey group remarked, delivering to a regular list of con-| chines. 
salesmen to market its goods and/ bonus or other incentive pay.|“Company-paid retirement plans—|sumers where business is mainly| 5. Retail: Customer seeks the 


services, according to a survey by| straj Snail Pp d y e 
National Sales Executives, Straight commission is the second | often put forth as the reason for] repeat, such as the grocery busi-| salesperson at a fixed place of bus 


most common, while straight salary | the age barrier to older employes— | ness. iness. 
ao ca alien | Site oat is the least common. cannot be considered valid in the =. eee eee — a as er ee rey ae and 
is, com a sal rofessi ly 4.9 percent | Predetermin ist of customers} products where e salesperson 
cies, educational -ex perience 4 car allowance of between seven ee ee ae ¥ who are sold familiar supply items| must be an engineer or technically 


requirements and expense allow- | 2nd nine cents a mile is paid by|of the respondents indicated that 


re tn the onken- eting-dis- | most companies, although many|their companies maintain such such as office or mill supplies. trained, such as machinery or 


3. Consumer specialties: Creative! heavy investment items. 








de tribution profession, provide company cars. This is| Plans.” SF 
is Some of its other findings were: | especially true in the consumer-| College training is being required 
he 1, Experienced men over 45 must| specialty and industrial classifica-| by a growing number of companies, 
face the fact that 72 percent of|tion. A few pay a depreciation al-| while a high school education is 
fe the job opportunities will not be|lowance plus mileage. necessary in almost all selling CESSNA AIRCRAFT Co. 
. a oo i On the age barrier, NSA blazed: | felds. ; 5 “World's Largest Producer of Business Aircraft" 
, 2. ne ain + to|“The fact that 72 percent of the| Of those companies which an- 
$550 per month, but more than tWO-| companies queried will not hire a|swered the education question in 
: thirds are in the $300-$450 bracket.| man over 45 is incogruous when it|the NSA questionnaire, 84 to 93 EXCLUSIVE DEALER FRANCHISES 
3, Average monthly earnings Of| i, realized that 38 percent of the| percent required a high school edu- 
the top third of sales forces reaches| {jy § working population is over | cation. In the industrial sales field, Available in: 
Ags = "i, leak tee _— a age, o this limit is growing coll percent specified a college edu- New Orleans Houm Morgan City 
, higher each year.” cation. —_ 
$850, and 4 goth dea an a Reasons given for the over-45 Successful selling experience in Lake Charles Gulf Port—Biloxi 
— ine hiring ban were company pol- | the same field was found to be write to 
' The survey found that of the icy (40.7 percent), the respon- prerequisite for hiring. The next CESSNA AIRCRAFT COMPANY 


dent’s personal opinion (41.2 per- most important requirements | 
cent), pay scale (10.5 percent) were successful selling to the WICHITA, KANSAS 
and other reasons, such as phys- same type of customer, inside ex- | 


400,000-plus men being sought, 255,- 
000 are expected to have some ex- 
perience in their field, while 149,000 
) are to be trainees. 
} More than half the total is 
sought in the consumer-specialty 
field, which includes life insur- 
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Most companies in all classifica- 





Associates Investment Co., South 
Bend, announced last week that it 
has borrowed $25 million from in- 
stitutional investors at 4.75 percent. 

Robert L. Oare, board chairman, 
said the senior term note issue ma- 
tures Jan. 15, 1967, and carries an 
annual sinking fund of 20 percent 
which commences in the sixth year. 

Oare said the money has been ob- 
tained to increase working capital 
with emphasis on reduction of 
short-term bank loans. 

o = > 


Auto Stocks Favored 


The $580 million Weilington Fund 
had $14.5 million invested in auto 
and parts companies at the close of 
; 1956. The mutual fund held 58,000 
C Shares of Ford Motor Co.; 140,000 
: shares of General Motors; 35,000 
shares of Libbey-Owens-Ford Glass 
Co. and 32,000 shares of Thompson 
Products, Inc. 


+ * * 


Loan for Leece-Neville 
A million-dollar loan has been 
granted to Leece-Neville Co., Cleve- 
land, by Phoenix Mutual Life In- 
surance Co. The loan, for a 12-year 
term, will be used for retooling. 


. . cm 
Four Wheel Drive 


Four Wheel Drive Auto Co., final | 
quarter, 1956 vs. 1955: Net profit, 
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Calendar 
(Continued from Page 12) 
General 
March : . ‘ ° . ith . ° Viet 
in, rested M Sevieg ae tons. It pays to keep up with the times...tohave _face-lifting with a Pinsbargh Open Vision 
March 7-10—99h vaiteas Sesliie: Aatuens: an automobile showroom that’s smart, mod- _ Front, it now has distinction—is an eye- 
ic Auditor, = ern, inviting. That’s why so many forward- _— stopper and attention-getter. A number of 
h 1-12— i . ; : : ; ss 
dian Automeve “Wholesalers” “on: looking automobile dealers have decided to _ Pittsburgh Products were used on this job— 
ufacturers' “ i otel, * ° ° . 
sa ee Ne modernize . . . and to use Pittsburgh Store Pittsburgh Polished Plate Glass, Pitteo® = =-—-———- re ee 
March 13-14—National Automotive Serv- . ‘ ite® 
nn Show Mart eel ae Front Products. When you put a new Pitts- Store Front Metal, Herculite® Plate Glass 
— American i ° oo! 
Engi ° ° 4 ee. 2 3 
vention, “Shomrock Hilton. Hotel, —_ burgh Open-Vision Front on your show- _Doors and Pittsburgh Deer Frames. Archi 
her. ‘47—I4th_ Annual Southwest Automo- room you are making an investment that will tects were McCoy & Blair of Larchmont, serteenatttiieataens Gitdainies 


Room 7188, 632 Fort Duquesne Bivd. 


tive Show (jobber apenenced regional), 
ai Pittsburgh 22, Pa. 


automobile Bidg., Fair Park, Dallas. pay off for years to come. New York. 

pril 10-12—Point-of-Purch Advertisi ° : s $ 7 

institute, ith feos teueaden ont Take this showroom of the Flinn Motor For more information on Pittsburgh 
xhibit, Palmer House, Chicago. ° . . . 

Apr. 25-27—International Automotive Ex- Corp., of Larchmont, N. Y. Before moderni- Store Fronts, just send in the convenient 
cee (eaten | jobber sponsored), : th ] £ busi We'll be h t d fr 
inner Key Auditorium, Miami. tion it was just another place of business coupon. We a o send you a iree 

Shs Melee ewes tate | athe Batol i‘.  daadateaa 

. Ki ium, St. Louis, igni i opy of our store front boo 

May 12-15—Automotive Engine Rebuilders —dignified and statis. Sut eier 8 ay - at d . = 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

a 23-26—National Automotive Service 
Show (national regional designated), 

mmonweaith Armory, Boston. 

June 20-23—Independent Garage Owners 
of America, National Convention, 
Toledo. 

Oct, 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, Bal Harbour, 


Without obligation on my part, please send 
me a FREE copy of your modernization book- 
let, “How To Give Your Store The Look That 
Sells.” 
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Mr. Dealer: boost your §.A, 
(Get better results, using fast, modern methods!) 


If you’re not handling as many body jobs as you should, 
there may be something wrong with your method. Maybe it’s 
old fashioned . . . not fast enough. You can 
change all‘ that when you plan a modern 
appearance-service program around De- 
Vilbiss spray-painting equipment. You'll 
boost your *Service Absorption by turning 
out factory-quality finishes at production- 
line speeds. Call your DeVilbiss man today! 
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HERE'S A REAL MAINTENANCE 
MONEY SAVER... MONEY MAKER! 


Uses % as much fuel...a real whirlwind 
of a cost cutting, dirt-and-grease cutting 
machine. Outperforms big machines 
where a handy cleaner is needed. Pres- 
sure impact of steam penetrates smallest 
cracks and crevices. Permanent mount 
or portable on rubber tire wheels (op- 
tional at small additional cost.) 


Send for complete information 
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Vapor Heating 


80 East Jackson Boulevard, Chicago 4, Illinois, Dept. 19-8 
Give me all the facts about the new Vapor “45” Steam 
Cleaner. 
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Dealer Mortality 
3.0% in Chicago 


15 Outlets Lost 
During Past Year 


CHICAGO. — The’ number of 
new-car dealerships in Cook County 
was reduced 3.3 percent during 
1956, according to a survey con- 
ducted by the Chicago Automobile 
Trade Assn, 

As of Jan. 1, there were 430 
dealerships, compared with 445 a 
year earlier, or a net loss of 15. 
The figure Jan. 1, 1955, was 450; 

in 1954 it was 466; in 1953 it was 
496 and in 1952 it was 529. 

Thus, mortality during the past 
five years has amounted to 18.7 
percent, or 99 dealerships, accord- 
ing to CATA figures. 

Since some dealerships handle 
more than one make of car, the 430 
dealerships at the first of this year 
represented 530 outlets. A year ago, 
the 445 dealerships accounted for 
550 outlets. 

Chicago itself accounted for 268 
dealerships and 334 outlets as of 
Jan. 1, while the rest of Cook 
County contained 162 dealerships 
and 196 outlets, 

A breakdown of dealerships last 
Jan. 1 showed the following distri- 
bution: 

Total Chicago Outcounty 


Buick 35 22 13 
Cadillac 14 x 6 
Chevrolet 51 29 22 
Chrysler 33 22 il 
DeSoto 34 22 12 
Dodge 29 20 9 
Ford 60 35 25 
Hudson 13 9 4 
Lincoln- 

Mercury 36 21 15 
Nash 22 11 il 
Oldsmobile 3% 21 13 
Plymouth 97 66 31 
Pontiac 33 22 il 
Studebaker- 

Packard 28 19 9 
Willys ll 7 4 


DeSoto, with a net gain of one 
dealer during the year, was the 
only line to increase its number of 
outlets. 

Losses of outlets included eight 
for Studebaker-Packard, three for 
Dodge, two each for Ford, Hudson, 
Lincoln-Mercury, and Nash and 
one each for Plymouth and Willys. 

The count for other makes re- 
mained unchanged. 

Plymouth held its net loss to one 
outlet by appointing three Plym- 
outh exclusives during the year. 

Of the 80 resignations or can- 
cellations during the year, 36 
came in the first six months and 
44 in the last half. 

The 61 dealer appointments com- 
bined 33 in the first half and 28 in 
the last half. 

A breakdown of resignations and 
cancellations and appointments 
shows: 


Resignations 

Caneciiations Appointments 
Buick 1 1 
Chevrolet 1 1 
Chrysler 5 5 
DeSoto 5 6 
Dodge 11 x 
Ford 4 2 
Hudson 8 6 
Lincoln- 

Mercury 9 7 
Nash 11 9 
Oldsmobile 2 2 
Pontiac 3 3 
Studebaker- 

Packard 13 5 
Willys 7 6 


Goodyear Sued 
In Auto Death 


MANDAN, N. D.—The blowout of 
an automobile tire has resulted in 
the filing of a $164,111 suit in Fed- 
eral Court against Goodyear Tire 
& Rubber Co. 

The complainant, Theodore El- 
hard, charged that his wife died at 
Dickinson, N. D., June 19, 1955, after 
a blowout allegedly caused his car 
to plunge into a ditch and overturn 
near Belfield, N. D. 

Elhard said he bought four new 
tires and tubes at a Goodyear serv- 
ice store in Colorado Springs, Colo., 
June 11, 1955. He charged that one 
of the tires was defective and that 
a tube of improper size was in- 
stalled. 
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Know 
\ Competitors’ 
: Costs! 


The Official Automotive Wholesale 
Cost Index for 1957 Will Help You! 


Gives the most detailed, com- The one authoritative and ac- 
plete and up-to-date wholesale cepted NEW car cost reference 
price data available . . . on which guide . . . developed for and 
to base comparative costs of most widely used by banks and 
1957 automobiles, accessories finance companies from coast-to- 
and equipment. coast. 

® Includes ALL American-made 1957 cars. 

® Classifies dealer's basic cost according to model. 

® Details the wholesale cost of ALL accessories and equipment. 

© Kept current with major price-change supplements ... at no 

additional cost. 


An indispensable tool for checking competition...cost-wise! 
SEND NO MONEY! We will mail post-paid and invoice 
upon mailing at $7.50 for the initial copy and $6 for each 
additional copy mailed to the same address. 



























Write for your requirements TODAY! 
AUTOMOTIVE PUBLISHING COMPANY 


Ray Chamberlain, Manager 
310 Lakeside Ave., W. © Cleveland 13, Ohio 





WHEN WiIiL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you Executone has helped increase 
just push a button and talk! _ service jobs from 20% to 50% 
Production is continuous and_ with their present facilities— 
uninterrupted. Jobs arerouted, and profits have jumped ac- 
parts and tools ordered, infor- cordingly. Learn how you can 
mation exchanged—dall with- sell more customer labor, 
out wasteful running around! build customer goodwill, u 
Large and small dealers your profits with Executone. 
everywhere report the new Mail coupon below today. 





SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives imstruct your people in the 
proper use of your system -for maximum benefit. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 





EXECUTONE, INC., Dept. T-11 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 
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In Canada—331 Bartlett Ave., Toronto 
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By W. M. McCarty 
Staff Correspondent 

CHICAGO, — The Chicago Better 
Business Bureau, continuing its 
check on automotive advertising, 
has requested Tauber Ford to pub- 
lish appropriate “corrections” in re- 
cents advertising and give written 
assurances covering future adver- 
tising and selling practices. 

The request, according to the 
BBB, was made after “repeated 
instances of ‘baiting’ by Tauber 
on Broadway.” Tauber operates 
from three Chicago locations. 

In its publication, the BBB re- 
produced a Tauber ad and cited 
numerous cases of elleged baiting. 

In one instance, the bureau said, 
a prospect who responded to an ad 
offering used 1956 Fairlanes at 
$1,590 was told all such models had 
been sold. Another incident con- 
cerned an ad offering 1956 Fords at 
$57.70 a month and featuring “no 
money down” and “the fine-print 
legend ‘with est. credit.’” 

The BBB said, “Three prospects— 
who visited the various Tauber 
Ford locations—were told by differ- 


Dealer Acquitted 
In $17,576 
Bad-Check Case 


CINCINNATI.—Guy M. Young, 
a Murfreesboro (Tenn.) auto dealer, 
has been acquitted of a $17,576 bad- 
check charge even though he ad- 
mitted that he “foolishly” drank 
and gambled away the money. 

Criminal Court Judge John M. 
Renner said that Young had no 
intention of defrauding Schott Auc- 
tion Co. of Cincinnati by giving the 
firm a bad check for six cars. 

Young said he drank and gambled 
the money he got for the resale 
of the cars in a futile attempt to 
recoup a $3,500 loss on another 
transaction. He said it was just a 
bad business deal. 

Judge Renner said that he ob- 
jected to the use of criminal courts 
as a collecting agency. He added 
that Young had never been arrested 
before and that he did not wish to 
put a blot on his clean record. 

He also commented that the auto 
sales industry is based on a very 
shifting foundation and that “these 
parties just decided to gamble.” 


GMC Expands 
In Pittsburgh 


PITTSBURGH. — GMC Truck 
and Coach division has opened its 
Parts warehouse and zone office 
building in the Allegheny Industrial 
District in nearby Cheswick. 

The 50,000-square-foot building is 
the hub of GMC’s wholesale truck 
sales and truck and coach parts 
distribution activities in Western 
Pennsylvania and New York, East- 
ern Ohio, West Virginia and part 
of Maryland. 

Although wholesale operations 
are centered at the new facility, 
GMC’s retail truck sales and serv- 
ice offices remain at 3701 Liberty 
St. in downtown Pittsburgh. 

Some 8,600 square feet of the 
new building are occupied by of- 
fices of GMC Zone Manager §S. B. 
Alexander, a newly organized ac- 
counting staff, and other zone per- 
Sonnel. The zone’s accounting pre- 
viously was done at GMC offices in 
Pontiac, Mich. 


Chevrolet Cites Lead 

In ‘Cars in Service’ 
DETROIT. — Chevrolet leads 

in automobile ownership in every 


State in the union, according to 
cars - in - 











BBB Slaps Tauber Ford 


Chicago Dealer Accused of Placing Bait Ads; 
Asked to Publish Corrections 






ent salesmen that the advertised 
monthly terms were available only 
after a one-third downpayment, or 
upon trading in a car worth that 
amount. 

“On a ‘No Money Down’ basis— 
and without a tradein—monthly 
payments would exceed $100 each, 


‘Weekend Bandit’ Held 
By Chicago Police 

CHICAGO.—The “weekend ban- 
dit,” who had been preying on 
auto dealers on Saturdays and 
Sundays and robbing them of 
money, was apprehended last 
week by Chicago police. 

The Chicago Automotive Trade 
Assn., in cooperation with the 
Chicago police, had allerted deal- 
ers through its weekly Bulletin. 
Later a dealer identified the man 
from photographs in police files. 
The prisoner admitted to 20 rob- 
beries, mostly automobile dealers. 








rather than the advertised $57.70. 
One salesman also claimed the 
advertised terms applied only on 
sales of Mainline Fords—all of 
which he reported ‘sold.’” 

A third instance cited by the BBB 
was an ad offering used 1955 Fords 
at $795. In this case, according to 
the bureau, the $795 figure was said 
to represent a “base” price, with 
equipment, taxes, etc., “extra.” A 
prospect then was shown a car 
priced at $1,500, not the advertised 
795. 






UPL CAAG Ly 
oT TT Pele 


NEW i“ paN* — 4 : 


Other instances of baiting by the| a 


firm were charged by the BBB. 

It said that on Apr. 6, 1956, the 
company published in the four Chi- 
cago dailies “corrections” admitting 
that “no 1955 Fairlane two-door 
hardtops were available at the ad- 
vertised price. The advertised terms 
of ‘no money down—$39 per month’ 
were inaccurate since finance 
charges were not included and a 
tradein or downpayment would be 
required.” 

During December, BBB checked 
approximately 7,200 automotive ads 
and made 43 shopping investiga- 
tions. There were 89 complaints; 11 
confusing advertising claims were 
revised, and eight “corrections” 
were published and/or telecast. 





To Catch an Eye— 


“Chester” is now one of the most 
famous mechanics in Houston. He stayed 
in this same position for seven days in 
front of Aubrey, Orval & Mac (Hudson) 
while passers-by stopped traffic. Of course, 
“Chester” is a dummy and didn't seem 
to mind his position over the Metropolitan 
“1500.". Barbara Ann May found the 
upside-down mechanic amusing. 





51 


Do a Good Job 


_.|And Tell About It, 
_:|Seiberling Advises 


OMAHA, — Today’s automotive 
merchant is in the business of “sav- 
ing lives’—and must use public re- 
lations techniques to get that fact 
across to the public, according to 
L. M. Seiberling, sales vice-presi- 
dent, Seiberling Rubber Co. 

Seiberling addressed 125 whole- 
sale distributors of Sidles Co, 
Omaha. The firm distributes auto- 
motive parts, home appliances and 
air conditioners in Nebraska, Iowa 


and Kansas, 


He said dealers must create a 
feeling of confidence that they and 
their employes know their business, 
that nothing is more important 
than finding out the customer’s par- 
ticular problem and solving it for 
him. 


To build consumer confidence, 
Seiberling urged Sidles salesmen to 
get their dealers “to establish a 
program of doing a good job, and 
then to use a little promotional skill 
and ingenuity to tell the local pub- 
lic about that good job.” 
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ATOMIC 


ENERGY 
r Sater 
Tires 








DUNLOP'S AccuRay PROCESS— Beta Rays, 








emitted from Strontium “90”, scan sheets of coated tire 
fabric, controlling uniform application of select insu- 
lating rubber within precise tolerances of + .001 inch. 









New Super Safety — built into Dunlop tires with an advanced 
nucleonic process called AccuRay®—is the most exciting news 
in tires. Thanks to the peacetime atom, Dunlop is producing 
a stronger, more durable Nylon or Super Hi-Test Rayon tire 
body. Cooler-running Dunlop AccuRated tires provide extra 
miles of safer driving; are more perfectly balanced for driving 
stability, control and comfort. 

Through AccuRay’s precise nucleonic action, an exact 
amount of protective rubber is uniformly applied to every cord 


MOTORISTS GO FARTHER, SAFER... 
ON MATCHED SETS OF TIRES BY 


ply. This eliminates two major causes of premature tire failure; 
the dangerous heat build-up caused by excessive ply-rubber 
coating and the equally critical ply separation and s ae 
tion between plies resulting when rubber coatings are too thin. 

The use of AccuRay by Dunlop represents a tremendous 
forward step in making safer Gaia e tires. Combined 
with unique Tension-Free Construction, Max-Grip Tread and 
other Dunlop advances, it’s another reason why more motor- 
ists are choosing Dunlop tires, 


DUNLOP 


THEY’RE AccuRated® 
ee ee ne ae 


DUNLOP TIRE AND RUBBER CORPORATION, BUFFALO 5, NEW YORK 
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News to Note... 


Auto World in Brief 


CHICAGO.—Clark Equipment Co.| distributors and dealers have 





is constructing a $3 million one- 
story building with an area of 300,- 
000 feet in greater Chicago. Comple- 
tion is scheduled for June 1. 


* oe * 
Yearwood Wins Contract 
ATLANTA, — Yearwood Chevro- 
let Co, has been awarded a gov- 
ernment contract amounting to 
$127,394 to overhaul and maintain 
Army vehicles, it has been an- 
nounced here. 
a * * 
Glass Warranty Program 
Announced by Shatter proof 
DETROIT, — A new insurance 
warranty program on replacement 
glass for autos has been announced 
by Shatterproof Glass Corp. 
Under the program, the firm’s 


pledged to furnish top-quality prod- 
ucts, service and workmanship in 
replacing auto glass in a market 
estimated to be worth $200 million 
annually. 
* + + 
Any Suggestions? 

FLINT. — Buick employes won 
awards totalling $216,813 in the 
General Motors Suggestion Plan 
during 1956, according to Walter 
B. Kellog, supervisor of Buick’s 
suggestion department. He said a 
record 12,436 ideas were submitted 
during the year and awards were 
paid on 3,198, including 10 maxi- 
mum payments of $2,500. 


* * * 


Allis-Chalmers Chief Sees 


57 as ‘Steady to Strong’ 


KANSAS CITY.—Discussing the 
general business outlook for 1957, 





Robert S. Stevenson, president of 
Allis-Chalmers Mfg. Co., said, 
“While we believe that conditions 
will continue to be competitive in 
all the markets we serve during 
1957, we would classify their tone 
as varying from steady to strong— 
with no weak ones.” 

He predicted that Allis-Chalmers 
would set another sales record in 
1957 and that net earnings would 
be substantially higher than last 
year’s. 

+ = + 
Soetje Ford Moves 

LAPORTE, Ind. — Soetje Motor 
Sales, Inc. (Ford), has moved to its 
new home at 150 Pine Lake Ave. 
The dealership has been operating 
here for 25 years. Eldon Soetje is 
owner. 


> > > 
Dickinson Joins Minyard 
GREENVILLE, S. C—James T. 
Dickinson has been appointed gen- 
eral manager of Judson T. Min- 
yard, Inc. (Oldsmobile), here. He 


has had 20 years’ experience with 
General Motors Corp. dealers. 
>= = = 


Parker Rust Proof Eyes 


|St. Louis Plant by June 


DETROIT. — Parker Rust Proof 


Co. said its sixth manufacturing | 














We have read that it’s against 
the law in Bermuda for any fam- 
ily, no matter how large, to own 


more than one automobile. 





plant now is being built in St. Louis 
and will be in full operation by 
June. 

The new plant, which is to have 
an area of 40,000 square feet, is 
located on a 3%-acre tract which 
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This Formula may show you how to gain greater time market 
penetration and PROFIT 


No dealer gets all the financing business on all 


the cars he sells. 
But every General Motors Dealer may avail 


himself of a working plan that can help keep more 


time-sales business in his hands. 


The GMAC representative in your territory can 


show you how easily it can be done. 


He'll be calling on you soon with the facts, and 


the proof. It’s worth talking about. 


GMAC 


Te PAYME = 


PLAN 


BUICK « CADILLAC 


new cars, and used cars 


of all makes. 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET *« PONTIAC * OLDSMOBILE 
















GENERAL MOTORS ACCEPTANCE CORPORATION 





—— 


will provide room for parking ang 
future plant expansion, the com. 
pany said. Parker’s other plants are 
in Michigan, Ohio, New Jersey, Cal. 
ifornia and Ontario, 

* 8 ¢ 


Hertz Builds Facilities 


On Sacramento Airport 
CHICAGO. — Hertz Rent A Car 
System has announced it is spend. 
ing more than $100,000 for new 
public facilities and services at Sac. 
ramento (Calif) Municipal Airport, 
Included is a paved public park. 
ing lot accommodating 400 automo. 
biles, a fully-equipped service 
station, and a car rental office, 
Joseph J, Stedem, Hertz executive 
vice-president, said Hertz personnel 
will operate the facilities on a 2%. 


hour basis. 
+ + ad 


Columbus Fiber Office 


COLUMBUS, Ga. Columbus 
Fiber Mills Co, here has consoli- 
dated its New York sales activities 
at 1265 Broadway, New York 1, N. 
Y. Charles A. Pulaski has been 
appointed in charge. He formerly 
was manager of plastic sales for 
Hafner Associates. 

* 2. ®@ 


Ansley Joins Carleson 

SALT LAKE CITY, — Douglas 
W. Ansley has been named Pontiac 
sales manager for Fred A. Carleson 
Co, (Cadillac-Pontiac). He replaces 
Frank Soyka, who has been named 
Cadillac sales manager. 

* + * 


Woodhead Ford Wins Bid 


MINNEAPOLIS, — A low bid 
of Woodhead Co. (Ford) for 12 
new cars for the sheriff’s office 
has been accepted by the Henne- 
pin County (Minneapolis) board. 
Cost of the cars to the county 
will be $17,160 plus tradeins. 

* * * 


Dealer Kaplan Elected 


CHICAGO.—Eli Kaplan (Lincoln- 
Mercury) has been elected to the 
board of directors of the Chicago 
Automobile Trade Assn. He replaces 
Mort Rosen, a former Lincoln-Mer- 
cury dealer who has discontinued 
his dealership. 

* * + 


Fox Co. Marks 95 Years 


In Insignia Business 


CINCINNATI. — Fox Co., manu- 
facturer of automobile name plates, 
escutcheons, emblems and decora- 
tive enamel and metal products, 
will celebrate its 95th birthday this 
year. 

Gustave Fox founded the firm in 
1862 as a manufacturing jewelry 
company, When Cincinnati became 
the center of the carriage manu- 
facturing business, Fox Co. made 
its first identifying carriage insig- 
nias. The company entered the auto 
business at the request of the 
Dodge brothers about 40 years ago. 


Chrysler Pin 
Win Beauty Poll 


At 2 Auto Shows 


DETROIT. — Consumer research 
polls at the New York and Chicago 
auto shows selected Chrysler Corp.’s 
full line of 1957 
passenger cars as 
“best looking,” 
Byron J. Nichols, 
general manager 
of group market- 
ing, said last 
week, 

Other results of 
the research polls 
taken at the two 
auto shows, which 
attracted nearly 
one million per- 
sons, named the 1957 Imperial as 
the “best looking” of all cars on 
display. 

Among cars of its class, the 1957 
Chrysler was voted by visitors as 
the car they “would most like to 
own.” 

The 1957 Plymouth won most 
votes of show visitors who were 
asked “Which car do you think has 
made the greatest styling improve 
ment in 1957?” 

Of all persons interviewed, 93.4 
percent rated the “overall styling 
and appearance” of Chrysler Corp.’s 
1957 passenger cars “good,” the 
highest rating which could be desig- 
nated in the poll. 





B. J, Nichols 
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Correspondent George L. Glaser Writes... 
Auto Letter from Europe 


_ Germany. — Magirus-Deutz, 

producer of air-cooled diesel 

trucks, now supplies buyers with 
gound-proofed cabs. 

This is a blessing for drivers, 
particularly since air-cooled 
diesels create even more noise 
than the others. 

Drolet, a fleet operator in Quebec, 
has put three Magirus buses in 
operation, according to Magirus- 
Deutz. They have covered a total 
of 203,000 miles with repair ex- 
penses totalling only $100, accord- 
ing to Magirus. 

= 


* * 


Report on Buessing 


I VISITED the old German city, 
Braunschweig, near the Soviet 
porder, to call on Buessing, oldest 
heavy-duty truck and bus maker in 
the nation. 

Buessing employs about 6,000 

ns on a 45-hour week, Bues- 
sing, claiming to be the pioneer 
in underfloor installation of 
engines, has just come out with 
truck-tractors which have 
engines mounted in the conven- 
tional way. 

My questions concerning ind e- 
pendent whee] suspension in the 
planning stage at Buessing were 
answered with “no comment” in 
regard to air-springing. 

In city buses, Buessing has util- 
ized the Voith fully automatic 
torque-converter transmission. 

a: ~*~ = 
Auto Potpourri 
oe Puegeot has celebrated 
its 100th anniversary in healthy 
conditions. 


Bertin: Ed Winter (Volkswagen) | 


notes results of compression read- 
ings on every repair order. Amount 
of gas in the tank is also noted on 
the order. 

Paris: In order to compete 


NSPA Urges 
Tax Relief for 


Small Business 


CHICAGO.—Directors of the Na- 
tional Standard Parts Assn. have 





urged an immediate cut in the in-| 


come taxes of small business. They 
especially recommended support of 


a bill to reduce the levy on the first | 


$25,000 of company income. 

Copies of the resolution were 
sent to the Senate and House Small 
Business committees and other 
Government agencies. 


Commenting on the _ resolution, | 


J.L. Wiggins, NSPA executive vice- 
president, declared: “Small busi- 
hess is being ground out of exist- 
ence between the millstones of 
growing big business monopolies 
and the present unrealistic tax 
structure. 

“Our alarm over the future of 
small business is borne out by a 
Tecent report of the House Small 
Business committee which pre- 
dicted that ‘within 13 years all man- 
ufacturing business and most of 
the distribution and service busi- 
ness of the nation will be controlled 
by corporations having more than 
$100 million of assets—if small busi- 
hess failures and big business ex- 
pansion continue at the rate of the 
Past five years.’” 


Leo Adler Heads 
DeSoto’s Top Ten 


DETROIT. — Leo Adler, Inc., De- 
troit, was the DeSoto sales leader 
during December, the cmopany said 

week. 

Another Adler outlet, Seven Leo 
Adler, Inc., was fifth. 

Others, in order, were: Roy Bur- 
nett Motors, Inc., Portland, Ore., 
Seeond; Harold B. Robinson Auto 
Sales Co. Ph iladel phia, third; 
James F. Waters, Inc., San Fran- 
Cisco, fourth; Armory Garage, Inc., 
Albany, sixth; Manhattan Motor 
Sales, Inc., Chicago, seventh; Louis 
Rose, Highland Park, Mich.; 
eighth; Berry & Berry, Inc., Long 
Beach, Calif, ninth, and tied for 
tenth, ABC Motor Sales, Inc., Min- 
heapolis, and Tom Dalbey, Inc., 
Huntington Park, Calif. 


more evenly with Volkswagen, 
Renault will build a new factory 
in Australia, 

Turin: The auto show has been 
moved back from spring to next 
fall. 

IraLy: A man of patience and 
modern thinking, Signore Dante 
Scalambra, has built for himself a 
motorcycle which contains the most 
modern type of automatic transmis- 
sion: A hydrostatic unit. 

The engine drives a high-pressure 
pump and a hydraulic motor placed 


Dayton Switches to Nylon 
For ‘Low Boy’ Tires 


DAYTON, O. — The entire “Low | 


Boy” line of tires for heavy-duty, 
low-platform service is now avail- 
able in nylon contruction from 
Dayton Rubber Co. 

The new nylon tires replace five 
different sizes previously made in 
rayon. Sizes range from 7.50-by-15 


to 10.00-by-15 and carry loads from | 


3,660 to 5,480 pounds. 


into the rear wheel lets the oil go 
through in order to complete the 
circuit and turn the wheel, He 
spent six years in developing the 
device. 

Paris: Simca is utilizing on the 
1957 Vedette a new type of air- 
cooled brake drum. 


* * > 


Parasite Engine? 

N IDEA is herewith submitted: 

One must make trucks which 
are overpowered, or else they will 
slow down on upgrades when 
loaded. 

How about placing an auxiliary 
engine underneath the semi- 
trailer (or on the tractor) and 
coupling it with an AC genera- 
tor? 

Whenever extra power was 
| needed, the auxiliary engine would 
| produce and drive the generator, 
|which in turn would drive the 
trailer’s rear axles. 

When going down hill, power 





ing. 


generated could be used for brak-/ Christi, Tex., has been awarded a 





Plymouth Dealers Map Ad Plans— 


Directors of the Northeast Plymouth Dealers Assn. meet in Boston to discuss associa- 
tion advertising plans. The association will sponsor a daily 15-minute radio program 
for 13 weeks over Station WEEI, Boston. From left are, Frank Murray, Paul Rochford, 
Chandler Hall, George Kramer, Al Hurwitz, President Myron Smith, Syd Goldberg, 
George Pemstein and Hy Pallin. 


Kirkman, Corpus Christi, Gets Hudson 


Kirkman Car Exchange, Corpus| Kirkman, owner, plans to build an 
8,000-square-foot sales and service 
building. 





Hudson-Rambler franchise. H. L. 





Has finding parts become a problem? 








“walking out.” 


It’s irritating not to find what you want immediately. 
But you'll never have to search for parts when they're 
stored in Republic Flexi-Bilt Parts Bins. They're de- 
signed to help you locate every item faster, easier— 
without delay or confusion. Parts, numbers and prices 
can be clearly tagged—quickly found. There is less 
chance for “shrinkage” .. . for damage .. . for parts 


Flexi-Bilt Parts Bins, a product of Republic’s Berger 
Division, never become obsolete. Easy shelf adjust- 
ment permits complete flexibility. As stocks change 
shelves can be rearranged accordingly —én seconds. No 


tools, bolts or clamps 


are needed. Can be used singly 


or bolted together in combination. 


Ask your Berger representative about Republic’s 
exclusive Plan-O-Graph Service. He’ll explain its ad- 


vantages, suggest a 


new layout for your depart- 


ment, recommend and furnish the standard steel 
units you need. Call him today, or send coupon for 


descriptive data. 





REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 





REARRANGES IN SECONDS! Shelves can be completely rearranged to suit 
your current needs. There are no tools required. Simply lift, pull and repo- 
sition. Republic's Berger Division offers a big line of automotive shelving and 
racks to choose from—manufactured in stock sizes to accommodate all 
automotive materials, including bulky parts. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

Dept. C-3016 

1078 Belden Avenue, Canton 5, Ohio 


Please send me more information on: 

O Berger Plan-O-Graph Service CO tlexi-Bilt Parts Bins 
cenit iatineteneiensecniediiticaentsintientgnen ee imiinisiaitemaniitnionh 
Company. 
Address——__ 
aia eteateenies scchehevincignticseesnsa NI es oa ai ia cl emia 
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Off to Hawaii— 


Earl D. Studer, left, Willys Chicago zone 
manager, congratulates Mr. and Mrs. Sam 
Palumbo of Palumbo Motor Sales, Chi- 
cago, zone winners of all-expense vaca- 
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Current Prices on New Cars 





i, 


330.50; 2-dr. 2-seat Custom, $2,440.25; 4-ap 
2-seat Custom, $2,494; 4- dr. 3-seat Custom, 
$2,649; 4-dr. 2-seat Sport, $2,62 
3-seat Sport, $2,777. 


PONTIAC — — 4-dr. sed., 


Chieftain $2,. 
527.39; 2-dr. sed., $2,463.39; 4-dr. har 


The following advertised - delivered | 403.76; 2-dr. hardtop, $2,339.12; conv., $2,-| O-Matie standard on Montclair, Turnpike 
prices include the suggested base fac- | 505.32. Station Wagons—2-dr. 2-seat Ranch | Cruiser, Voyager and Colony Park. Power | $2,614.39; 2-dr. hardtop, $2,529.39; 2.qr 
tory ist prices, Federal excise tax | W2e0n, $2,300.72; 2-dr. 2-seat Del Rio| steering and power brakes standard on 2-seat stat. wag., $2,841.39; 4-dr. 3. 

‘ Ranch Wagon, $2,397.32; 4-dr. 2-seat Coun-| Turnpike Cruiser.) stat. wag., $2,898.39. Super Chi tef—4-<4r, 
amounts and suggested dealer delivery- | try sedan, $2,451.32; 4-dr. 3-seat Country sed., $2,664.39; 4-dr, hardtop, $2,793.39: 
and-handling charges. Not included are | sedan, $2,556.08; 4-dr. 3-seat Country| METROPOLITAN — z-dr. hardtop, $1,- | 2- dr, hardtop, $2,735.39; 4-dr. 2-seat stat’ 
variable items passed on to the retail | Squire, $2,683.64. Thunderbird — hardtop | 527; conv., $1,551. wag., $3,021.39, Star Chief—4-dr. deluxe 
buyer, such as State and local taxes, | cpe. (V-8 only), $3,408.12. sed., $2,839.39; 4-dr. custom sed., $2,596.39; 

* NASH — Ambassador Super V-8 — 4-dr. | 4-dr. hardtop, ‘$2,975.39; 2-dr. hardtop, $2, 
transportation charges and optional HUDSON—Hornet Super V-8—4-dr, sed.,| %¢4.» $2,750; 2-dr. hardtop, $2,840. Ambas-| 901.39; conv., $3,105. 39; Bonneville conv, 
equipment. $2,750; 2-dr. hardtop, $2,840, Hornet Cus- sador Custom V-8—4-dr. sed., $2,940; 2-dr. | (fuel injection), $5,782.39; 2-dr., 2-seat 
BUICK — Special —4-dr, sed., $2,659.83; | tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, | @*dtop, $3,030. (Power brakes standard / Safari stat. wag., $3,481. 39; 4-dr, 2-eat 

2-dr. sed., $2,595.83; 4-dr, hardtop, $2,-| $3,030. (Power brakes standard on Cus- | °" Custom.) —— a. wae —-. (yaa. 
779.83; 2-dr, hardtop, $2,703.83; conv., $2,- | tom.) OLDSMOBILE — Series 88 — 4-dr, sed., po ring, po dard on 


986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr. 2-seat hardtop stat. 


2-dr. hardtop, $3,270; conv., 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901: Readmaster 
—4-dr, hardtop, ‘$4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. (Dynatflow 
standard on Century, Super and Roadmas- 
ter. Power steering standard on Super and 
Roadmaster.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735. Crown—4 

$5,406; 2-dr. 
$5,597.50. 
sed., $5,742.50. Limousine prices not avail- 
power steering, 


4-dr, hardtop, 
268.50; conv., 


able. 
brakes standard.) 


LINCOLN—Capri—4-dr. 
dr. hardtop, $4,794; 2-dr. 
Premiere—4-dr. sed., $5,293.50; 4- dr. hard- 
$5,148.50; 
(Turbo-drive, power steering, 


top, 
conv., 


$5,293.50; 
$5,381. 


(TorqueFlite, 


2-dr. 


Power brakes standard.) 


MERCURY — Monterey —4-dr, sed., $2,- 


-dr. 


sed., 
hardtop, 
Le 


sed., 


hardtop, 


$5,406; 


$4,794; 4- 
hardtop, $4, 649. 


-dr. 


power 


4-dr. 


conv., 


447.47; 


936.55 ; 


sed., 


4-dr. 


conv., 


top, $2,932.47; 


2-dr. 


$2,968.47; 


wag., 


4-dr, 


(Jetaway Hydra-| $2.65 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


$3,384. 


PACKARD CLIPPER—4-dr. sed., $3,212; 
2-seat stat. 
matic standard.) 


(Flighto- 


wag., 
sed., $3,030.47; 
hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
2-seat hardtop stat. 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
$4,216.55. 


wag., 


Bonneville.) 


RAMBLER—Deluxe Six—4-dr. sed., $1,. 
925. Super Six—4-dr. sed., $2,065; ” dd, 
hardtop, $2.150; 4-dr, 2-seat stat. w, 
$2,352. Custom Six—4-dr. sed., $2,155; 
dr. 2-seat stat. wag., $2,442. Super ve. 
4-dr. sed., $2,195; 4-dr, 2-seat stat. wag. 
$2,482. Custom V-8—4- dr. sed., $2,285; 4. 
dr, hardtop, $2,370; 4-dr. 2-seat stat, w; 
$2,572; 4-dr. 2-seat hardtop stat, wag., 

7. 


$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
hardtop, $2.854.47; 
$3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop stat. 
- oo Super 88—4-dr. 
-dr. 


STUDEBAKER—Champion 6—4-<r. cus. 
tom sed., $2,048.89; 4-dr, deluxe sed., 
170.79; 24 dr. custom sed., $2,000.59; "oar, 
deluxe sed., $2,122.99. Commande er V-3~ 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2- dr. custom sed., $2,123.59; 


tion to Hawaii in Willys sales contest. » | 644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, PLYMOUTH—(Prices are for 6-cyl. mod- | 2-dr. deluxe sed., $2,242.09, President Vv. 
te & n in the truck business | £/;785-9. Sixty Special—4-dr. hardtop, $5.- | $2,762.80; 2-dr. hardtop, $2,692.80; conv.,| eis. For V-8s, add $100.) Piaza—4-dr. sed.,|—4-dr, sed., $2,407; 2-dr. sed., $2, eae 
cain on im in the | eee ne acne eet Bets $7420 88; | $3,004.80. Montelair—4-dr. sed., $3,187.80; | $2,055; 2-dr. sed., $2,008.50; bus. cpe., $1,-| President Classie — 4-dr. sed., $2,538, 
34 years. His wife joined him in the| Imperial limousine, $7,677.88. ( oe 4-dr. hardtop, $3,316.30; 2-dr. hardtop, $3,-| 899. Savey—4-dr. sed., $2,193.75; Station wagons—2-dr. 2-seat Pelham 6, 
business five years ago. 1) » power » Power brakes 235.80; conv., $3,429.80. Turnpike Cruiser—j|sed., $2,147.50; 2-dr. hardtop, $2,229.25; | $2,381.59; 2-dr, 2-seat Parkview V- 8, $2, 
5 hs 4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,-| 4-dr. hardtop, $2,317.25. Beivedese—4-dr. 504.69; 4-dr. 2-seat Provincial vV- 8, $2,- 
. CHEVROLET — (Prices are for 6-cyl. | 757.80. Station Wagons — Commuter—2-dr.| sed., $2,310; 2-dr. sed., $2,263.50; 560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 

I Le lature models, For V-8s, add $100.) One-Fifty—|2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80;| hardtop, $2,418.50; 2-dr, hardtop, $2,348.50: | 665.97. Hawks—Silver Hawk 6 cpe., §2- 
owa gis 4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; |4-dr. 3-seat, $3,069.80. Voyager—2-dr. 2-| conv. (V-8 only), ‘$2,638. Fury—2-dr. hard- 141.59; Silver Hawk V-8 cpe., $2,263.17; 


Grinds Auto Bills 
Through Hopper 


DES MOINES. — Proposed new 


sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-Ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2, 270. 32; 2- dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. waz., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Alr— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 


seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col- 
$3,676.80. 


ony Park—4-dr. 


3-seat, 


(Mere- 


top (V-8 only), 
tion wagons) — 2-dr. 


$2,925.50. Suburban—(sta- 
2-seat Deluxe, 


$2,- 


Golden Hawk V-8 2- dr. hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 


New Commercial Car Registrations, 


laws affecting the auto industry|4-dr. hardtop, $2,364.32; 2-dr. hardtop, All ~ f D b 1 

and vehicle owners are getting om: Saolele oar a a tates or ecem er * = 
quick action in the Iowa Legisla-| stat. wag., $2,757.32. Corvette—Hardtop 

ture. cpe. or conv, (V-8 only), $3,465.32. Trech registrations by states 


The Senate has sent to the House 


CHRYSLER — Windsor — 4-dr. sed., $3,- 


are released here weekly, 


compiled by R. L. Polk r 


Brock- 





Chev. 


Dia- 
mond 


Stude- 



















































































088; 4-dr. hardtop, $3,217; 2-dr. hardtop, ; : ‘ 
@ measure to increase the strength | $3,153; 4-dr. 2-seat stat. wag., $3,575.|| sentatives in state capitals. way | rolet T | Dodge Reo | baker | White | Willys | Misc. 
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. "— , a . . . ie . i ® | ' i 
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the 2-cent portion will expire June | 71", * jar. hardtop, $2,818; 2-dr. hard- | Pennsylvania 56 21; 695, 21, 359) 687) 259) 450). 137) ~~11)~=«29)~S=C«NS) SSC) SC«) SC 
. top, $2,108.50, Custom Regal, V-S—4-ar. | a 55 31/ — 1406/ 23} 354) 12541 599; Sit} = 194! 19 47; 154) (133 39,4764 
Offered in the House was a bill -» $2,881; r Pp, $2. dF. | South Carolina "56 9 “| (230) — a — lr. a ee, 5; 570 
to uire issuance of two license | D&Ta°P _82.920; conv.. $3,146. Station | ‘55 | 595) | |= 432j— «133 88 it! 13 18 12| 1] 1369 
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4-dr. hardtop, $2, 357. 44; 2-dr. hardtop, $2,- 
292.80. Fatriane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, 


“The information contained in this report has been compiled from official state documents. Every yy 4 precaution has bees 
| euorctees to insure accuracy of this report to the extent of the registrations received and tqbuisted at the time the report is published. 
$2,- -| R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk Co. 


two for the board of health and one 
for the geological survey. 
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AUTOMOTIVE NEWS, FEBRUARY 18, 1957 





By Martin L, Whitmyer 
Staff Writer 

Although there has been negative 
reaction on the part of some news- 
papers to cancellation of the 
factory-dealer cooperative adver- 
tising plan, Richard E, Forbes, 
Chrysler Corp.’s director of adver- 
tising and sales promotion, feels 
“it’s the opportunity of a lifetime 
if the newspaper representative 
really knows and sells his market.” 

Speaking before an American 
Assn. of Newspaper Representa- 
tives meeting in Detroit, Forbes 
said the failure to “make the 
list” or “get an ‘A’ schedule” no 
longer can be passed along to 
someone else. 

“Now you must accept the re- 
sponsibility for your newspapers’ 
success or failure to be included in 
any automobile manufacturer's 
newspaper list,” he said. 

“Heretofore, money had to be 
spent in a market. Now it doesn’t 


Affecting Factories and Dealers .. . 


Auto Advertising 





necessarily have to be, This, ob-| 


viously, imposes a greater respon- 
sibility on you. Conversely, it gives 
the manufacturer the opportunity 
to be flexible as he has never been 
before. 

“This flexibility will enable the 
manufacturer not only to support 
dealers on a coverage basis, but, 
with your help, to put the news- 
paper advertising dollars to work 
where and how they'll do our 
dealers the most good within the 
overall framework of our media 
coverage and general 
problems. In this respect, media de- 
cisions will be made objectively, 
based on sound advertising and 
marketing criteria, developed by 
you, our advertising agencies and 
ourselves.” 

Forbes said the manufacturer 
is not going to reduce his adver- 
tising pressure under the new 
arrangement, but will examine 
carefully where he will expend 
his dollars and where they will 
be most effective for the dealer 
and the manufacturer, 


In addition to being in Detroit} 


where “practically all of your busi- 
ness is concentrated in one indus- 
try,” Forbes said the newspaper 
representative has another “built- 


in opportunity for getting busi-| 


ness.” 

“We expect, for example, that the 
three largest automotive manufac- 
turers will invest some $150 million 
in newspaper space this year. That 
is well over half the estimated total 
expenditure for all media, It’s a 
sizable sum and its productivity 
will depend on how wisely it is in- 
vested within your medium, It’s up 
to you to help us make sound de- 
cisions,” Forbes said. 

Forbes said if he were a news- 
paper representative, in light of 
changing circumstances, he 
would ask himself the following 

- 


* * 


Newspaper Representatives Hear Forbes— 








questions and then take what- 
ever action his answers dictated. 

“1. When was the last time I 
made a good sales solicitation? 

“2. How often should I make a 
call on the client and agency to 
keep them up to date on my paper 
and market? 

“3. When was the last time I 
brought ‘new information to the 
person on whom I called? Or did 
I just make a social call? 

“4. What do I know about actual 
sales performance of the respective 
auto manufacturers in my mar- 
kets? 

“5. How does my paper perform 
competitively with other news- 
papers, particularly from the stand- 
point of new and used-car linage, 
sales results and market coverage? 

“6. Have I deleted all ambiguous 
or misleading information from my 
solicitation and limited it to a fac- 
tual presentation of marketing 
facts that are important to a pur- 
chasing decision? 

“7. When was the last time I 
had an exciting idea on the use 
of newspaper space to explore 
with the agency or manufac- 
turer? 

“As newspaper representatives, 
Forbes said, “you have a powerful 
story to tell. Your medium has a 


| terrific time-tested record of ac- 


marketing | better ways of maintaining and in- 


tive and effective sales support. You 
can meet the challenge and op- 
portunity by developing through 
creative, expert selling, new and 


creasing the newspaper’s known 
values. 

“And you can do this—not by 
looking over your shoulder at 
other media—but by looking ahead 


to the positive advantages that) 


your medium can deliver,” Forbes 


said. 
= > = 


|POPAI Meeting Scheduled 


The 11th annual symposium and 


|exhibit of the Point-of-Purchase 
| Advertising Institute will be held 


Apr. 10-12 at the Palmer House in 
Chicago. Between 10,000 and 15,000 
persons are expected to attend the 


|exhibits and forums of the three- 


© _ 


day show. 

Theme of the symposium will be, 
“We Buy By Sight!” 

More than a hundred booths will 
present the newest types of point- 
of-purchase advertising displays. 
These will include in-store win- 
dow and counter units, all kinds of 
indoor and outdoor signs, self- 
service counters, floor dispensers, 
and many varieties of displays 
utilizing motion, sound, 
third-dimension and other eye- 


catching elements. 
= a * 


AN Offset Process Cited 
AvuTOMOTIVE News’ 
printing process was discussed at a 


Richard E. Forbes, second from left, advertising and sales promotion director, Chrys- 


lights, | 


new offset} 


ler Corp., was the guest speaker at a meeting of the Detroit Chapter of the American 
Assn. of Newspaper Representatives. Here, Robert M. Morin, center, AANR director 
and Detroit manager of George A. McDevitt Co., points out to Forbes some of the 
Publicity newspapers gave Chrysler's introduction of its 1957 lines. Looking on are 
Edwin Charney, left, first vice-president of the Detroit Chapter and Detroit manager of 
Branham Co.; Jack R. Barlow, second from right, advertising service manager, Chrysler 
Corp.; and William E. Anderman jr., second vice-president of the Detroit Chapter and 
Detroit manager of Hearst Advertising Service. 


recent meeting of Associated Busi- 
ness Publications in Chicago. 

Richard L, Webber, business 

and advertising manager, of Au- 
tomotive News, told how the new 
process has given the trade paper 
“a better looking publication,” 
and how the speedup in printing 
has solved many reporting prob- 
lems. 

David Safran, of Safran Printing 
Co., which prints Automotive News, 
talked on the technical aspects of 
the new process developed by that 
company. 

“There are many things involved 
in producing a good publication,” 
said Safran, “but in a class all by 
himself is ‘Mr. Reader.’ After all, 
if you don’t do a good job for him, 
all other developments are mean- 
ingless.” 

= * : 


3 Open Houses in Mass. 


Four New England newspapers 
will run special sections in conjunc- 
tions with Washington Birthday 
open house celebrations scheduled 
by auto dealers in Lawrence, Hav- 
erhifl and Quincy, Mass. 

The Quincy Patriot-Ledger will 
run a special section Wednesday, 
Feb. 20. A supporting story and 
a three-column cut of all 1957 
models will run on page one. 

At Lawrence, the Eagle and 
Tribune will sectionalize open house 
copy in its evening edition of Feb. 
21 and morning edition of Feb. 22. 

Open house advertising also will 


»| be sectionalized in the Haverhill 


| Gazette of Feb. 21. 


* * * 


| Chevrolet to Sponsor Boone 


Pat Boone, young singing sen- 


| sation, has been signed as an ex-| 
| clusive ABC Television artist on a| 


|long-term contract, and will be 
| presented by Chevrolet in a “live” 
| half-hour variety show next fall. 
| Campbell-Ewald Co. is the agency 


| for Chevrolet. 
= ? = 


Names 


Byron S. Snowden has joined the 
Bureau of Advertising of the 
American Newspaper Publishers 
| Assn, as an account executive in 
|the Detroit office. Snowden for- 
merly was special events manager 
of Plymouth. 








SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


{National Average is 65%) 


We gvarantee to increase your service absorption figures and fill your 
a 
your profits 


For as little as $70.00 up per month, we can install a complete service 

program that will do this—or it costs you nothing. We will analize your soduaune Ga 
tell you how to correct them .. . train the entire ice Woe 

service of details, so that he can think .. . 


of cars... and get away from single-item repair orders. 


if your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story ... we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Contro 


shop with cus- 
+ and increase 


2170 South Canalport Avenve 
Dept. AN-144, Chicago 8, Ill. 








High dealer profit with this quality cab that is attractively priced. Both full and 
half sizes for all models. Featuring . . . Roll down door glasses, door locks, 
automatic dome light, fully insulated, and with automotive safety glass through- 
out. The KEMCO cab is made entirely of 18 gauge steel and is of all welded 
construction. It is the only factory assembled cab on the market and therefore 
lends itself to real durability under the most rugged use. 


KELLY MANUFACTURING CO. 


503-505 Broad Street Charleston 21, West Virginia P. ©. Box 227 























1 BOROUGHS BINS 
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sliding shelves ‘ 


sliding dividers .. slide into po- 
sition any place you want them 
.. labels travel with dividers. 


. adjustable with- 
out bolting .. they slide in and 
out instantly, on 1%” centers. 


make money for your parts department 


1) By reducing the 
dollar investment in 
your parts depart- 
ment, and increasing 
profits through main- 
taining EASY balance 
of inventory. 


e By reducing inven- 
tory .. each part kept 
in its proper place. 


© By reducing time 
required to find a part 
to make a sale. 


0 By reducing time 
required to prepare 
an order. 


@ sy reducing the 
possibility of over- 
stocking and obsoles- 
cence. 


Write to Dept. (B) for 
further information. : 
Bin (F) 






BORROUGHS MANUFACTURING COMPANY 








A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3022 NORTH BURDICK aMip KALAMAZOO, MICHIGAN 







































































Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 


Dear Ed: 

igor eee always something in 
this business of selling cars to 

worry salesmen, Even after 

they’ve made a sale. But on a 

car in stock? No sir. 

This family, after giving you a 
hard time for three or four days, 
finally has decided to take the 
plunge. You haven’t got a two- 
tone green four-door with auto- 
matic transmission and power 
steering. So, you’re forced to order 
one—and it will take three weeks 
to get delivery. 

“Mr, Moran, I'll have your car 
ordered right away,” I told one 
‘customer. “As soon as I get word 
that it’s coming, I'll call you. But, 


Oldsmobile Dealers Attend Open House— 


V. H. Sutherien, second from right, Oldsmobile general sales manager, chats with 
Indiana dealers at the opening of Oldsmobile’s new zone office in Indianapolis. From 
left are N. L. Bircheff, sales manager, Rice Oldsmobile, Inc., Fort Wayne; Don Rice, 
head of Rice Oldsmobile; Sutherlen; and R. C. Rice, head of Bob Rice Oldsmobile- 
Cadillac, Huntington. More than 100 Oldsmobile dealers from Indiana, Kentucky and 
Ohio were invited to the open house. 


A revitalizer that pro- 
tects engine power and 
performance all the time 
in new engines and im- 
proves performance of 
old engines. 


Automotive engineers know that automobile engines lose power and fail to per- 
form because of wear directly due to the failure of the lubricating oil to counteract 


the effects of dangerous formations of acid sludge, varnish, gums and lacquers that 
form within the engine. 


These dangerous contaminants are products of combustion, each stroke of a piston 
adds more of them and all contamination is dumped into the crankcase oil. 


Chemical additives compounded into Heavy Duty Motor Oils enable the oil to over- 
come the dangerous effects of these contaminants in several ways, most important is 
detergent action, floating contaminants in the oil in harmless suspension and preventing 
them from depositing on engine surfaces. 


Engineers also know that the great problem in lubrication is that detergency fails. The 
additives become overburdened and lose their ability to perform long before recom- 
mended oil change periods are reached. 


DEXA, a formulation of several proven additives, replaces all worn out additives, re- 
vitalizes the oil so that all of the protective properties of the chemical additives can 
last for the expected service life of the oil. 


DEXA cuts oil consumption, increases power and gasoline mileage. 
A product of 


CRYSTAL MOTOR OIL COMPANY 


5334 WEST 65th STREET e CHICAGO 38, ILL. 
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Case Histories 





Meeting the Practical Problems .. . 


in the mean- 
time, if some- 
thing like it 
should come in, 
let me show it 
to you.” 
“Listen, Si- 
mons,” said 
Moran, “I want 
what I ordered 
and nothing 
else. We don’t 
buy a new car 





vy 
* “4 : 
a: 


Bert Simons 


every day so we 
can wait.” 
Away they went. 
+ 7 * 


ELL, as you know, I don’t get 

paid until that deal is deliv- 
ered. Besides, the boss is reluctant 
to order a car when we have so 
many almost like it in stock. Be- 
sides, who knows what can hap- 
pen in three weeks? 

That customer is apt to get in- 

volved with a competitor who 
happens to have a car he wants. 
Many customers say they can 
wait, but as soon as you've got 
the order, their patience dries 
up. 

They start calling the next day. 
“Is my car in?” “What's holding 
it up?” Pretty soon they are 
threatening cancellation. They can 
get what they want down the 
street right away—they say. 

Tom Moran was no different 
and after a week was asking 
for his money back. 

* > > 

* R. MORAN,” I said, full of 

enthusiasm, “I've got a 
beauty that’s just aching to get 
into somebody’s garage. What's 
more, it’s just what you want and 
you can have it by 5 p.m. today. 
It’s a two door. But it’s $50 
cheaper.” 

He scratched his chin. 

“Look, I honestly think it has 
nicer lines,” I said, and then hit 
it hard. “And certainly it’s 
much, much safer for the kids.” 

“How about climbing in and out 
of the back seat?” he shot back. 

“Tom,” I said, man-to-man, “how 


15 Dealers Cited 
For Efforts in 


| Used-Car Drive 


NEW YORK. — Fifteen auto 
dealers have received certificates 
of merit for distinguished merchan- 
dising in connection with the used- 
car promotion, “Operation Demon- 
stration,” co-sponsored by NADA 
and Look magazine. 


Winner of the first-prize trophy 


|was J. A. Sanders, Sanders Motor 
| Co. (Chevrolet), Watertown, S. D. 


! 
| 


The first-prize winner and the 15 
dealers receiving merit citations 
were among more than 1,500 fran- 
chised dealers participating in the 
Look-NADA sponsored used-car 
promotion last September. 


In announcing the winners, Look 
said that they had done “an out- 
standing job in utilizing the promo- 
tional material furnished by Look 
and NADA and in putting across to 
the public the message that the 
best place to buy a used car is from 
a franchised dealer.” 


The 15 dealers cited are: Verne 
Orr jr., Verne Orr Motors, Pasa- 
dena, Calif.; Will T. Pattou, Hughes 
Chevrolet Co. Fortuna, Calif.; 
Andrew De Joseph, Keating Bros. 
Inc., Stratford, Conn.; F. L. Ward, 
Ward Chevrolet Co., Plattsburg 
Mo.; R. Lee Sanzenbacher, Sanzen- 
bacher Motor Co., Warren, O.; W. 
L. Wagner, Fuller-White Chevrolet 
Co., Tulsa, Okla.; O. Brittain, O. E. 
Brittain Motor Co. Frederick, 
Okla.; Robert C. Martin, Grants 
Pass, Ore.; Melvin B. Miller, Dick 
B. Miller Co, Klamath Falls. Ore.; 
Warren B. Newel, Newel Ford Co., 
Lewistown Pa.; Horace F. Branch, 
Brady-Frazer Co., Providence; R. 
D, Cunningham, Knoxville Buick 
Co., Knoxville, Tenn.; M. J. Ras- 
mussen, Freed Motor Co. Salt Lake 
City; Ralph Brown, Ralph Brown 
Buick, Inc., Monticello, Ind., and J. 
M. Rankin, Rankin Oldsmobile, 
Inc., Marion, O. 





| (Kans.) 


of a Salesman 


often do you use the back seat? 
And when you do, you don’t have 
to climb—it’s just a bend here 


and a twist there.” 
a * + 


_ didn’t say anything, but 
I could see he was thinking, 
“Tom,” I said, “I do know 

what you mean and how you 
feel, but you can’t blame me for 
trying. Besides you can have it 
right this night—and remember 

—$50 cheaper.” 

“Well,” he sighed. “Tell yoy 
what I'll do. I'll see the Missug 
and see what she says. Fifty 
dollars is fifty dollars. Like yoy 
say, how often do I get in the 
back? If Mom says okay, you're 
in.” 

Mrs. Moran was pretty excited 
about getting the new car right 
away—and, like Tom said, fifty 
bucks is fifty bucks. 

Bert Simons, 


8 Dealer Groups 
Get Awards for 
Public Relations 


SAN FRANCISCO.—Regional and 
special awards were presented to 
eight dealer groups by the NADA 
public relations committee at a spe- 


|cial luncheon program during the 


NADA convention here. 

Chairman Walter B. Cooper made 
the presentations on behalf of the 
committee, paying tribute to each 
group and congratulating its mem- 
bers on the accomplishments of 


| their programs. 


Receiving regional awards were 
the Chevrolet Dealers Assn., Boston 
(Region 1); the Connecticut Auto- 
motive Trades Assn, (Region 2); 
the Automotive Trade Assn. of Vir- 
ginia (Region 4); ‘the Montgomery 
County (O.) Automotive Dealers 
Assn. (Region 5); the Hutchinson 
Automobile Dealers Assn. 
(Region 9), and the Great Falls Au- 


| tomobile Dealers Assn, (Region 11). 





Two special awards were made 
for “outstandingly successful spe 
cial public relations programs” con- 
ducted by new-car dealer groups in 
1956. New York State Automobile 
Dealers, Inc., was honored for its 
legislative program “to secure by 
State law the protection of New 
York State franchised dealers 
against cancellation of the fran- 
chise without cause.” 

The Arkansas Automobile Dealers 
Assn, was given a special award for 
its successful campaign to have the 
famous Civil War battlefield, Pea 
Ridge, made a National Military 
Park. 


Dealer Sues Bank 


For Escrow Fund 


PORTLAND. — Buxton Motors, 
Inc., has filed suit in Circuit Court 
against the United States National 
Bank of Portland, seeking to force 
the bank to turn over $40,000 it 
holds in escrow. 

The litigation grows out of an 
apparent breakdown in negotiations 
to transfer Buxton’s Plymouth deal- 
ership to Ralph Tarola, another 
Portland auto dealer. 

The complaint states that the 
money was placed in escrow with 
instructions that the bank release 
it to the plaintiff, Gilbert E. Bux- 
ton, and his wife, Florence Buxton, 
after they executed leases on two 
pieces of property to Tarola. It is 
alleged in the complaint that the 
leases were executed by the Bux- 
tons in Tarola’s favor but that the 
bank has refused to release the 
$40,000 held in escrow in the deal. 


Baker Named President 
Of Paducah (Ky.) Assn. 


PADUCAH, Ky. — Claude Baker 
has been elected president of the 
Paducah Automotive Trades Assn. 
He succeeds Jack Wilson. 

Other new officers are Lee Rus- 
sell, vice-president, and Lance Dos- 
sett, secretary-treasurer. Directors 
are Wilson, Matt Habacker, Carl 
Puckett, Herbert E. Theobold and 
J. T. Bowland jr. 
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By W. C. Lockwood 
Staff Writer 





it? ENVER’S 45th annual auto 
ve show attracted 70,000 persons 
re | and spurred new-car sales in the 
area, show Officials announced last 
week. 
ut “The heavy crowds surprised 
even the dealers who placed new 
% | cars on display,” said Paul Sei- 
¥ fert (Cadillac-Pontiac), publicity 
u chairman. 
° The show was held in the Coli- 
t geum and sponsored by the Denver 
. Metropolitan Automobile Dealers 
Assn. Tom Braden is executive 
mu vice-president of the group and E. 
us Jack Beatty (Oldsmobile) was show 
ty chairman. 
mu Sales activity brought forecasts 
ie of a good year, “possibly as good as 
re ” 
1955. 
a x * 
ad USTOMER response was said to 
ht have brought back memories of 
ty the immediate post World War II 
period to many of the “old timers.” 
8. “Autoganza” closed in Rich- 
mond, Calif., yesterday (Feb. 17) 
after a three-day run sponsored 
by the Richmond Motor Car 
Dealers Assn. and the Quota Club. 
U. S., foreign and sports cars 


were included in the display at 
Memorial Auditorium, along with 





nd displays of accessories, safety 
to devices and “gadgets.” 
A William LaBaree (Studebaker), 
e- | president of the associaiton, said 
he | proceeds of the show would be 
distributed to local charities, 
de * * . 
he HOWS opened yesterday (Feb. 
ch 17) in Syracuse and today (Feb. 
n- 18) in St. Petersburg. Paul T, Hen- 
of son, Syracuse show chairman, said 
that many of the New York exhi- 
re bits will be shown there. Last year’s 
yn show drew more than 40,000, he 
o- said. 
): This week, shows will open in 
r- Hartford, Conn. (Wednesday), 
ry and Cheyenne, Wyé6, (Friday). 
rs In Milwaukee, dealers faced a 
mn nip-and-tuck situation in opening 
n. their auto show. The show was 
u- held in the Auditorium and the 
DD Arena for eight days, closing Sat- | 
je urday (Feb. 16). 
e- A hardware show in the Audi-| 
n- torlum did not close until two} 
in nights before the auto show was | 
le to open and working crews were | 
ts not able to start in the Arena until | 
ry the close of a Marquette University | 
Ww basketball game, three nights} 
rs before show opening. 
- * + * 
ESPITE the short preparatory 
S period, the show opened as| 
yr scheduled. | 
e Thomas E. Hanika, executive} 
4 Vice-president, Indianapolis Auto-| 
y mobile Trade Assn., has reported a} 
U.S. Rubber Ups 
Callum and Mulvey | 
DETROIT. — George H. Callum 
; has been promoted to general sales 
- Manager of manufacturers’ prod- 
J ucts in the footwear and general 
e | Products division of United States | 





Rubber Co., according to Eugene 
A. Luxenberger, division general 
manager. 


- 


“as ' Ss 





Wm. J. Maivey Geo, H. Callum 


William J. Mulvey succeeds Cal- 
lum as sales manager of Nauga- 
hyde vinyl coated fabrics, with 
headquarters in the company’s Mis- 
shawaka (Ind.) plant. He has been 
Working in the development and 
Sales of coated fabrics during 13 
years of service with U. S. Rubber. 

In his new position, Callum will 
be responsible for sales direction of 
foam cushing, plastic upholstery, 
Royalite plastic products, automats, 
Tubber shipping drums, industrial 


Mn an re SS OM 6 OR ee ee Og, 


: Sponge rubber and other products. 
Tt headquarters will be in New 
ork. 


Reports from Other Cities... 


Denver Show Draws 70,000 


total attendance of 70,946 at the 
group’s 1957 auto show. 

This topped the previous record 
of 60,634 tallied in 1955. Indian- 
apolis did not hold an auto show 
last year. 

A free 1957 car was given away 
each night of the nine-day show, 
Hanika said. He said it was by far 
the most successful show ever held 
by the association and plans are 
being made for one in 1958. 

om af * 
ee officials reported that 
attendance for the first eight 
days of the 1957 show was 113,000 
and the final night’s attendance 
was expected to bring the total 
over 1956’s 135,000. 

Milwaukee’s attendance was 42,- 
588 for the first two days. Last 
year’s attendance was 124,645, a rec- 
ord. However, in spite of bad 
weather this year, the first Sun- 
day’s crowd was the largest single 


day’s attendance since the show} 


resumed in 1951, 


“The very fact that we were | 
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confronted by problems,” said 
Lester P. Hartung, president, Mil- 
waukee County Automobile 
Dealers Assn., “is an indication 
of the magnitude of the show.” 

“Some of the exhibits,” he said, 
“are the same ones used in the 
New York, Chicago and Detroit 
shows.” 

Hartung said that crews put in 
considerable night work instailing 
turntables, decorations, lights and 
exhibits, 

* * * 

“TQ‘OR the first time since we re- 

sumed our show in 1951,” Har- 
| tung said, “our dates did not con- 
flict with those of other major mid- 
west shows. Because of this, and 
because the Milwaukee show is 
| recognized as a Class A show, we 
will have the finest exhibits avail- 
able anywhere.” 

He predicted, at the show’s 
opening, that the 1957 show 
| would surpass any of the pre- 
vious events in “size, brilliance, 








beauty and glamour.” Hartung 
also believed that it would set a 
new attendance record, “weather 
permitting.” ; 

“However, it was a race against 
time,” he said, 

Admission prices were 90 cents 
for adults and 50 cents for children. 
This was reduced to 50 cents for all 
during the weekday afternoons, 
from 1 to 5 p.m. 


The dealers offered a free car 
each day of the show with draw- 
ings taking place after the final 
stage show each night. 

* * * 

HE St. Louis show was success- 

ful, the Greater St. Louis Auto- 
motive Assn, reported in its bul- 
letin, “if the comments from 
dealers, exhibitors and public . 
are any criteria.” 

However, it noted, the fact that 
the attendance did not reach ex- 
pectations was due to the fact that 
less than half the dealer members 
took an active interest or promoted 
it in any way. 

“Dealers who did participate,” 
the bulletin said, “and who had 
salesmen actively working the 
show are well pleased from the 
results, in sales and ‘live’ pros- 
pects.” 

The association is asking mem- 











N. Y., Chicago Conflict 
Of Show Dates Reported 


NEW YORK. — A conflict of 
dates for the National Auto Show 
of 1958 and the Chicago event 
has occurred, if reports here are 
true. 

It was said that the New York 
show will be held Jan. 4-12, ex- 
actly the same days set some time 
ago by Chicago dealers, AMA’s 
office in Detroit said that its 
“dates have not been pinned 
down.” 

Last week it was announced 
that the 1958 Detroit show will 
be held Jan. 18-26 at the Detroit 
Artillery Armory, site of the 1957 
successful show, 





bers to return a questionnaire on 
the show. Results will be used for 
guidance of the committee which 
will plan and organize the 1958 
show. 

In Pittsburgh, all inquiries re- 
garding the winners of the “Me and 
My Pet Contest” are being referred 
to the local auto dealers, 

Children sent in pictures of 
themselves and pets for judging by 
a panel selected by the show of- 
ficials. 





Here’s the lamp package designed with you in mind... 


and there's no other package like it! 
















THEY’RE ON THE 


WAY! General Electric SPACE- 


SAVER PACKS, in four sizes, hold complete G-E line of 
small bulbs. Available soon through your General 
Electric Wholesaler. And watch for G-E’s “SPACE MISER” 
metal rack deal—see it in this magazine—in April! 


Progress ls Our Most Important Product 


GENERAL 





@ ELECTRIC 





e Saves 30% in shelf space 
e No cover or flaps to open 

e No insert or platform to fuss with 

e Stacks easily— no round tops or bottoms 
e Easy identification of types 

e Identification on both ends of pack 

e Bulbs removed by a flick of a finger 

e Stock always looks neater 

e No more “dog-eared” cartons 

e You can count lamps at a glance 

e Space for price marking 

e Lamps fully protected from damage 


e Speeds up service 


many lamps left in a box. 


NEW €) SPACE-SAVER PACK 


— for small automotive lam 


e More space for other items 





Clumsy, messy, old-type cartons took up too much shelf space—space 
you needed for other items. Stock seldom looked neat. Fumbling with 
cover, flaps, platforms and inserts slowed service. Hard to know how 





Designed with you in mind, G-E SPACE-SAVER PACK gives you 


more space for other items. Bulbs are easy to see, and remove quickly. 
G-E SPACE-SAVER PACK stacks neatly. General Electric Co., 
Miniature Lamp Dept., Nela Park, Cleveland 12, Ohio. 
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How Labor Scored 
Victories in 1956 


(Continued from Page 3) 


persuaded the unions to call off 
their election petitions. 

On the other hand, there are 
scores of instances in which the 
unions showed such great strength 
that the dealers agreed to union 
representation without elections. 


Many observers feel that the 
dealership unionization problem 
and the dearth of good salesmen 
and mechanics stem from the 
same situation in many dealer- 
ships—inferior wages and work- 
ing conditions. 


Last week it was reported that 
the Oregon Supreme Court has re- 
versed a previous ruling and has 
now found legal the union practice 
of writing down the license num- 
bers of cars which go through a 
dealership picket line and writing 
the owners to explain the union's 
side of the strike. 

+ 


Salem Strikes Continue 


— ruling involved Local 1506 
of the Machinist Union and two 
Salem (Ore.) dealerships, Douglas 
McKay Chevrolet Co, and Loder 
Brothers. Local 1506 has been on 
strike against Loder since Novem- 
ber, 1954, and against McKay since 
July, 1955. 

Supreme Court Justice Harold 
Warner noted that taking license 
numbers of cars entering Loder 
Brothers was not in itself an im- 
plied threat, especially since the 
letters sent to the customers were 
free of any suggestion of threat of 
intimidation. 

In Wilkinsburg, Pa., salesmen 
employed by Three Rivers Motor 
Co. (Ford) have gone on strike 
to back their demands for union 
recognition. 

Heading the drive for recognition 
was Harry Tevis, president of the 
Teamsters Joint Council. 

The Buffalo Automobile Dealers 


ae 


Finance Leader 


Sees °57 Sales of 
6,250,000 Cars 


ASHEVILLE, N. C.— (UTPS) — 
Rising consumer income plus some 
easing of credit by spring will en- 
able American automobile manu- 
facturers to reach a predicted out- 
put of 6,250,000 cars this year, the 
president of the American Finance 
Conference said here last week, 
(Feb. 11). 

A. J. Blasco, Kansas City, Mo., 
head of the nationwide association 
of finance companies, told a busi- 
ness session of the three-day, 10th 
annual convention of the North 
Carolina Assn. of Automotive 
Finance Companies, that the .so- 
called prosperity boom will level out 
in time and that contrary to the 
fears of some will not end in a 
depression. 

“The increasing population, rising 
use of consumer credit on all pur- 
chasing levels will contribute to the 
balance among income, spending 
and credit,” he said. 

He warned, however, that while 
he is in no way pessimistic about 
the world state of affairs, “caution, 
moderation and consideration” in 
business must be strictly observed. 

Charles W. Barbee jr., Raleigh, 
attorney and executive secretary of 
the North Carolina Independent 
Automobile Dealers Assn., told the 
delegates that dealers and finance 
companies have a mutual interest 
and that cooperation between the 
two is indispensable. 

North Carolina State Commis- 
sioner of Motor Vehicles, Edward 
Scheidt, told the 135 delegates and 
their guests, new and used-car 
dealers, that he wants to reestablish 
a statewide auto mechanical in- 
spection program, generally 
strengthen the state’s motor vehicle 
laws, expand the State Highway 
Patrol, and put troopers in un- 
marked patrol cars. 


Elliott Sells to Royster 








Assn. has reported, “Word comes 
to us from varying sources that the 
unions will make a continuing ef- 
fort to organize dealer employes in 
this area, Do carefully review your 
own employe-employer relations.” 


N.Y. Dealers Sign 


Salesmen Pact 


By Ed Brown 
Staff Correspondent 

NEW YORK. — The Inter- 
County Automobile Dealers Assn., 
representing 26 New York dealers, 
has signed a contract covering 300 
salesmen with Local 868 of the 
Teamsters Union, 

The contract provides for a 
union shop and a $75 draw 
against commissions, which is to 
be washed out after three 
months, A $75 item is added to 
the dealers’ invoice for make- 
ready. Salesmen are then com- 
pensated 30 percent of the first 
$100 gross profit and 25 percent 
of all other gross profit. 

Also included in the agreement 
are provisions for a 40-hour week, 
six holidays and vacations with pay 
based on the average weekly earn- 
ings of the salesman for the year 
before the vacation. One week’s va- 
cation is due after one year’s serv- 
ice and two weeks is required after 
three years. 

Dealers are limited to one sales- 
man for about every 100 vehicle 
sales. Demonstrators are provided 
salesmen at dealer cost, plus $75, 
with servicing furnished at 10 per- 
cent above dealer cost. 


To some extent the contract 
also restricts salesmen—prohibit- 
ing them from doing outside 
work, including insurance, selling. 
The pact runs for five years and 
permits an opening after two years 

to discuss changes in commissions 
and hours. 

Signers of the contract were 
David Fusfeld, an attorney repre- 
senting the dealers, and John 
Burke, president of Local 868. Also 
present was John O’Rouke, presi- 
dent of the Joint Council of Team- 
sters and New York protegee of 
James Hoffa, vice-president of the 
Teamsters Union. 


One Teamster official said the 


New York drive had been used as| 


a pilot study and that drives will 
be started in New Jersey and other 
surrounding areas soon to take ad- 
vantage of the current situation, 
which the union feels is favorable 
for organizing. 

Burke said his union now has 
contracts with about 85 dealers in 
the five New York boroughs, He 
said that the salesmen covered 
in the new contract make $3,000- 
$10,000 a year. However, the 
dealers say these men earn 
closer to $7,000. 

Although the Teamsters had been 
conducting organizing drives spo- 
radically against these New York 
dealers ever since World War II, 
Local 868 began serious picketing 
against the members of the asso- 
ciation last summer. 

Negotiations began some time 
later, culminating in the current 
agreement. However, quite a num- 
ber of dealers dropped out of the 
association during this period. 

Burke said that his union had 
negotiated contracts with most of 
the dealers who dropped out of the 
association and that the signing of 
contracts with the rest is just a 
matter of time. He added that the 
favorable association contract will 
not be available to non-members. 

Local 868 is now picketing Don 
Allen Midtown Chevrolet in Man- 
hattan. The management has re- 
quested a strike vote, but the 
matter has been turned over to 
an arbitrator to determine which 

men should be included in the 
salesmen’s unit, 

The union wants to limit the vote 
to Don Allen Chevrolet retail sales- 


| 





Invisible Door for Showrooms— 


A “Doorless Door’ for use in automobile 


dealerships has been developed by Sulzer 


Bros., New York. The door is an invisible screen of air which acts as an insulating wall 
to protect the interior of the building from outside weather conditions, according to 
Sulzer. Overhead nozzles, as shown in the diagram, spray a curved beam of air 
through the ceiling grille (1) causing the air to fall outward and downward in layers. 
The air is sucked through the floor grating (2), which is the full width of the entrance, 


into the sump (3). 
ing coils (5) and brought back by blowers 


lt is cleaned and filtered (4) then carried through heating or cool- 


(6) to the grille above the entrance. 


————$, 


Ark. Legislator 
Makes New Effort 
To Regulate Autos 


LITTLE ROCK, Ark.—Efforts to 
regulate the distribution and Sale 
of new cars were renewed with the 
introduction in the Legislature of g 
bill to circumvent objections to g 
1955 act which was ruled uncop. 
Stitutional by the State Supreme 
Court. 


Both bills were authored by Sep. 
ator Marvin Melton, Jonesbor, 
The new bill would apply to aj 
dealers handling new automobiles, 
whether franchised or unfrap. 
chised. 

The high court killed the former 
law on the grounds that it const. 
tuted class legislation. 

The old and new proposals cajj 
for the establishment of a motor 
vehicle commission, but the 1957 
bill eliminates a provision for the 
licensing of all auto salesmen, 

Another feature of the 1955 law 
which has been retained forbids 
manufacturers from coercing deal. 
ers to accept vehicles or accesgo- 
ries. It also forbids misleading ad- 
vertising and protects the buyer by 
making it illegal for a dealer to 
p-essure him into accepting un- 
wanted accessories, 


Ford Says Miller Was Uncooperative 


(Continued from Page 3) 


from 1946 to 1949, Davis testified he 
could not recall ever having been 
threatened by Ford representatives 
or forced to buy anything he did 
not want, and that he never had 
any apprehension about the fran- 
chise, Davis sold his part of the 
franchise to Miller in December, 
1949. 


Testifying for the plaintiffs, E. 
J. Shipp, a former Ford dealer 
in Winnsboro, La., told the court 
that Ford terminated his fran- 
chise in 1955 because he failed to 
follow company directives to con- 
duct blitz sales of new cars. 


He said that on one occasion he 
|} increased the size of his service 
|}area and parts department after 
such a step had been urged by a 
company field representative who 
allegedly told him, “You don’t have 
to, but if you don’t you'll wish you 
| had.” 

| * * * 

HIPP said he told Ford field 
| representatives that a blitz sale 
|in his area would only lose money 
because his dealership was in a 
parish (county) whose economy 
was based on agriculture alone, and 
| which had no industry. 


He admitted under cross- 
examination that the two Chevro- 
let dealerships in his parish sold 
nearly twice as many cars as he 
did and that the Ford representa- 
tives might have been only at- 
tempting to get him to compete 
a little harder for sales. 

His was the only Ford dealership 
in the parish in 1955, as against 
the two Chevrolet dealerships, he 
said. 

Shipp testified further that he 
was “pressured” for six months to 
buy a special used-car pylon sign 
from the company “when we had 
a good sign already.” 

* . > 


‘Show Car’ Delay Alleged 


roe attorneys introduced docu- 
ments in an effort to refute a 
statement by Miller that he had 
been “discriminated against” by 
Ford in withholding many Mercury 
cars in the first part of the year 
and “forcing” them on him the last 
part of the year. 

The documents indicated that 
Miller received more Lincoln and 
Mercury cars in the first half of 
the model year from 1951 to 1954 
than during the last of the year — 
except for 1952 Mercurys. 

Miller also charged in testi- 
mony before Judge Thomsen that 
Ford delayed delivery of his 1953 
“show” cars. He said he got four 
“show” cars, three in December, 

1952, and the fourth in January, 
1953. 

Attorneys for Ford told the court, 
however, that records indicated 
that a strike in the company’s as- 
sembly plant at Wayne, Mich., and 
| not discrimination was the cause of | 








B. P. Elliott has sold his interest} men, while management insists the! the delay. | 


in Elliottt Motor Co, (Oldsmobile-| union should also include the Don; 


They also said evidence shows 


Mount Airy, N. C., in 1953 “while 
claiming he was losing money on 
the dealership in Winston-Salem.” 
* * * 

EFENSE counsel also drew ad- 

mission from Miller that he had 
made a statement that he bought 
land for an additional used-car lot 
“because I thought it was good 
business.” Miller had testified that 
he was forced to buy the lot be- 
cause Ford representatives had 
made a veiled threat that they 


would “cut off my cars” unless he | $500 to the price of the car. 


bought the lot. 


The attorneys produced copies of 


letters Miller allegedly wrote to 


Oldsmobile Shifts 
Higgins, McMeans 


LANSING.—Theodore J. Higgins, 
formerly Washington Oldsmo- 
bile zone manager, has been trans- 
ferred to Minneapolis as zone man- 
ager. Higgins succeeds Fred C. 
Walser, Minneapolis zone manager 
for 12 years. 


William E. McMeans, 





assistant 


zone manager in Denver, will be-| 


come zone manager in Washington, 
succeeding Higgins. Higgins has 
been with Oldsmobile since 1941. 
McMeans, the new Washington 
zone manager, held sales positions 
in the packing industry from 1936 


to 1943. He joined Oldsmobile in| 


1952 as a district manager in Oak- 
land, Calif. 








Taking Notes for George— 


Mrs. George Romney, center, wife of 
the president of American Motors Corp., 
was on hend at the corporation's stock- 
holder meeting in Detroit, although her 
husband was absent because of an emer- 
gency appendectomy. Flanking Mrs. Rom- 
ney is Mrs. William H. McGaughey (left), 
wife of AMC's communications vic e- 


Pontiac), Oxford, N. C., to his part-; Allen Pontiac salesmen in an ad-;that Mil!rr was trying to get the! president, and Mrs. M. Little, secretariat 
| joining store and fleet salesmen. 


ner, Lee Page Royster. 


| Lincoln-Mercury dealership at 


assistant to the president. 





Ford's district manager in Atlanta 
and to Henry Ford II in which the 
statement about “good business” 
was made, and Miller admitted that 
the statement was his. 

Miller, in his testimony, 
charged that Ford was “trying to 
run down Mercury cars into the 
gutter” by using blitz sale tech- 
niques on dealers in the area. 

He said this was done by adver- 
tising “up to $500 discount on Mer- 
cury” and adding an unadvertised 


He said blitz techniques involved 
a large number of dealer sales of 
from one to three days with adver- 
tising stating that “some large 
number of automobiles must be 


| sold during the period specified . .. 


regardless of profit.” 
. * 


Court Warns Miller 
ILLER, in response to a ques- 


| 4% tion by the court, said he never 


had engaged in blitz sales but that 
Ford regional sales personnel on 
several occasions had demanded 
that he engage in such practices. 

He said, however, that blitz sales 
by other Lincoln-Mercury dealers 


in the area during late 1953 “tore 


my business all to pieces.” 

Judge Thomsen warned Miller 
to “get more specific” in his tes- 
timony if he wanted it to “mean 
anything.” The court said his tes- 
timony about parts and acces- 
sories, which he claims were 
forced on him by Ford, were not 
specific enough, 

In commenting on Miller's testi- 
mony that Ford representatives had 
urged him to expand the size of his 
shop and the number of body stalls 
against his wishes, the judge said 
he could not see how a company 

asking a dealer to enlarge his fa- 
cilities could involve any sort 
violation of the antitrust laws. 
> * * 
wo former employes of Miller 

Motors testified that some of 
the cars which the firm received 
in 1949 and 1950 were “not up to 
standard.” 

W. L. Tuttle, shop superintendent 
of the firm’s “new car get-ready de 
partment” for six years, told the 
court that some of the cars “came 
from the factory in very poor con- 
dition,” and that 1949 was the year 
when most trouble was experienced 
with new cars. 

Ed Young, service manager 
from 1948 to 1953, said “the 
quality of automobiles delivered 
some years was good and others 
it was not up to standard.” 

He said the cars giving the 
most trouble were delivered in 1949 
“and maybe 1950,” and that trouble 
also was experienced with “poor 
body fittings” and “differential 
noise” in the 1952 models, 

Miller testified that some of the 
new Mercurys sent him were in 
bad condition. “I couldn’t sell with 

the type of cars they were giving 
me,” he said, adding that his 1953 
losses were $102 per car, 
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The Team Training Plan... 


fully the “scientifically trained” 
dealerships before and after train- 
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ing program was evolved after a 
careful study of the training pro- 











Price Controls 
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enes 


only company outside North 

ica manufacturing Ferguson 
tractors. Standard also makes 
Standard, Vanguard and Triumph 
autos. M-H-F now has an 18 per- 
cent interest in Standard. 


en 


performance, even though there 
will be a downward drift after 
each course, 

The training package will consist 
of these six courses: 

1. Business and Financial Man- 
agement — methods for analyzing 





VALVOLINE OIL COMPANY 
(DIV. OF ASHLAND OIL & REFINING COMPANY) 
General Offices and Refinery—FREEDOM, PENNSYLVANIA 






















































































BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . .. they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


f 
LIT 
i} iG 


LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 
speed, high 4 ye engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 





HOUSTON now FIRST 


In City Zone Population Standings of Daily 
Newspaper Cities ... 500,000 to 1,000,000 
as listed in Standard Rate & Data Service 












500,000 to 1,000,000 
(22 cities) 








Houston, Tex. .. 924,318 
Cincinnati, Ohio .. 883,576 
Milwaukee, Wis... 866, 960 
Minneapolis, Minn.. 804,883 
San Francisco, Calif. 790,548 
Buffalo, 755,948 
Kansas C 750,328 
Seattle, as ... 721,000 
New Orleans, La. ......... 720,074 
Denver, Colo.............. 686,103 
Nassau County, Long Island 672,765 
MC i csdbencecss 671,646 
EE Sn os 6 <owsasccvee 632,637 
SS eee 620,963 
Sf Serre 609,470 
Louisville, Ky............. 602,511 
Jersey City, N. J.......... 591,822 
Birmingham, Ala.......... 566,423 
Indianapolis, Ind.......... 551,777 
San Diego, Calif.......... 519,498 
Providence, R. |.......... 513,275 
Columbus, Ohio........... 690 


The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 
where the trend to The Post 
grows and grows. 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover 
the Houston market. 


*Based on information obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956. 
A.B. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 
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Atlanta Dealers Cheered 


Cole, Ragsdale Up Morale 


By E. C. Bash 
Staff Correspondent 

ATLANTA.—Atlanta region Chev- 
rolet and Buick dealers came away 
from their respective meetings with 
General Motors top executives here 
last week greatly encouraged over 
future sales prospects. 

Here to meet with Buick dealers 
were Edward T. Ragsdale, Buick’s 
general manager, Al Belfie, general 
sales manager, and Clyde C, Barbie, 
Southern regional manager. 

Chevrolet dealers met with Ed- 
ward N. Cole, general manager of 
Chevrolet, K, E. Staley, executive 
assistant general sales manager, 
and I, K. Sarvis, executive assist- 
ant to the general manager in 
charge of dealer relations, 

This was the first meeting of Cole 
with the Atlanta region dealers 
since he became general manager. 
They labeled him a “terrific” per- 
sonality and enthusiastically en- 
dorsed the changes they believe he 
is making for the better in the 
operation of the Chevrolet division. 

Cole predicted the end of 1957 
will find Chevrolet still on top as 
the nation’s best selling car. He be- 
lieves the industry as a whole will 
sell about 6,500,000 cars and 900,000 
trucks this year, or about 10 per- 
cent more than in '56. 


Ragsdale’s prediction of indus- 
try output this year was half a 
million lower than Cole’s. Rags- 
dale said he has “no doubt that 
Buick will maintain its third 
place in the industry,” and said 
this year will be Buick’s third 
greatest year. 

Cole told the dealers they could 


Doom Headlines 


Are the Culprit, 
Says McQueen 


LOS ANGELES, — Newspapers, 
magazines and broadcasting news 
analysts have “unwittingly impeded 
the economic progress of the U. S. 
by overplaying doubtful opinions on 
the business outlook.” 

L. A. McQueen, 
vice-president of 
General Tire, up- 
braided news me- 
dia for giving 
prominence, in 
print or on the 
air, to pessimistic 
business com- 
ments. 

McQueen, here 
for the annual 
sales conference 
of General Tire’s 
west coast distributors, said there 
was nothing wrong with the na- 
tion’s business picture that “we 
salesmen can’t correct if we are) 
given the same support accorded 
the ‘doomsters’ by the nation’s news 
facilities.” 

“No one can honestly estimate 
how many sales of homes, automo- 
biles, sets of tires and other things 
have been cancelled because of fear 
created by gloomy headlines,” he 
declared. “You can bet it runs into 
the millions.” 


To keep the economy progressing 
in the right direction, the selling 
forces need the full cooperation of 
a press that reports the facts with 
the same “screaming headlines” as 
it features the bad guesses, Mc- 
Queen said. 


Net Drops 5% 
For U.S. Rubber 


DETROIT, — U. S. Rubber Co. 
sales were 2.6 percent less in 1956 
and net income was lower by 5 per- 
cent, compared with the records | 
set in 1955, according to H. E. 
Humphreys jr., chairman. 

Net profit for the year was $31,- 
870,013, compared with $33,559,494 
in 1955. The year’s profit was third 
highest in the company’s history. 

Sales for 1956 totalled $901,260,194, 
compared with sales of $925,539,092 
in 1955. Profit amounted to 3.5 per- 
cent of sales last year, compared 
with 3.6 percent in 1955. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


L. A. MeQueen 








now get all the hardtop models 
they can sell, since the plants are 
now geared to produce 32 percent 
hardtops if necessary. 


Both Cole and Ragsdale indicated 
they had no fears for the national 
economy; they do not see any dan- 
ger from inflation at this time, and 
feel “we (the public) are better off) 
than ever before.” 

“Wage and salary increases have 
more than made up for the declin- 
ing value of the dollar,” Cole said.| 

Cole told the dealers “the 
prophets of doom are always with 
us.” He pointed out that there 





. ~ aan 

were dealers who could not make 

a profit even in the late 194 

Some dealers are complaining to. 

day, he admitted, but not enoug, 

to want to give up their Chevrp. 
let franchises, 

Dealers came away from th 
Chevrolet meeting believing th 
1958 models will have “new feature 
never seen in the industry before” 
and that spring sales will be goog 
this year. 

Ragsdale indicated he is degj. 
cated to a quality product. He tojq 
dealers they could step up sales by 
increasing sales efforts and _ loca 
advertising to show Buick is only 
slightly higher than the so-calleg 
“low price three.” 

He reported Buick’s new adver. 
tising campaign using prices has 
already paid off in more than a » 
percent increase in sales. 


DEMONSTRATION 


WORLD’S SMALLEST 
DIGITAL COMPUTER 


The Litton 20 Digital Differential Analyzer is approxi- 
mately the same size and weight as an electric 
typewriter. With much of the programming built into 
the unit, a desk to put it on and a standard 110-volt 
outlet is all that is needed for solving ordinary linear 
or non-linear differential equations, or sets of such 
equations. The Litton 20 combines high accuracy, 
reliability of operation, minimal maintenance, and an 
initial cost that is thousands of dollars below that of 
any DDA capable of equivalent work. 


The Litton 20 will be demonstrated at — 


CHICAGO—The Sheraton Hotel — March 1fith, 12th & 13th 
DETROIT—The Sheraton-Cadillac Hotel—March 14th & 15th 


Write today for your invitation to 


John J. Connolly 


LITTON INDUSTRIES BEVERLY HILLS, CALIFORNIA 


PLANTS AND LABORATORIES IN CALIFORNIA, INDIANA, MARYLAND & NEW YORK 
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Bat Overall Shipments Drop . . . 


6 Pct. Gain Recorded | * 


On Replacement Tires 


NEW YORK.—Replacement pas- 

mger car tire shipments during 

1956 totalled 53,251,512, an increase 
of 6.10 percent over replacement 
shipments in 1955. 

This increase partly offset the 
decrease in original equipment tire 
shipments, due to lower new-car 
production, according to the Rubber 
Manufacturers Assn., Inc. 

Total passenger car shipments 
during 1956 amounted to 85,000,115 


DeSoto Meeting 


Covers Ad and 
Sales Programs 


DETROIT. — DeSoto’s regional 
sales promotion managers met here 
last week for three days with fac- 
tory officials and Batten, Barton, 
Durstine and Osborn’s 13 DeSoto 
field account executives. 

DeSoto said conferences covered 
all phases of its advertising, sales 
promotion and public relations pro- 


grams. 





Those attending from DeSoto in-| 


cluded Paul Herpolsheimer jr. as- 
sistant general sales manager; J. L. 
Wichert, director of advertising 
and sales promotion; R, G, O’Hara, 
sales promotion manager; P. A. 
Guzzo, special events manager; J. 
H, Campbell, assistant sales promo- 
tion manager; Sam Petok, public 
relations director; R. L. Goodwin, 
advertising manager; W. 
jr, fleet sales manager; 
cata, cooperative advertising man- 
ager, and L. Irving Woolson, presi- 
dent, and J. B. Wagstaff, sales 
vice-president. 


Field men were N. R, Boehmer, | 


tons, a decrease of 9.31 percent 
from 1955, 


Production of passenger car tires 
in 1956 amounted to 85,546,238 units, 
a decrease of 12.01 percent below 
the 97,223,165 units produced dur- 
ing the previous year. 

Inventories at the end of 1956 
totalled 16,493,563 passenger car 
tires, compared with 15,963,038 units 
on hand at the end of 1955. 

Shipments of truck and bus tires 
during 1956 amounted to 14,324,635 
tires, a decrease of 3.01 percent 
below 1955 shipments of 14,769,326 
tires, During 1956, production of 
14,859,457 was below the 1955 
amount of 14,955,092 units, 

Year-end inventories were at 3,- 
377,991, an increase of 19.99 per- 
cent over the units on hand at the 
end of 1955, which amounted to 2,- 
815,258. 


Shipments of automotive inner 
tubes for 1954 were down 7.34 per- 
cent to 36,497,686 tubes, compared 
with the 1955 shipments of 339,- 
389,018 units. Production at 34,- 
405,084 units was 4.16 percent 
below 1955’s total of 35,899,729 
units, 


Inventories amounted to 6,109,425 


|} units as against the 6,833,279 tubes 


on hand at the end of 1955. 

During December, 1956, produc- 
tion of passenger car tires totalled 
7,425,137 units, 12.84 percent above 
November's production of 6,580,333 
units. Inventories on hand at the 


M. Abbot end of December were 16,493,563, an 


A. C. Li-| 


increase of 5.76 percent over the 
previous month’s total of 15,595,534, 
December shipments of truck and 





bus tires totalled 960,678 units, a 
| decrease of 6 percent from the No- 
| vember shipments of 1,021,934 units. 
Production at 1,130,382 increased 


Atlanta; N. M. Hansen, Boston; W.|6.60 percent over November's pro- 


Cc. Chipley, Charlotte; 
Drescher, Chicago; C. J. Murphy, 
Cincinnati; 
M. Bell jr. Detroit; G. D. Ham-| 
mock, Kansas City; A. E. Hagen, 
Los Angeles; W. H. Benton, Mem- 
phis; D. L. Buchanan, Minneapolis; | 
A. P. Barrett, New York; B. T.| 
Brown, Philadelphia; W. E. Brod- 
nax, Pittsburgh; T. R. Noble, St. 
Louis; K. C. Armstrong, San Fran- 
cisco; E. D. Browning, Portland, 
Ore. and D, J. Cundy, Syracuse. 

BBDO branch men were Richard 
Howe and Gerald Barkann, Boston; 
George Snyder, Buffalo; George 
Vonderlin, Chicago; William Fox, 
Cleveland; Lynn Werner, Minneap- 
olis; Ted Hasbrouck, Dallas; Car- 
roll Sugar. Los Angeles; Wally 
MacDonald, Atlanta; Scott Framp- 
ton and Art Mayer, New York; 


Jack Woods, Pittsburgh, and Chuck | 


Reed, San Francisco. 


Miami Ford Deal 
Bought by Rowell 


MIAMI. — Stacy Rowell, im- 
Mediate past president of the Na- 
tional Independent Automobile 
Dealers Assn. has purchased 
Laramore-Neese, Inc. (Ford), here, 
for “well in excess” of $500,000, 

Involved is purchase of the assets 
from Hugh Laramore and Donald 
Neese, and a long-term lease on 
the property at 2751 N. Miami Ave. 
Name will be Stacy Rowell Ford, 
Inc. Rowell, a used-car dealer in 
Miami for 22 years, said no major 
Personnel or policy changes are 
contemplated, 

Rowell predicted sales volume — 
about 1,300 yearly —- will be in- 
creased to 2,400. 





Pontiac’s Speed Mark 


Certified by USAC 


PONTIAC. — Pontiac has 
received a certificate of perform- 
ance from the United States Auto 
Club, verifying a record set by 
&@ 1957 Pontiac at Phoenix, Ariz., 
on Jan, 20. 

During a USAC-sanctioned race 
at the Arizona State Fairgrounds 
on that date, a 1957 Pontiac, 
driven by Jud Larson, established 
& record of 44,23 for one lap on 
the one-mile dirt track for an 
average of 81.39 mph, 


EE ' Of the new company; and Elsbery Reynolds IV, S-P district sales manager. 


WwW. W.| 





duction of 1,060,430 units. Month- 


|end inventories were 3,377,991 tires, 
J. W. Fleck, Dallas; G.| 5.33 percent above November's total 


of 3,207,090 units. 


2 Finance Curbs 


Proposed in Ore. 


SALEM, Ore. Two bills placing 
| restrictions on the amount dealers 
|can charge for financing auto sales 
| have been introduced in the Ore- 
gon Legislature. 

One calls for a ceiling of 10 per- 
cent discount per year on a loan, 
and the other would limit discount 
to 12 percent per year on a sales 
contract. Equivalent straight 


| double those figures, it was said. 
At present, banks are limited to 
6 percent discount on the total 
loan, but there is no limit on sales 
contracts. The first bill also would 
end the practice of charging the 
full interest on the length of the 
contract even though it is paid 
| off before the due date. 


|making up the Canadian group of 








in- | 
terest charges would be about} 
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Ford Dealers Elect Bishop— 


Robert L. Bishop, right, Bishop Motors, 





Santa Rosa, Calif., is congratulated by 


James A. King, Ford San Jose (Calif.) district sales manager, on his election as presi- 


dent of the Ford Dealers Advertising Assn. 
Modesto, Calif., i: Calif., is the s the retiring president. 


GM Reviews New Accord — 
With 45 on Dealer Council 


DETROIT. — General Motors 
dealers representing 33 U. S. cities 
ended the 13th GM Dealer Council 
Thursday after discussing with top 
executives progress under GM's 
new selling agreement and factory- 
dealer policies. 

Twelve Canadian GM dealers 


the Dealer Council also attended 
the three-day session. 

“In addition to other subjects, 
we reviewed the effects of the far- 
reaching changes in our GM sell- 
ing agreement and in our policies 
governing factory-dealer relations 
which we instituted beginning in 
March, 1956,” President Harlow 
H. Curtice said. 

“The Council members also re- 
ported on the progress made in ad- 
ministering our policies at the local 
level, and on the progress that| 
dealers have made with respect to 
their obligations under the fran- 
chise relationship. 

“I am confident that our frank 
and thorough discussions have} 
made an important contribution to| 
continued progress in these im-| 
portant fields.” 

GM executives at the meetings 
included Ivan L, Wiles, executive 
vice-president in charge of dealer 
relations, who has returned to 
work after a long convalescence. 

U. S. members of the Dealer 





| Council present were: 


Large city group—Glen Campbell, 
Williamsville, N. Y.; C. E. Childers, 
Chicago; D. B. Cole, Columbus, 0.; | 
W. A. Coleman, Washington; Al-| 
|mond Cooke, Louisville; T. Kirby) 
Davidson, Medford, Mass.; Arthur | 
R. Gaines, Brooklyn, N. Y.; Floyd} 





James Signs With S-P— 


New Studebaker-Packard dealer in Long Beach, Calif., 
right, James Motor Center, signs dealer franchise in presence of S-P officials. 





. Hood the 


4 
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i 
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Robert W. James, seated 
From 


left are Marvin L. Lettenmaier, left, S-P assistant zone manager; Ed James, chairman 


being serviced, Frank said. 


Gordon A. Wight, left, G. A. Wight, 


E. Hughes sr., Council Bluffs, Ia.; 
Hess Kline, St. Paul. 

Cc. R. Krajenke, Detroit; R. A. 
Parker, Houston; John Riach, 
Seattle; M. A. Stewart, San Fran-| 
cisco; Jack Symes, Pasadena, Calif.; 
F. H. Ulrich, Culver City, Calif.; 
Chas. E. Vincel, St. Louis, and M. 
B. White, Oklahoma City. 

Medium city group—R, W. Bogda, 
Green Bay, Wis.; L. L. Crusius, 
Bloomington, Ill.; L. K, Eymann, 
Forest City, Ia.; W. H. Foote, Flor- 
ence, Ala.; John C. McKellar, Or- 
lando, Fla.; Enrico Menapace, Gal- 
lup, N. M.; F. J. Murphy, Port Jer- 
vis, N. Y.; F. B. Peyton III, Char- 
lottesville, Va. 

W. M. Robertson, Joplin, Mo.; R. 
Saidel, Manchester, N. H.; J. F. 
Scarborough, Statesville, N. C.; D. 
H. Smith, Washington, Pa.; Lou B. 
Vidal, Rapid City, S. D.; J. T. Vid- 
mar jr., Pueblo, Colo.; C. Kenneth 
Wilson, Salem, Ore. and D. J. 
Yoder, McAllen, Tex. 

Canadians present were: J. Harry 
Addison, Toronto; Omer Barre, Ver- 
dun, Que.; Charlie G, Carter, Win- 
nipeg, Man.; G. R. Gohier, Mont- 
real; Gordon H. Hood, Edmonton, 
Alta.; Ben Lavin, Corner Brook, 
Nfld.; Dan MacLean, Vancouver, 
B. C.; G. Jerry Meredith, Sudbury, 
Ont.; Burke Seitz, Toronto; J. 
Andre Sirois, Three Rivers, Que.; 
Graham Snelgrove, Hamilton, Ont., 
and Stephen Steeves, Moncton, N. B. 


Cadillac Sets Up 
Sales Meetings 
In 16 Key Cities 


DETROIT. — Cadillac will con- 
duct a series of sales conferences in 
16 key cities beginning in Detroit 











today, (Feb. 18) according to Fredric 
H. Murray, general sales manager. 

Murray said the conferences are 
designed to give factory sales of- 
ficials an opportunity to discuss 
current market trends and 1957 
sales plans with distributors and 
dealers. 

Participating with Murray in the 
conferences will be C. H. Smith and 
E. F. Upson, Cadillac’s assistant 
general sales managers in charge of 
the eastern and western regions, re- 
spectively. 

Conferences will be held during 
the next four weeks in Pittsburgh, 
Buffalo, Boston, New York, Phila- 
delphia, Washington, Cincinnati, At- 
lanta, Memphis, Dallas, Los An- 
geles, San Francisco, Salt Lake 
City, Minneapolis and Chicago. 


Z. Frank to Expand 

CHICAGO. — Z. Frank (Chevro- 
let) has announced plans for a| 
$200,000 service expansion, A 16,000- 
square-foot addition will be built 
near the new service center build- 
ing, located on an 11l-acre site. The 
firm also has established Wheels 





Car Rental, Inc., to rent cars on a 
daily basis. It is designed to furnish | 
cars to customers whose autos are | 
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Maremont Offer 
Figures in News 
About Mergers 


Glen Alden Corp. directors have 
voted 13 to 4 to submit a plan to 
acquire Maremont Automotive 
Products, Inc., to a March 12 stock- 
holders meeting. 

In Chicago, A, H. Maremont, 
president, said that no decision has 
been made by Maremont whether 
or not to accept. 

It was said a proxy statement 
containing terms of the plan will 
be mailed to Glen Alden stockhold- 
ers. The meeting will be tele at 
Wilkes-Barre, Pa. 


* * 


Case-Amer. Tractor 


Final consolidation of American 
Tractor Corp, into J. I, Case Co. 
has been completed. 

John T. Brown, chairman of the 
Case board, has announced the 
election of Marc B. Rojtman, former 
president of American Tractor, to 
the newly created position of execu- 
tive vice-president and general 
manager of Case. 

Rojtman will have authority over 
and responsibility for the overall 
operation of the newly merged 
company. In addition, he has been 
elected to the board of directors 
and will serve on the executive 
committee. 

Two other members of the for- 
mer American Tractor Board, Men- 
tor Kraus, Ft. Wayne, Ind. and 
Edward Elliott, New York, have 
also been elected to the Case board, 
which now comprises 15 members. 

* * Ed 


Norgren-Stemac 


C. A. Norgren Co., Englewood, 
Colo., maker of pneumatic products, 
has purchased Stemac, Inc., Denver, 
a die-casting firm. The subsidiary 
will operate as Norgren-Stemac 
Inc., and will continue to be direc- 
ted by Earl Stevens and Earl 
McKanna. 


* 


* 


Lancaster Lens-Indiana Glass 


Lancaster Lens Co., Lancaster, 
O., has acquired a controlling inter- 
est in Indiana Glass Co., Dunkirk, 
Ind. Robert K. Fox, Lancaster pres- 
ident, also will head Indiana Glass, 
and George M. Morton, vice-presi- 
dent of the Indiana firm, will be a 
vice-president of both companies. 

> = > 


General Controls-Precision 


Shareholder approval has been 
obtained for the merging of Pro- 
duction Instrument Co., Chicago, 
manufacturer of mechanical and 
electric counting devices, with Gen- 
eral Controls Co., Glendale, Calif. 

The transaction involves the pur- 
chase of all assets of the counter 
manufacturer in return for an un- 
disclosed amount of General Con- 
trols common stock. 


* > 


Obituaries 


Walter A. Stickle 
CHICAGO.—Walter A. Stickle, 65, former 
production manager for the Chrysler Corp. 
in Detroit, died February 5 in Passavant 
Hospital here. For the last three years, 
he had been associated with the Stepco 
Corp., a sales organization here. He is 
survived by his widow and four daughters. 
* * * 


Oscar A, Stott 
ALBANY.—Oscar A. Stott, former Pon- 
tiac dealer in Clarksville and Delmac, N. 
Y., died Feb. 3 at his winter home in 
Florida. 
* * * 


Frank W. Judson 
PITTSBURGH.—Frank W. Judson, re- 
tired vice-president of Pittsburgh Plate 
Glass Co., died Feb. 8 after an iliness of 
nine weeks. He was 83. In 1953 Mr. Judson 
was guest of honor at a dinner given by 
Detroit auto makers, 





Pennsylvania Buys 565 


Fords for $968,988 

HARRISBURG, Pa. — The state 
has purchased 565 Ford autos 
and station wagons for $968,988. 
The price was said to have been 
an average of $800 per car under 
retail prices. 

Barmont-Jones Motor Co., Har- 
risburg, won $942,350.50 of the 
business and Morrison Motor Co., 
Orwigsville, $26,637.50, Thirteen 
dealers submitted bids. Ford’s 
bid was. lower than Chevrolet or 
Plymouth. The cars will be driven 
for one year, then sold to the 
public on a bid basis. 
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Car, Truck Output Estimates 
. 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Output, dan. 1 Jan. 1 
Ended Same Ended Febru- To To 
Feb. 16, Week, Feb. 9, ary, Feb. 18, Feb. 16, 
1957 1956* 1957* To Date 1956* 1957 
AMERICAN MOTORS 2,180 4,157 2,185 4,365 25,384 10,582 
50 220 47 97 1,983 382 
110 766 131 241 5,272 832 
2,020 3,171 2,007 4,027 18,129 9,368 
CHRYSLER CORP. ...... 31,400 17,141 31,421 69,144 148,206 193,402 
3,300 2,587 3,407 7,728 17,548 21,606 
1,000 415 929 2,247 2,394 5,714 
3,700 2,250 3,849 8,311 17,271 24,585 
6,400 3,217 6,586 14,268 31,323 42,320 
TERMIER vessescesccvccsssseoes 17,000 8,672 16,650 36,590 79,670 99,177 
FORD MOTOR. .............. 43,744 28,186 42,763 94,793 242,418 291,370 
Continental .................. 29 40 10 39 540 91 
SINE. Sésntecvqssertyechsinecqntepeeve 33,875 22,631 33,303 73,707 197,349 227,160 
EEE seciscsvesnevsoressescocee 1,275 896 1,227 2,914 8,769 8,866 
PION © sas srscseesciesenscceces 8,565 4,619 8,223 18,133 35,760 55,253 
GENERAL MOTORS .. 69,966 76,289 69,205 152,190 520,872 460,377 
EE tyussvyivescamnvenermaiarese 12,300 14,496 11,626 26,160 106,116 80,923 
a 3,350 3,386 3,356 7,381 22,960 22,475 
PUIG eccrecéveceseteseceves 34,300 37,308 33,763 74,200 248,866 225,979 
Oldsmobile .................... 10,316 11,972 10,487 22,871 $1,223 68,196 
ID icaviciescovoceedetecstoed 9,700 9,127 9,973 21,578 61,707 62,804 
SEE TEPEIEE 9 ccesassvosccncoseosecs 1,795 2,519 1,589 3,588 24,422 10,439 
PII © ccccicecasccncssccvevece a oe 536 1,142 4,013 3,241 
Studebaker .................. 1,245 2,519 1,053 2,446 20,409 7,198 
Total Cars, U. S. ........149,085 128,292 147,163 324,080 961,302 966,170 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Febru- To To 
Feb. 16, Week, Feb. 9, ary, Feb. 18, Feb. 16, 
1957 1956* 1957* To Date 1956* 1957 
CHEVROLET 8,103 7588 16495 59,566 49,856 
DIAMOND T 100 78 173 662 od 
DIVCO 100 81 177 665 526 
DODGE 1,455 1,826 3,974 11,485 11,770 
FORD 5,543 7,742 = 17,867 45,503 41,200 
GMC 1,977 1404 3,008 14,315 10,370 
INTERNATIONAL ...... 3,085 1,365 3484 21,021 13,765 
MACK 393 417 909 2,661 2,687 
REO 73 68 161 539 431 
STUDEBAKER 170 239 566 1,847 1,662 
WHITE 409 343 693 2,751 2,197 
WILLYS 1,653 1,700 3,639 8,769 9,932 
MISCELLANEOUS*** 4 44 40 88 336 267 
Total Trucks, U. S..... 23,520 23,105 22,891 51,234 170,120 145,207 
Total Cars, Trucks, 
eee 172,605 151,397 170,054 375,314 1,131,422 1,111,377 
Total Cars, Trucks, 
IT ssnnniihaepsdionet 10,464 7,346 9,655 21,438 45,374 66,413 
Grand Total, 
Cars and Trucks, 


U. S. and Canada ....183,069 158,743 179,709 396,752 1,176,796 1,177,790 





Marmon-Herrington, Federal, F ou r-Wheel 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


im Mack totals. 





Canadian Ford Sales 
Set Record in 1956 


TORONTO. — Net sales and in- 
come on Canadian operations for 
Ford Motor Co. of Canada, Ltd., 
in 1956 exceeded the previous 
year’s marks, 

When overseas operations are 
figured in however, the 1956 figures 
trail 1955 by small margins, ac- 


56 Net Record 


For Associates 


SOUTH BEND. — Record high 
earnings in 1956 of $19,508,296 for 
Associates Investment Co, were an- 


represents a gain of $504,161 over 
the previous year. 

Consolidated net income, after 
payment of preferred dividends, 
equalled $5.93 per share, compared 
with $5.86 per share in 1955. 

The volume of finance business 
amounted to $1,487,439,094, a drop 
of 5.3 percent from 1955, but still 
the second largest annual volume 
in the company’s history. 


cording to the annual report is- 
sued last week. 


Sales to dealers in Canada were 
a record $316,710,614, an increase of 
$5,826,539 over sales in 1955. When 
export sales are added to this 
figure, the 1956 total becomes $345,- 
682,870, lower than the record com- 
bined total of $346,143,702 estab- 
lished the previous year. Export 
shipments declined 18 percent dur- 
ing 1956. 


Net income on Canadian opera- 
tions was $5,510,699. However, in- 
come on overseas subsidiary com- 
panies in- South Africa, Australia, 
Malaya and New Zealand brought 
the 1956 total to $19,722,043, com- 
pared with $20,729,823 for Ca- 
nadian and overseas income in 1955, 
The 1955 split was $4,616,447 for 
Canadian operations and $16,113,376 
for overseas operations. 

According to the report, produc- 
tion of cars and trucks totalled 
148,866 in 1956, compared with 165,- 
710 in 1955. Factory sales of cars, 
trucks and tractors, including im- 
ports from England and the U. §., 
totalled 157,834 in 1956 and 173,931 
in 1955. 


Chevrolet Cutting Away Ford Lead... 


Car Output Near Million, Tops °56 


(Continued from Page 1) 

ago, when the manufacturers 
turned out just 128,292 cars. 

Last week’s car output was 120.8 
percent of Automotive News’ 
three-year index, as compared 
with the 119.2 percent compiled on 
the previous week’s assemblies. 

Chrysler Corp.’s total of 31,400 
was off only a shade from the 
previous week’s high of 31,421 cars 
—highest weekly outturn by the 
corporation in 14 months. 

* * om 


HRYSLER division (excluding 

Imperial) was off from 3,407 to 
3,300 units; DeSoto down from 3,849 
to 3,700; Dodge off from 6,586 to 
6,400, and Imperial was up from 
929 to 1,000. 

Imperial’s output for the first 
seven weeks of this year totalled 
5,714 units, as compared with 
2,394 during the corresponding 
period of last year. 

Increases at all units helped push 





Dodge Booms Output 


Of D-500 Models 


DETROIT.—Continued demand 
for higher performance is re- 
flected in the mounting produc- 
tion of Dodge D-500 passenger 
cars, according to L. F. Des- 
mond, sales vice-president. 

In seven months of last year, 
he said, Dodge produced 6,381 
D-500 models. As of Jan, 31 this 
year, Dodge had already pro- 
duced 5,787 D-500 models, he said. 





Ford Motor output from 42,763 units 
a week earlier to 43,744 last week. 
* = > 

N ADDITION to the Ford divi- 

sion increase, Mercury was up 
from 8,223 to 8,565; Lincoln up from 
1,227 to 1,275, and Continental up 
from 10 to 29 units. Continental is 
expected to go on a six-units-a-day 
schedule today (Monday). 

General Motors, despite an in- 
crease from 69,205 units a week 
earlier to 69,966 last week, still 
was running some 60,000 units 
behind the first seven weeks of 
1956. 

Pontiac is the only GM unit oper- 
ating at a faster pace than a year 
ago. As of Saturday, Pontiac had 
produced an estimated 62,804 units, 
compared with 61,707 during the 
same period a year ago. 

. * = 

UICK was off from 106,116 units 

during the first seven weeks of 
1956 to 80,923 this year: Cadillac, 
down from 22,960 to 22,475; Chevro- 
let. from 248,866 to 225,979, and 
Oldsmobile, from 81,223 to 68,196. 


By comparison, all Chrysler and 
Ford units were ahead of their 
year-ago totals. Both American 
Motors and Studebaker-Packard 
however, were still operating far 
behind their ’56 paces. 

A breakdown of GM output last 
week showed Buick up from 11,626 
the previous week to 12,300 units 
during the last six work days; Cad- 
illac, off slightly from 3,356 to 3,350; 
Oldsmobile, down from 10,487 to 10,- 
316, and Pontiac, off from 9,973 to 
9,700. 

7” oJ . 

SP TURNED out 1,795 cars last 

week for a 200-unit increase 
over the previous week’s output of 
1,589 units. Studebaker was up from 
1,053 to 1,245 units, and Packard 
hiked its output from 536 to 550 
units. 

AMC turned out 2,180 units last 
week to drop just five units from 
the 2,185 cars produced a week 
earlier. 


A breakdown of AMC operations 
showed Rambler up from 2,007 units 
the previous week to 2,020 last 





Open House 


19 Oklahoma City Dealers 


Stage Promotion 

OKLAHOMA CITY.—A series of 
open houses last week ‘highlighted 
Oklahoma City’s observance of Ok- 
lahoma New Car Week, which had 
been proclaimed by Gov. Raymond 
Gary. 

Nineteen new-car dealers, all 
members of the Oklahoma City Mo- 
tor Car Dealers Assn., participated 
in the program. 


week; Nash down from 131 to 110, 
and Hudson up from 47 to 50 units. 
a * + 


“ere production was estimated 
at 23,520 units last week, a 
slight gain over the previous week’s 
output of 22,891 units. 

Production of 145,207 trucks 
during the first seven weeks of 
this year, however, was nearly 
25,000 units behind the same pe- 
riod a year ago, when the manu- 
facturers turned out 170,120 
trucks. 





Canadians produced an estimateg 
10,464 vehicles last wee’, ~ com. 
pared with 9,655 a week earlier 
Vehicle output in Canada during 
the first seven weeks of the year 
totalled 66,413 units, or nearly 2. 
000 more units than were produceq 
during the corresponding period of 
56. With GM out of operation the 
first two months of the year, Cap. 
ada produced only 45,374 vehicles 
during the first seven weeks of 1956 





a a-BS IT} 


Reaching an estimated 150,000 readers 
RATES: 
hha) 


automotive industry 
INSERTION. POSITION 


TWENTY-TWO CENTS 


Tew 


Ce Me 
(22c) PER WORD FOR EACH 


lle PER WORD. PAYMENT IN ADVANCE oF 


INSERTION REQUIRED. Ads may be signed with full name and address at regular 


rates. Add One Dollor 


($1) per insertion for use of a box number 


tT i ar 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 


column inch. CLOSING: TEN 


PME i ee 


WANT AD DEPT 


HELP WANTED | 
WANT TO MOVE SOUTH? We have open- 
ings for several good mechanics with | 
some knowledge of British cars, Perma- | 
nent position, yearly vacation, excellent | 
conditions, Waco Motors, P. O. Box 185, | 
Riverside Station, Miami 35, Fila. | 
IF YOU ARE experienced body man and | 
painter or wheel alignment man, and 
want to live in Florida out of the cold/| 
and snow, we can offer you good propo-| 
sition with ideal working conditions in | 
small clean busy shop. Nice small town. | 
Bill Greene Chevrolet Co., Box 381, Stu- | 
art, Fla. 





AUDITOR 


Internal auditor for multiple dealer organi- 
zation. Considerable travel. Automobile 
dealer accounting essential, excellent oppor- 
tunity. Send full resume, Box 6842, c/o Auto- | 
motive News, Detroit 26. | 





Crossroads 


. where they meet. . . 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 


through an ad in Automotive 
News. 





AUTOMOTIVE NEWS 
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DAYS IN ADVANCE OF PUBLICATION DATE. Contract 


2666 PENOBSCOT BUILDING, 


sO ELP WANTED 


Service Mgr. 
Ford 


Large Metropolitan N. Y. dealer has 
opening for experienced man. Must be 
organization minded. Ability to main- 
tain good public relations essential. 
Must know how to operate service de- 
partment at profit. Top pay program 
for top man. This position worth relo- 
cating for. Box 6843, c/o Automotive 
News, Detroit 26. 





SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. Protected 
territories with established accounts now 
available. Average earnings $8,000 to 
$10,000 per year. Company — 
also opens great opportunities ad- 
vancement to executive positions. = 


today giving background and 


experience. 
CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 


OF SERVICE” 
1130 E. 222nd. St. © Cleveland 17, Ohio 


DIRECTOR OF PUBLIC RELATIONS 


National financial organization, Washington, D. C. headquarters, seeks top-qualified 
man, starting salary $15,000 to $18,000. College graduate, 35 to 45, preferably experi- 
enced in public relations, editorial, advertising, or allied promotional activities. 
Must be effective writer, convincing speaker, able to learn rapidly, think creatively, 
plan soundly, and execute action programs. Impressive personality and appearance 


essential. Occasional travel required. 


Submit resume of background and experience, work and character references, 


present salary. 


All replies will be acknowledged and held in strictest confidence. 
Box 6845, </o Automotive News, Detroit 26. 


DISTRICT MANAGERS 
BRANCH MANAGERS 
OFFICE MANAGERS 


Large rapidly expanding sales finance company with over quarter century in 
field, requires men fully qualified for above positions. 


Personnel needed for immediate assignments in Midwest offices. Progress 


assured to qualified personnel. 


Multiple employee benefits including Retirement Program, Profit-Sharing, Hos- 
pitalization, liberal Group Life Insurance and 1957 Incentive Bonus. 


Write, in strict confidence, for personal interview, giving complete personal 
information and employment history. Interviews will be arranged at your 


convenience. 


Box 6844, c/o Automotive News, Detroit 26. 
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HELP WANTED 

] CAR SALES MANAGER—Expanding 
dealership in booming %-million 
politan market and vacation para- 
dise offers exceptional opportunity for top 
man, First class working and living con- 


ns, 
arrangement, If you want to move 


up, send photo and resume to 
c/o Automotive News, Detroit 


a = 
a 


EXPERIENCED 
SALES MANAGER 


We wont a man who can hire, train, su- 
pervise and maintain a productive sales 
organizction for a Ford volume operation 
ino multiple point Southern city. This man 


wee and 
Box 6827, 
ae 


must have drive and ability to take full 


charge of Sales Department and capable | 


of showing prompt results. 


Te the man meeting these qualificotions, | 


we have a very attractive salary and 
bohus poy plan to offer, with a secure 
future. 


Write full details, your experience, former 


connections, age, marital status, also, your | 


present connection. 


Ai information will be held strictly con- 


fidentiol if you request. Write Box 6846, | 


c/o Automotive News, Detroit 26. 





PARTS MANAGER—Ford or Lincoln-Mer- 
cury. Several years’ experience large 
volume dealer. Box 6520, c/o Automotive 
News, Detroit 26. 


GENERAL OR SALES MANAGER with 
real profit making know how wants place 








o percentage basis only on Florida 
coast. Can invest substantially. Age 49, 
with same Packard distributor 25 years. 
Write 1053 Oxford Rd. N. E., Atlanta 
6, Ga. 

TRUCK SALES REPRESENTATIVE— | 
Thoroughly experienced and qualified in 
all phases of heavy duty motor truck 
sales and service. Can organize and direct 
a producing organization, Several years’ | 
experience as direct truck factory repre- | 
sentative, also wholesale, retail and na- 
tional accounts sales experience; also ex- 


perienced in all lines of heavy equipment. 
If interested please contact at once, Box 
+6828, c/o Automotive News, Detroit 26. 








SALES MANAGER available at once. | 


Twenty years’ experience. Fully qualified 
to take complete charge of new and used 
car sales. Will train a sales force of hard 
hitting salesmen that will sell the prod- 
wt and the house rather than discounts 
and long deals. Will consider any location 
if the deal is right. Box 6829, c/o Auto- 
motive News, Detroit 26. 





SERVICE MANAGER: Will relocate im- 
mediately. 500 units up. Experienced all 
details, volume, Expert mechanical back- 
ground. Owners, factory, 
Satisfaction my control. Box 6830, 
Automotive News, Detroit 26. 


c/o 





GENERAL MANAGER—Capable assuming 
complete responsibility 
tion. 18 years’ experience as dealer within 
“Big Three.'’ Over two years’ experience 
general sales manager volume chain oper- 
ation. Now employed second job since 
leaving college. Wish to make change. 42 
years old college graduate, married, 
family grown, free to move any place 
United States. Full knowledge projection, 
expense control Doc sheet operation, fast 
Used-car turnover. Can furnish best rec- 


ommendations including several factory 
district managers. Willing discuss com- 
pensation, buy-out deal right potential. 


= 6831, c/o Automotive News, Detroit 


—— 


ACCOUNTANT—13 years’ experience, 10 | 


years with one New York dealership, Can 
assume full responsibility of financial 
Statement analysis, etc. Age 31, married, 


University education, Desire American 
Motors or General Motors dealership 
within southern states. Box 6832, c/o 


Automotive News, Detroit 26. 





ACCOUNTANT-BUSINESS MANAGER, 
Volume dealer experience, familiar with 
daily operating control, forecasts. Experi- 
enced Ford-GM accounting. Box 6833, c/o 
Automotive News, Detroit 26. 


ee 


SALESMAN OR ASSISTANT sales man- 
ager. Age 32, five years retail selling. 
married, homeowner, averaged over $7,500 
per year, will furnish references. Box 
6834, c/o Automotive News, Detroit 26. 


GENERAL MANAGER OR SALES MAN- 
AGER desires to make a change. Age 30, 
Single and willing to locate anywhere. 
Would consider working abroad. Clean cut 
features, good dresser, licensed pilot. Pres- 
ently employed by large independent new 
ar dealer in southeast. Operating own 
car carrier and business plane. 5 years’ 
experience in automotive management. 
Sales, service and parts. Also multiple 
Point locations. Income past year over 
$8,500 plus. Not interested in filing ap- 
Plications. Will subrait to interview any- 
Where. Address replies Box 6835, c/o 
Automotive News, Detroit 26. 


GENERAL OR SALES manager available 
after February 1st. 21 years’ experience. 
oven record excellent references— 
know all phases. Wish to locate with 
@ggressive firm. I am not merely inter- 
ested in reorganizing present operation. 
Want permanent setup with future possi- 
bilities. 40 years old, Married. Complete 
fesume upon request. Box 6836, c/o Auto- 
Motive News, Detroit 26. 





excellent salary and profit-shar- | 


personnel tops. | 


dealership opera- | 


POSITION WANTED 

| MANAGER-SALES manager—20 years’ ex- 

perience. Available March 1. Have proven 
| plan for operation in competitive market. 

Particularly strong with used car depart- 
| ment, Can handle any deal, Married, 
steady, best references, Replies confiden- 
tial. Box 6848, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS WANTED 
CHEVROLET, Buick, Olds or Cadillac dual. 
Minimum 150 cars, Prefer Florida, Texas, 
midwest or Rocky Mountain region loca- 
tion. Experienced dealer has cash and 
factory approval, All replies confidential. 
Box 6841, c/o Automotive News, Detroit 
26. 


DEALER SERVICES 





MANAGER 


Former dealer, age 40, interested in Gen- 


You can't control salesmen with 


HYPNOSIS 
But you can with the “Daily Check” Plan 
Book. It's guaranteed to increase sales. It's 
no ordinary idea. It's proven. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of Daily Check 
Pian Book and illustrated brochure, to 

MALCO SALES SERVICE 

205 7th Ave. Asbury Park, N. J. 


eral Manager or General Sales Manager 
500 to 1,500 units. Outstanding record of 
accomplishment in building strong profits 


out of sick dealerships. Daily operating 
control plus proven sales promotion which 
will double volume and profits within 90 
Interested in either short or 


days. long 


term on percentage basis. Excellent ref- 


“EXPENSE 
REDUCER" 


erences from some of industry's top men. 
Box 6824, c/o Automotive News, Detroit 26. 





Is your competitor with low over- 
head making your life miserable? 
There's only one way to lick him— 





Available get yours down too. Order our 
“EXPENSE REDUCER" today and get 
overhead down where it belongs. 
Send just $2.00, you will receive 


it by return mail. 


Truck Sales Manager 


With present ''Big Three 
8 years. 


Dealership past 
Automotive Enterprises 


both aew sad 10600 Puritan Ave. Detroit 38, Mich. 


Thoroughly experienced, 
used handling. 








Request replies only on basis of perma- 
nency with respect to future. 
INVENTORY SERVICE 
Parts and Accessories 
& CERTIFIED REPORTS e 
@ Obsolescence Disclosed | 
| @ Shortage or Overage Established | 
sn —_—| @ Inventory Investment Evaluated 
DEALERSHIPS AVAILABLE __| @ Analysis of Methods and Procedures 
DEALERSHIP (ONE OF “BIG THREE"’) | Full time experts. No pick-up part time help. 
400 car and truck potential. Located Call or write for service details 
northeast, Sell parts, accessories, shop Automotive Inventory Service Co. 


equipment. No used cars or accounts re- - - 
ceivable unless desired, Will rent modern | !0040 Freeland Detroit 27, Mich. | WE 3.6445 
Western Dealers, Attention 


Box 6847, </o Automotive News, 
Detroit 26. 








building, used car lot. Shop equipment 
could be sold on time, Factory approval. | 429 S. Western Ave. Los Angeles 5, Calif. 
Apply Box 6795, c/o Automotive News, | DU 9-5095 
Detroit 26. 
DEALERSHIP FOR SALE handling —_ lh 


DeSoto-Plymouth and GMC truck fran- BUSINESS OPPORTUNITIES 


chise—in the magic Rio Grande Valley of | ————— : : — 
Texas, semi tropical climate, Dealership| SOME RENAULT franchises available in 
occupies a city block, 25,800 square feet New York State, New Jersey, eastern 
of building. Will sell parts and lease or Connecticut. For details contact: Renault 

Auto France Distributors, 36 So. Main 


sell shop and office equipment and build- 
ing. Unlimited truck potential due to 
citrus, cotton and vegetable farming, also 


St., 


Spring Valley, N. Y. 






| gas and oil fields. Dealer must sell be- 3 Se 
cause of several heart attacks and doc- UNUSUAL OPPORTUNITY 
Motor Corral, C. E, Becker, AUTO SALES EXEC. 


tors orders. 


| Owner, Edinburg, Texas. 


TO OWN BUSINESS 
Select franchises throughout U. S. still 
in rich automotive market areas. 
roven salesmanship and managerial! abil 
ies main requisites. Must be self-starter 














DEALERSHIP HANDLING DUAL of big 3, 

potential 600 to 1,000 cars in New York 
| area, Very modern building and show- 
j room, fully equipped, about 30,000 square 









| feet. Will sell business with equipment, for established and flourishing inspection 
or else lease equipment and also lease and warranty business now a expanded 
building on long term lease. Excellent nationally. We set you up and train you 







ior lucrative earnings in excess of $15,000 
f more depending on initiative and 
rive. No investment, refundable deposit. 
eferences required. Send detailed resume. 


location in most growing populated area. 
Real opportunity to make money. Buyer 
should have about $200,000 to handle this 
franchise and used-car inventory prop- 


erly. Selling account of sickness. Apply ox 6849, c/o Automotive News, Detroit 26. 
Box 6810, c/o Automotive News, De- 
troit 26. 


CARS FOR SALE 


ROBINSON CAR LEASING 
FLEET LEASED CARS 


DEALERSHIP FOR SALE. Dual car fran- 
chise, ‘‘big three’’ dealership, South Flor- 
ida — population 75,000 — all facilities— 
$35,000 required. Box 6814, c/o Automo- 
tive News, Detroit 26. 


| DEALERSHIP FOR SALE in Kentucky's 





| most progressive city, population over 

| 400,000, handling America’s highest re- 1955—1956 
sale value cars—Rambler and Nash, No 
real estate or used cars, Building with AT WHOLESALE 


favorable lease available. 


satisfactory sources will receive confiden- 


Inquiries from 


CHEVROLETS, FORDS, PLYMOUTHS 


: ‘ Available in: Philadelphia, Baltimore, Wash- 
tial appointment for preliminary discus- |: : ' ‘ 
sion, Box 6817, c/o Automotive News, | ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit 26 oe. Flint, Ciieoge. —— ee, Cincin- 
‘ iaiiediiienertasie " — — nati, Louisville, St. Louis, i Lin- 
| DEALERSHIP HANDLING one of Dig| Coin, Neb.. Oklahoma City, Fort Worth 
three in the semi-tropical lower Rio| Daijas New Orleans, Atlanta, Boston , 
| Grande Valley of Texas in the citrus ; , ; ; 
| area. Buy only parts and equipment. ROBINSON CAR LEASING 
| Have fevesntte lease. Need not nave all DIVISION 
cash, ox 6818, c/o Automotive News, 
Detroit 26. THE HERTZ CORP. 





For specific information in any city, address: 
| 1. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 


HANDLING DeSOTO-PLYMOUTH, South- 
ern California, San Joaquin Valley. Parts, 
leasehold improvements, equipment at 
cost —-less depreciation — approximately 








$19,000. No goodwill. 1956 sales—110 aialiamaiall a. Se ae 
} mnew—250 used. See this and state your CARS WANTED 
terms. Box 6837, c/o Automotive News, | = 





Detroit 26. 

MUST RETIRE. Handling one of “Big 
Three’'s'’ best dealership. Central Texas 
where the sunshine spends the winter. | 
With or without used cars, with or with- | 
out property. 10,000 square feet space. | 
Must have factory approval. Box 6838, 
c/o Automotive News, Detroit 26. 

SERVICE MANAGER OR SALES manager 
that wants to own good dealership. $9,000 
down, balance out of income. For infor- 
mation write Box 606, Cumberland, Md. 

AGENCY HANDLING BUICK—Small town 
in western Pennsylvania handling 250 new 





Drive to Florida 
We'll Pay Top Price 
L. P. EVANS 


Miami ... West Palm Beach 





ATTENTION NORTHERN California 


units, New equipment and up to date dealers! We will buy your sharp imported 
parts inventory, Lease available. $40,000, ‘fadeins at over current going price. 
will handle, Box 6839, c/o Automotive| Either sport or family type, Blum’s Sub- 


News, Detroit 26. | way Motors, 730 The Alameda, Phone 
oa | CYpress 4-4520, San Jose, California. 


DEALERSHIPS WANTED es ae ; 
CHEVROLET — EXPERIENCED dealer| SEVEN PASSENGER CADILLAC limou- 
wants Chevrolet dealership of 150-250| ‘Sines, ambulances and hearses. Must be 





units in Washington, Oregon, Idaho or| ‘Sharp. Ridgway, Belmont 4-6611, Port- 
Montana, All replies absolutely confiden- land 12, Ore. 

tial. Box 6798, c/o Automotive News, 

Detroit 26. 





IMPORTED CARS 


BOUGHT AND SOLD 
AT WHOLESALE 
IRA KANER 


c/o Holiday Motors 
11647 Ventura Bivd. Studio City, Calif. 


TOP DOLLAR FOR FORD OR GM agency. 
Buy complete or you retain interest. Pre- 
fer principal city, southern California. 
Age 36, $300,000 and factory approval 
for immediate action. Box 6840, c/o Au- | 
tomotive News, Detroit 26. 


WANTED — DEALERSHIP, Cadillac or 
Dual Cadillac. Franchise in the east, Will 
pay high price, Call PE 6-1749, New 


York, 
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PARTS FOR SALE 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on 
Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 


WANTED for 1932 Chevrolet Phaeton: 


running boards, floor mat, temperature 
gauge, windwings, parts list. J. L. Mar- 
shall, 1125 8S. 16th, Coshocton, Ohio. 





WANTED TO BUY. 2-ton or larger Inter- | 


TRUCKS WANTED 





national wrecker. 
Ohio. 


P. O. Box 806, Tiffin, 





WANTED TO BUY WRECKER, 


GMC OR CHEVROLET 


"55 or ‘56 model, preferably short wheel 


base with Holmes Twin Boone equipment. 


Must be 


call 


in excellent condition. Write or 
Douthit - Carroll - SanChez Co., 1011 


Union, Memphis, Tenn., BR 2-3451. Enclose 


picture. 





WANTED: 


BUSES WANTED 
Two late model used school 
buses, Fox Motor Company, Phone: 155, 
Clinton, Tenn. 





ACCESSORIES FOR SALE 








Custom contro! heads to fit in dash of above 


191 E. 161 St. 





New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrolet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 


cars. 
1957 Dodge—1956-7 Ford—i955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars. 
Fast, C.O.D. Shipment 


LIBERTY AUTO RADIO 
New York 51, N. Y. 
LUdiow 8-941! 





M ISCELLANEOUS 


Automatic Braking 


“WITH BRAKE HOOK-UP 


ONLY... $5445 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


QUICK-TOW Bumper- 
to-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar.... 


TowKing 200245” 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


har: 
Call Collect "5 ,o0%0 orsers 


40 So. Clinton St., Chicago 6, Ill. 


LEss 
GUIDE 
CABLES 


$61” 








TRUCK AND CAR SIGNS made easy 


Metal, 
Brass 


with plastic letters. 
masonite letters also. 

Signs for every purpose. 
Inc., 175 Jefferson, Lexington, Ky. 


wood and 
stencils. 
Jim Ramsey, 





AUXILIARY LEFT FOOT gas pedal, $6.95. 
Guaranteed, Fits all cars, pickups, trucks. 


Dealers and 
Lehner Mfg., 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


“GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


Ness City, Kans. 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 

© ~ 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
‘Leaders in the Industry 
Since 1939" 





jobbers order from R. V. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [J Financial (1) Supplier [J 
Make OF Cat... ss cccceccscucnsgnaans dotiudessa Giias sapanereaeee 
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DeSoto gives you a 


three... 


sales punch! 


ONE ... Fireflite—295 horsepower 

luxury liner. TWO... Firedome 
270 horsepower profit maker, and THREE .. . 
245 horsepower FireSweep .. . 
the new-for-’57 value leader of 
the medium-price field . . . the conquest car of 
the year . . . a De Soto priced just above 
the lowest! Only De Soto dealers have 
three really-new cars covering 91% of this 
profitable, fast-growing price class. 
Fireflite, Firedome and the all-new FireSweep 
. .. three more good reasons why .. . 


IT PAYS TO BE A DESOTO DEALER 





